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copied by other makers. 
Has revolutionized the 


hardware.” 


Puts a stop to serious spoilage-losses by 
keeping the sheets flat, clean and in order. 
Your sandpaper stock, from now on, will 
occupy a neat section of shelving—not be 
hidden in drawers and cubby holes. 

Boxes all the same size—a box for each 





















“rit—all ‘“decimal-count” : 

00-0 es Oe acd ia te 8 bed 100 sheets to the box 
ES era er ee 75 sheets to the box 
a oo. 2 OO ee cc cwenece 50 sheets to the box 
EE EE ee nee 25 sheets to the box 


holding 


makers. 








Counter Display 
**Show-It-and-Sell-It’”’ 


ausau Abrasives © 


General Sales Offices: 4860 So. Halsted St., Chicago 
Branch Houses: 
New York—45 Warren St. 


4 Wausau 


Los Angeles—Sprake Sales Co., 
San Francisco—Sprake Sales Co., 
Portland, Ore.—Sprake Sales 
Denver, Colo.-—Sprake Sales 








A new way of packing sandpaper, orig- 
inated by us in January, 1926, and widely 


raised sandpaper to the dignity of “shelf- 


Counter Display Case 
A beautiful lithographed steel cabinet 
grit for each of its 8 pockets. This was 


originated by us and announced Febru- 
ary, 1925—copied, of course, by other 
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480 to 500 sheets—a _ separate 





The 
Unit Box 








A *Show-It-and-Sell-It” 
Device that Doubles and 
Triples Sandpaper Sales 


‘Ruff-Stuff”’ Emery Cloth 
in 10-Sheet Packs—Boxed 


Latest Ruff-Stuff innovation. Does away with the old broken-quire 
nuisance. Each grit in its own attractively labeled pack. 

Boxes all the same size—uniform with the flint paper box above shown 
—packed as follows— 10-Sheet Packs 



























Gri Sheets in | Packs to Sheets 
rit Pack Box to Box 
FF to No. 1 10 5 50 
1% and 2 10 4 40 
21%4-3-3Y4 10 3 30 





Tell Your Jobber 


You must have “Ruff-Stuff’’ Flint paper in 
Unit Boxes—and ‘“‘Ruff-Stuff’? Emery cloth in 
Unit 10-sheet Packs. 

If your jobber can’t supply you, write us, 
giving his name and address. 












American Bank Bldg. 
Postal Telegraph Bldg. 
Co., 53 Fourth St. 
Co., Charles Bldg. 











Unit Box 



















9 Three Dollars a Year 
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One size helps you 
sell another ofthe8 


Many mechanics have a few special jobs 
where they need to use two wrenches at 
once—one to hold and one to do the turning. 
For them you can pair up a couple of Wal- 
worth STILLSON wrenches of the same 


size. 


But in general it’s easier to sell two of a 
different size, and orce a man is sold on the 
greater lasting strength of a Walworth 
STILLSON it’s no trick at all to make two 


sales when you’ve got one started. 


The full Walworth STILLSON line gives 
you 8 sizes, from 6 to 48 inches, which you 
can pair up in no less than 36 different ways 
when you sell them. 


WALWORTH COMPANY 
51 East 42nd Street, New York 


Distributors in Principal Cities of the World 
Watlworth, Ltd., 10 Cathcart St., Montreal, P.Q. 





WALWORTH 


STILLSON 4 
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aes 
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*STILLSON, like Walworth, is a trade 
mark, registered by its owner, The Wal- 
worth Co., in the U. S. Patent Office, the 
several states, and in foreign countries. 
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Wood Screws Machine Screws 
Stove Bolts Tire Bolts 
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Largest Stock 
Greatest Assortment 
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Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois 
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My ADJUSTABLE 





HE sum total of complete door hanger satisfaction 

spells Myers New Way Giant. In this sturdy 
hanger are exemplified those qualities which simplify 
the opening and closing of sliding doors. Every fea- 
ture, every improvement, anticipates and cares for 
some movement of the door. Tandem turned steel 
rollers, steel axles, steel roller bearings, steel frame 
and hasp, supply strength and carrying power, eliminate 
vibration, minimize opening and closing labor; and 
lengthen service years beyond the span of most hangers. 























The adjustable features, too, are common sense and practical. 
They function when timbers warp, building settles, track sags, doors 
buckle or foundations heave. In or out, up or down, adjustments are 
easily made and their spread is sufficient for all ordinary conditions. 

And finally, Myers New Way Track with its own peculiar shape 
completes the system. Weather, vermin and dirt proof, stiff and 
rugged, easily installed and long lasting, it provides a completely pro- 

















if BIRD-DUST AND tected runway for trollevs. Different lengths, with steel track cover 
\ I y VERMIN PROOF east ig of doors when desired, facilitate installation and sim- 
ae ' \ i ‘ 

i { a Wit! OR : a eels indicate in a most convincing manner that here i 

1 t ia. i indi i a re is an 
hi H. bag nd exceptional hanger and track adaptable to a wide range of sliding door 
i C service. Let us send you catalog showing this and the other stvles of 


Myers Stayon and Tubular Hangers and Tracks for sliding doors on 
barns, garages, sheds and storages. 
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MYERS NEW-WAY GIANT 
BULAR GIRDER TRACK 
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ADJUSTABLE 
MOVES DOOR 
TO OR FROM 
BUILDING. 











TH FLE,MYERS & BRO.co. 
ASHLAND, OHIO. 


Manufacturers for over Fifty Years of MYERS HONOR-BILT PUMPS for Every Purpose. 
WATER SYSTEMS-HAY and GRAIN UNLOADING TOOLS - BARN.FACTORY and 
GARAGE DOOR HANGERS- STORE LADDERS. Etc. 





=| ADJUSTABLE 
#| DOOR IS RAISED 












YERS 


PUMPS -WATER SYSTEMS -HAY TOOLS -DOOR HANGERS 
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NEWS NOTES ABOUT 


THE 25-YEAR CLUB 


Membership Has Passed the 
1200 Mark—and Still Climbing 


Here is a record-breaker! 


James & Hawkins, Inc., Jamaica, 
Long Island, write: “This business 
was established in 1831 by Richard 
Brush. Disston Saws were handled 
as soon as they came on the market. 
In 1914 the business was incorpor- 
ated under the present title. We are 
now running nine retail stores. 
Disston Saws are sold exclusively. 
Walter J. Brush, the dean of this 
business, has 
personally han- 
dled Disston 
Saws for thirty 
years, and he 
is the grandson 
of our founder 
—thus repre- 
senting a fam- 
ily that goes 
back ninety-six 
years in this 
business.” 





W. J. BRUSH 
James & Hawkins, Inc. 





Do you realize that the twelve 
hundred members in the Disston 25- 
Year Club represent 44,400 collec- 
tive years of selling Disston Saws? 
The average record for the Club is 
37 years per member. 





“I have sold 
Disston goods 
for the last 
forty years, 
and can hon- 
estly say that I 
have never sold 
any line that 
has given me 
more pleasure 
. , in selling and 
L. N. HOOVER that has given 

more satisfac- 
tion to my customers,” writes L. N. 
Hoover, Milroy, Pa. 








Keep your Certificate of Member- 
ship in or near your saw display 
where customers can see it. It is 
proof of an enduring record of serv- 
ice which is impressive to the man 
about to spend his money in your 
store. 


“T have been 
selling Disston 
Saws for forty- 
five years, and 
not only selling 
but have filed 
and set them 
as a side line 
for the same 
period,’’ says 
John Caslor, 
Toronto, Onta- 
rio. JOHN CASLOR 











Members! Disston has just pro- 
duced a unique window trim which 
is creating a lot of enthusiasm wher- 
ever shown. The coupon in the 
lower right corner of this page 
brings it to you—free. 
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THE VETERAN HARDWARE MAN TELLS YOU 


HOW HE SELLS A SAW SET 





“Mr. Customer, before I sell you 
a Saw Set, it is important that you 
should understand just what the 
tool is supposed to do. 


“Saws which are properly ground 
should not be set over half way 
down the tooth. You will find that 
the finer the point of a saw, the 
shorter the tooth is. This necessi- 
tates an adjustable throat so that 
you can catch the tooth at the 
proper place. All sets have an ad- 
justment to take care of this. 


“But here is an important point: 
You should have an adjustment 
which will enable you to get the 
correct amount of set or spread of 
the tooth according to the wood you 
are cutting. In rough, wet, green 
timber you require a wider set. For 
flooring, framing and siding you 
need a medium set. For dry, sea- 
soned lumber you want a smooth 
cut and, therefore, require very little 
set. 





Disston No. 28 


Triumph Saw Set 


“The Disston Triumph Saw Set 
is the only set which permits an 
adjustment of this kind. Ordinary 
Saw Sets require you to go deeper 
on the tooth. 


“By far the largest number of 
Hand Saws returned as faulty have 
been spoiled by having the tooth set 
too near the base. This Disston 
Triumph Saw Set has an adjustable 
throat which enables you to apply 
the setting pressure at the right 
point on teeth of any size. A six- 
sided anvil gives you the amount of 
set you want—thus enabling you to 
_—* saw for the work you want 
to do. 


“Many a good saw has had the 
tooth pinched off or the blade 
crimped by a faulty saw set. It is 
to my interest as a dealer, to sell 
you the Saw Set which will remedy 
this, just as much as it is to your 
interest to possess a Saw Set which 
enables you to preserve the life of 
your saw.” 





5) 





WHY YOU NEED DISSTON 
LIGHTWEIGHT SAWS 


Because—today the carpenter is 
seeking just this type of saw. His 
sawing is not as heavy as it once 
was. And this lighter, narrower 
blade is easier to use—easier to 
work with all day long. 


Because, too—with a stock of 
Disston Lightweight and of regular 
Disston Saws you are prepared to 
meet any demand for a saw. 


The Disston line of Lightweight 
Saws is complete. Practically every 
model is made in a Lightweight 
pattern. 


The No. 7 and D-8 Lightweight 
are arousing interest wherever 
shown. Some other popular models 
are No. 16, D-20, D-23, No. 12 and 
D-115. 


Ask your regular jobber, or 
write us. 


Disston D-8 Lightweight (Ship 
Pattern) Saw 





| City and State... 





NO TRIM EVER 
LIKE IT BEFORE 


If you want a window trim which 
will start people in your neighbor- 
hood working with tools. . . which 
will bring those people into your 
store . .. which will build up 
good-will for you so that they will 
be coming back for weeks after- 
wards—send for the new Disston 
Handy Man Trim. 


No trim like it was ever before 
offered to the-hardware trade. Get 
it now while it is new and unusual 
and watch it make new friends and 
customers for you. 


The complete outfit is free. Just 
mail the coupon. 





7 Henry Disston & Sons, Inc. 


Dept. 1, Phila., U. S. A. 


' Send me without cost your new } 
' Handy Man Window Trim. 


' Name ......... Co RD CE OTe ; 


| ieniet on Ma... .................. 





Published by HENRY DISSTON & SONS, INC., Makers of ‘The Saw Most Carpenters Use,”” PHILADELPHIA, U. S. A. 
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Mended—Without Tools 

















pair link is made in two halves, 
swivelled at the center. 


HIS Eberhard Repair Link mends 
chain instantly in the field, on the 





road or in the shop. No tools of any 
kind are necessary. With a few of 
these repair links in the tool-box— 
broken chains are back in service in a 
few moments. 

As shown in the photograph, this re- 


To replace a broken link open the re- 
pair link as shown, insert the two ends 
of the chain and hook them over the 
two halves. The two chain ends lock 
the two halves of the repair link to- 
gether so that it cannot open in service. 


Made of Eberhard Malleable in 9 sizes for 3/16, 1/4, 5/16, 3/8, 
7/16, 1/2, 9/16, 5/8 and 3/4 inch chain. 


Eberhard repair links are carried by the leading Jobbers every- 


where. 
write us direct. 


If by chance your Jobber cannot supply your needs, 


Send for new Illustrated Folder 


The Eberhard Manufacturing Company 
2734 Tennyson Road, Cleveland, Ohio 





ERHARD MALLEABLES 


48 Years of Quality & Service 



















3/8-inch Heavy Duty 
Sells for $62.50 
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in assembling. 


control. 


other sizes. 





close drilling possible. 


FRAME—Finely finished, cast aluminum. 

Straight line from handle to chuck top makes 
3g-in. Heavy Duty and 
1,-in. Light Duty have well-protected levels 
to give exact horizontal drilling. No pockets 
to collect dust and dirt. Standard screws used 


HAN DLES—Five largest sizes have removable 
side handles, as well as switch and grip handles. 


ACCESSIBILIT Y--Every vital part can be 
reached in a few seconds, with no other tool 
than a screw driver. 


CURRENT and VOLTAGE—Motors are Uni- 
versal—for A. C. or D. C. 110 and 220 Volt 


Circuits up to 60 cycles. 


COMMUTATORS—Carefully undercut, per- 
mitting use of soft carbon brushes. 


BRUSHES—Soft carbon, held in long radial 
holders, which prevent brush chatter and per- 
mit use of brushes down to short lengths. 


BEARINGS—Armature bearings have capacious 
wick oiling system, tightly sealed against leak- 
age. Bronze gear bearings and ample ball 
thrust bearing to take care of drilling pressure. 


CLEANLINESS—Tight sealing of oil and grease 
chambers, together with heavy felt retaining 
washer on chuck spindle, prevents lubricant 
being thrown around. Commutator, armature 
and field do not become oil-soaked and foul, 
nor is ventilation impeded. 


VENTILATION—Fan supplies ample air to 
cool motor and handles. Inlet holes are so 
placed that bench filings and dust are not 
likely to be drawn into motor. 


CHUCK—New ball bearing type Goodell-Pratt 
self-tightening. No need to use key except 
under very unusual conditions. 


SWITCH—Conveniently placed for one-hand 


CABLE—Best grade. Cannot be pulled or jerked 


loose. 12 ft. length on % in. drill. 15 ft. on 




















Goodell-Pratt 


make a 


a , complete line of 


LECTRIC DRILLS 


in 8 Types—from 14-inch 
Heavy Duty to %-inch Standard 


| Outperforming competitive drills is their 
specialty. Priced from $36.00 to $104.00 


HE 1'4-inch Heavy Duty Goodell-Pratt 

Electric Drill goes through 1%-inch cold 
rolled steel in less than thirteen seconds. The 
other ratings deliver in proportion. 

This performance is not a matter of short, 
spectacular spurts. It keeps up hour after hour 
without distress or overheating. | 

The motors in these drills are built to de- 
liver sufficient power to more than meet their 
rated requirements. Every Goodell-Pratt Drill 
is thoroughly tested, after being “run in” 
under load. 

When you deliver one of these drills to your 
customer, you can be sure that it is all ready to 
buckle down to business—and that it will sat- 
isfy him even beyond his expectations. 

Read the specifications at the left. Write for 
special electric drill catalog and net prices 
to the trade. 

We'll also mail you the 400-page catalog of 
Goodell-Pratt Tools for carpenters, machinists 
and professional and amateur mechanics. 


Goodell-Pratt Electric Drills are advertised in Machinery, American Machinist, Carpenter, 
Automobile Trade Journal, Motor Service, Popular Mechanics and Popular Science Monthly. 


ovlon Lsrntltes, GREENFIELD, MASS. 


PRES mer enearee 


GOODELL-PRATT 


1500 GOOD TOOLS 


GOODELL-PRATT COMPANY 
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NHOwn 


the World 





The Genuine 1819 Original Snip 


made in nine sizes, length of cut from 134” to 414”, 
length overall from 8” to 17”. 








PEXTO Snips are well and favorably known. 
Voluntary testimonials from satisfied users indicate 
that our snips have given many years of wonderful 


service. 


There are many patterns in the extensive line of Pexto Snips and in addition 
to the quality and popularity there is back of them over a hundred years of 
tool making experience. 


The line is a profit maker for you and you can become better acquainted by reviewing 
our No. 26T catalog which will be sent to you on request. 


THE PECK, STOW & WILCOX COMPANY _ | 


Southington, Conn., U. S. A. 
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Popular With Housewives and Dealers— 


The SEXTON AJAX Underground Garbage Receiver 


+é 


inconveniences of the old-fashioned “garbage-can.” No 
odors in the warmest weather; does not attract flies. Out 
New of the way because the top sets flush with the ground. Built to give 
long service; guaranteed for ten years. *Is it any wonder that the 





Lower modern housewife prefers the Sexton Ajax to the old “garbage- 
~ ” 9 
. can”: 
Prices 
N : The dealer likes the Sexton Ajax because it sells and stays sold. 
ow m ‘Guaranteed for ten years” means as much to him as‘to the consumer 


because it assures satisfied customers. 
Effect 
Customer-satisfaction is a money-making asset. Here is a piece 


of merchandise that will please every customer. Get your share of 
this business and please both your trade and your pocket. 


Let us send you further detat!s. 











SEo2oN SEXTON CAN CoO. 





A MADE IN 
y ow S 31 Cross Street 
“StA- BOG Everett Station, Boston, Mass. 
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take apart 
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The mighty Dorfan locomotive is rug- 
gedly simple—made so any lad can take 





) 


, 


TIER 


é, | it apart. 
There’s twice as much fun in it for him. 


—and ho repairs! He will take more interest in it. 





what regular boy He will take better dd on 
wouldn’t get more fun care of it. sn > i te 
out of being able to try, dealers, central stations and de- 
make any necessary re-| If he mecopee put a new the Derfan line has brought aston 
placements himself? | battery in his flash- In the Weet, a Central station's 
light, he cam put — Jin sss seer, another Cou 


th 
station’s sales increased to $1,900. 
If one a interested, we will give 


—what dealer wouldn’t 


welcome such complete! new brushes in his 








freedom from annoying! Dorfan — and just you the names of these and other 
petty trouble calls on as quick. them direct. 





toy electric trains? 
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Realism—yes 


but nothing thrills a boy like 


Power that will swish a 
long string of cars 
around a double curve 
without slackening speed 
—power that will pull 
twenty cars! That’s what 
thrills the boy! 


Where will you find such a locomotive? 


DORFAN! And at a price that brings 
it within the reach of every boy. 

In most toy locomotives electric energy 
is dissipated and wasted. In the Dorfan, 
it is harnessed. The proof is in its tre- 





pop” 
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mendous pulling power. This is because 
of the Patented Dorfan Non-Magnetic 
die-cast housing, instead of sheet steel 
used on ordinary locomotives. 


The line is complete, of course. Several 
locomotive models, coaches of every 
type, all kinds of accessories. 


The Dorfan is blazing a new trail in toy 


train selling. Ithas 
swept old tradi- Sells Easily and Educates. 
tions off their feet. With a Dorfan locomotive a boy can learn 
more in ten minutes about electric motor 
construction than in weeks of theoretical 
Let us mail you reading. 


particulars! 
THE DORFAN COMPANY 
135-137 Jackson St. 


NEWARK, NEW JERSEY 


N. Y. Sales Office—315 Fourth Avenue 
San Francisco—718 Mission Street 


At the CHICAGO TOY FAIR 
Room 423 Morrison Hotel, Chicago 
April 18 to 30 
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PERFECT ee 
TEMPER Ce) 


.¢—— ———*4 
PERFECTAXE 
(aa | 
i] MADE BY 3 i] 
KELIYAKE MFG CO} 

\ Cuaeiestow. W.VA. |) 


70 USA Oe 
The Best Known - oda ~ 
and Known as 


THE BEST 
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==. =e 








Dayton Pattern 
Single Bit Axe 





Kelly Pattern Broad Axe 


ADZES—BROAD AXES—BUSH HOOKS—MADE IN ALL STANDARD PATTERNS AND SIZES 


ALL 
KELLY TOOLS 
ARE 
SCIENTIFICALLY DESIGNED 
TO GIVE THE BEST SERVICE 
FOR THE INTENDED USE 


Kelly Axe & Tool Co., Inc., Charleston, W. Va., U.S.A. 
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ACCO 





Summer replacement business 
is now in full swing 


There are hundreds of uses for chain on the farm and in the home. 
You can sell many feet of bulk chain and many of the ACCO Chain 
Specialties if you remind your customers, and keep your chain stock 
in display. 

Take ACCO Tie-out Chains for instance. Chain is superior to rope. 
It will not fray or wear out against stones, trees or stumps. 

Take windows for another example. ACCO No. 8 Sash Chain runs 
freely over regular cord pulleys, making a permanent and trouble- 
proof installation. Sash Chain is a profitable item, well worthy 
your calling it to your customers’ attention. 

Read the list below and talk to your jobber regarding items it will 
pay you to have in stock. Make your total profits greater by adding 
a substantial chain department profit. 


IALTIES 
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Miscellaneous Chain 


Sash Chain 

Porch Swing Chain 

Cow Ties 

Dog Leads 

Kennel Chains 

Wagon Chains 

Log or Binding Chains 

Key Rings 

S-Hooks 

Ceiling Hooks 

Lap Links 

Passing Link Chain 

Repair Links 

Well Chain 

Coil Chain 

Safety and Plumbers’ 
Chain 


Harness Chain 


Butt Chains 

Trace Chains 

Breast Chains 

Heel Chains 

Halter Chains, 
etc. 


Harness Hardware 


Rings, Squares 

Loops, Dees 

Clip Cockeyes 

Hame Clips 

Bits 

Cockeye Toggles 

Concord Toggles, 
etc. 





Ask your jobber for this metal display 
hanger which shows twelve halter and 
dog chains. There is a year-round de- 
mand for dog leads, kennel chains and 
halter chains, and you can sell many 
of them by a good display and an oc- 
casional reminder. 

















AMERICAN CHAIN COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 

District Sales Offices: Boston, Chicago, New York, Philadelphia, Pittsburgh, San Francisco 

In Canada: Dominion Chain Company, Limited, Niagara Falls, Ontario 


World’s Largest Manufacturers of Welded and Weldless Chains 
and Makers of the famous WEED Automobile Accessories 
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SAMSON CORDAGE WORKS, 88 Broad Street, BOSTON, MASS. 
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ii )/ou are invited — 
/ to examine 4 
i this clothesline 


Soiid braided, lite sash 
cord, more plable 


wor 
aS BOSTON, MASS. y ne 


BLACK-BIRD CLOTHES LINES— 
Good \ alue for your Customers 


Good Profit for You 


OW—while women are doing their reels, or pulleys, and made in three sizes: 

4 ‘spring cleaning—now is the time to No. 6, 3/16 in, diameter, No. 7, 7/32 in. 
profit with Black Bird Clothes Line. diameter, and No. 8, 4 in. diameter. 

Try this for a week: You can obtain it from your jobber in 


hanks containing exactly 50 ft., 75 ft., or 
100 ft., with several hanks con- 
nected, or on reels or tubes. 


Put this “Black Bird Silent Salesman” 
on your counter, up front. You will be 
surprised to find how many of your cus- 
tomers are ready and willing to buy 
clothesline. 


Black Bird is a solid braided cot- 


The “Silent Salesman” shown 
above is furnished free with your 
ton cord, stretched, smooth, glazed, order for one dozen 50 ft. hanks, 
and clean throughout. It is any size, or equivalent. 
like sash cord, but is more Remember—now is the 
pliable, and yielding so as to | ; best time to sell clothes lines 
avoid splitting clothespins. -—and you can sell a lot of 
Suitable for use with poles, Black Bird Clothes Line. 











Showing solid braided construc- 
tion of Black Bird Clothes Line. 
It contains no adulterating ma- 
terial. 















TRADE MARK 


CLOTHES LINE 






Along came and snipped 
a blackbird off her moos” 
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STAYNLESS 





Cartridges 





No Rusting, No Pitting~All the Old Dependability 


“aan in a nutshell, is the WINCHESTER 
STAYNLESS cartridge. All the boon of free- 
dom from rusting and pitting. All the joy of release 
from the drudgery of constant barrel cleaning. 
All the benefit of longer-lived accuracy and rifle 
barrel effectiveness. 

Yes, all this, PLUS—all the old time Winchester 
dependability,—the accuracy, certainty of fire, 
and uniformity—for which Winchester metallic 
ammunition is world famed. 

Yourtrade demands this accuracy and dependa- 
bility in its non-corrosive primed cartridges. Rec- 
ognizing this fact, Winchester has devoted much 
time and research to the development of an ideal 
non-corrosive priming mixture which would as- 
sure positive freedom from rusting and pitting with- 
out sacrifice of shooting qualities. 


WINCHESTER STAYNLESS cartridges are the 
answer. They combine the advantages of posi- 
tively non-corrosive priming with undiminished 
Winchester ballistic excellence. 

That’s a combination that means big demand. 
It means opportunity for big sales right from the 
start and the piling up of those repeat sales that 
are the result of selling satisfaction to your 
customers. 

WINCHESTER STAYNLESS cartridges are 
now ready for your order in .22 Short, .22 Long 
and .22 Long Rifle, solid bullet or hollow point. 

Packed in the attractive, red, blue and white 
display box shown above. Attention getting. 
Distinctive to remember. 

Meet the growing season’s demand with your 


order TODAY. 


And No Increase in Price 


WINCHESTER REPEATING ARMS COMPANY, NEW HAVEN, CONN,., U. S. A. 
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FIRE 
EXTINGUISHER 


Specially designed 
forAutomobiles 


~ 
rs 


x 


Stock it! 


Monern car design has taken “compact- 
ness’ asits watch-word. Space isat a premium. 
No room for bulky accessories in the closed 
car and small sports models of today. No 
room for the full-sized Gen Fire Extinguisher. 

So here is the new AUTOMOBILE Sen Fire 
Extinguisher — made for the modern car. 
There are many places where you can put it 
in any automobile—quickly accessible. 












This new extinguisher is being nationally advertised. 
The first consumer announcement will appear in a page 
advertisement in THE SATURDAY EVENING POST, June 
4th. Cash in on this advertising and prepare for the sure 
demand it will create at the outset of the touring season. 





Order from your jobber today! 
Brass Finish, List $9.00 Nickel Finish, List $10.00 


PYRENE MANUFACTURING CO. 
NEWARK, N. J. 

Atlanta Chicago Kansas City San Francisco 

The Automobile Grene Fire Extinguisher is 


Caution: not intended for use on trucks, motor boats 
—————————— and airplanes. 
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Door Entirely Open / 


Garage doors are usually held open 
at 90° or slightly more. However, there 
are often cases where the doors open 
into alleys or driveways so that they 
must be swung back flush with the 
olUriCeliale Mmm—te- lal (-h ame Ot-]a-1e(-mm Olele] mm ale) (e(-1 
No. 1772 will hold the doors open in 
that position. 


1. Holds doors open at 180 
degrees. 

2. Holds doors securely 
against the wind. Can 
be released by a slight 
pull on the chain. 

3. Reversible for right- 
and left-hand doors. 


4. Packed in strong tele- 


6. 


Selling points of the Stanley No. 1772 Door Holder 


scope boxes with in- “ 


structions for installing. 
One pair in a box. 


. Correct number and 


size of screws included 
in each box. 

Furnished in japanned 
and sherardized fin- 
ishes. 


THE STANLEY WORKS, NEW BRITAIN, CONN. 
New York Chicago San Francisco Los Angeles Seattle 
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Stanley Door Holder No. 1772 
Holds doors open at 180° 











STANLEY HARDWARE 


MADE OF STANLEY STEEL 














HARDWARE AGE May 12, 1927 








The New . 


“SPRING CUSHIONED” 


KIDDIE-KAR STROLLER 
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NEW SPRING 
FOOT REST MOUNTED 


FOLDING 
FLEXIBLE 
INSTANTLY BUT 


STRONG 





The new spring mounting and practical foot rest (patents pending) removes 
the last objection to this type of Vehicle and opens up an entirely new field 
of sale. 


It appeals to mothers on sight. Be the first to show it. 
The Number is 1655 


H. C. WHITE COMPANY, North Bennington, Vt., U.S. A. 


New York Sales Office, Fifth Avenue Building 
Kiddie Kar, Kiddie Pedal Kar, Kiddie Kart, Kiddie Skooter, White's Koaster, Kiddie Kar Stroller 
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“Why I Want GYD Taps” 


“Say Buddy, it’s easy: enough for you to claim 
that these other taps are just as good, but if your 
pay envelope depended upon what you could get out 
of my four screw machines, you’d sing another tune! 


“No, I’m not kicking about my rate. It's as 
good as they pay anywhere. But when you get your 
pay for production, you remember the time you 
spend changing broken taps. What’s more, I haven’t 
forgotten a day and a half I lost because those bar- 
gain sale taps you handed me last month ran about 
three thousandths oversize and the inspector threw 
my whole production on the scrap heap. 


‘‘@TD tools cost too much? Let me tell you, 
good tools never cost too much. The company didn’t 
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Cost Factors in Small Tool Operations 


It’s not what your machines cost, not the small 
tool cost or even the labor cost that is most im- 
portant. Your manufacturing profit depends upon 
MTD unit cost. Reduce that and you make more money VON VAIL VAL Y 
every time. s 


- 

























GTD small tools are designed to help man- 
ufacturers reduce unit costs. On many types of 
work a higher price ground thread “Gun” tap will 
cut unit cost, increase output and add to your profit 
margin. 


GTD small tool engineers and the sales rep- 
resentatives of all GYD distributors are prepared 
to show you definite records of small tool perform- 
ance. These men are equipped with data that often 
enables them to suggest methods leading to lower 
" costs and increased profit. Consult any @TD dis- % 
1 tributor or @TD salesman without obligation or write o> 
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The wave of a magic wand 
wont pile up business profits 


NO, SIR! There’s no hocus-pocus in this business of selling 
wrenches. It’s a case of prove the facts you claim; and the man 
who handles The “SUPERRENCH” (Chrome-Molybdenum 
steel) can doit every time. 


=" 
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Bd 
* 
Q 


They’re longer, thinner, narrower-jawed than ordinary 
wrenches, yet far stronger. That’s the claim we make, and 
here’s how we backit up—“‘Superrenches” will strip the thread 
of any standard nut or break the bolt before spreading the 
jaws. Furthermore, they will not break. Any ‘“‘Superrench”’ 
that does not meet these claims will be immediately replaced. 
It will pay you to investigate this line. Send for literature 
today. 


J. H. WILLIAMS & CO. 
“The Wrench People’ 
New York BUFFALO Chicago 


WILLIAM 
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“SUPERRENCH” 


(Chrome-Molybdenum) 
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The Hand of Friendship  saceeo sy 


True Service IS THE SPIRIT ISSUING FROM 


HARDWARE BUYERS 
CATALOG 


Hoe” WELL we are succeeding in 
our efforts over 10,000 hardware 
buyers have made plain in sincere letters 
of appreciation. 

But in pointing out this fact we must 
not forget to include the nearly 400 man- 
ufacturers who are also extending a will- 
ing hand by placing illustrated descrip- 
tive data near their product listings. 

Hardware buyers are as one in valuing 
this information, considering it of first 
importance in their buying problems. 
When all manufacturers of hardware and 


kindred products do likewise then we 
shall have a superlative manufacturers’ 
cooperative buying catalog the value of 
which will be inestimable to the hardware 
trade representing new heights of greater 
convenience—time saving and business 
building possibilities to all. 

We believe we cannot do a better job 
than to hasten the appreciation of all 
manufacturers to this 


fact. ON’T fail to men- 

tion HARDWARE 
BUYERS CATALOG 
in your correspondence, 
and indicate the help 
of illustrated catalog 
descriptive data to 


Are you doing your part? 


HARDWARE BUYERS CATALOG eae 


239 WEST 39th STREET, NEW YORK 
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The largest 
factory in the 
world devoted 
lo the manu~ 
facture of 


Jubular 
Clinch Rivets 
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buying Be the in the country 


As quality is always a first consideration 
with us we know that the metal used in 
our rivets is absolutely “right” to start 
with. This is also true of the. fabrication 
ot the metal into the finished product. As 
proof of these statements we invite a com- 
parative test of the driving and setting 
qualities of our rivets with those of other 
make. 


THUAN TTTT 


TUBULAR RIVET & STUD 
cos narecssre COMPANY 


J. L. McDEVITT 
Postal Telegraph Buil 


San Francisco, Californie” B O ~ TO N 
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They look for the 
"Red Tag” 
The Mark of Quality 


Your Trade Expects to Buy 
Cyclone Fence From You 


Fence buyers have been familiar 
with Cyclone “‘Red Tag’”’ Fence for 
years. They know it is the standard 
—they recognize no other. When 
they call for Cyclone “Red Tag”’ 
Fence at your store, they expect to 
find it in stock—ready to cut from 


the roll. 


There is a tremendous yearly de- 
mand for Cyclone “Red Tag’’ Prod- 
ucts in every community in Amer- 
ica. Every home owner within 
reach of your store is a prospective 
buyer who thinks of Cyclone every 
time he thinks of fence. Cyclone 
advertising in national magazines 
has stamped Cyclone “Red Tag’”’ in- 
delibly on his mind. 


CYCLONE FENCE COMPANY 


Main Offices: 


WAUKEGAN, ILLINOIS 
Works and Offices: 


North Chicago, Ill. 


Newark, N. J 


Reg. U. S. Pat. Of. 


Fort Worth, Texas 
Branches in All Principal Cities 


Pacific Coast Distributore: 
Standard Fence Co., Oakland, Calif. 
Northwest Fence & Wire Works, Portland, Ore. 


lone °° 


When your customer starts out to 
buy fence, his mind is made up. He 
wants Cyclone “‘Red Tag.’’ The 
sale is already made. Your part is 
to cut the fabric from the roll, sup- 
ply gates to match, and 
punch the cash register. 
No waste of time talk- 
ing yourself out of a ; 
sale. No dead stock 
lying around. 


Get your share of this 
ready-made business. 


asks for it. 


Cleveland, Ohio 
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Basket 


For Safe Bonfires! 
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Have a good stock of A high-grade rubbish 
Cyclone Fence and consumer. Baked green 
Gates when your trade enamel finish. The 
“Tunior” Burner Basket. 
Low-priced to get the 


big volume business, 
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echnical Stuff ! 


Continuing the Short 
Course in tool making to 


help you in tool selling 


VEN the size of the hole through the head 
of a hammer will throw it off balance— 
not enough weight back of the swing and 

too much strain on the wrist and arm::+: tiresome. 


_ 
But Velchek Hammers have the smallest handle 
bore—more solid steel back of the blow. 
Velcheks are properly proportioned—they have 
the right “heft.” The weight and shape of the 
head, the length and “grip” of the handle, are 
the result of intensive study of tool design. 


Facts on Velchek 


The automotive industry made possible the vast 
Velchek Plant, where precision-made hand tools 
are produced in the greatest volume ever known 
in history. Today this vast plant is open to the 
trade. Jobbers and dealers can buy these highly 
specialized quality tools at volume production 
prices. A new era in tool merchandising is 
starting. Send coupon for further information. 


THE VLCHEK TOOL COMPANY 


The World’s Largest Manufacturers 
of Automotive Hand Tools 


3000 East 87th Street 
Cleveland, Ohio 
Foreign Department: 53 Park Place, New York 
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Fireplace Radiona 





The Greatest Sensation of 
The Great Stove Industry 


Introduction of the Fireplace Radiona brings to the Trade a new 
type of Home Warmer so outstanding in design and finish that it 
is the real sensation of 1927. 















Individuality so strong, Heating ability so great and price so moderate that 
Heater prospects cannot resist it. 


You will want the Fireplace Radiona in your line this fall. If you do not 
possess the Radiona Franchise, secure it now. 


ROCK ISLAND STOVE CO., Rock Island, IIl. 
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‘Consider 


the 
salability!” 
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UYING PRICE is important only in its relation to SALABILITY. 
SALABILITY is most important to your PROFITS. 


PROFITS are the most important of all but are not obtainable except through 
SALABILITY. 


Therefore consider the SALABILITY. 


SALABILITY is outstanding in products that are consistently advertised, 
trademarked and guaranteed. 


Which explains why most hardware merchants sell Dietz Lanterns exclusively. 


R.E. DIETZ COMPANY, NEW YORK 


Largest Makers of Lanterns in the World—Founded 1840 
Output Distributed Exclusively Through the Jobbing Trade 


DIETZ 
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A complete line of displays 
to help you sell 


Well trimmed windows attract customers. Displays of good 
looking tools appeal to everyone. A good tool display at this 
time of year will bring many new customers into your store 
with a desire to purchase. 

Millers Falls Company has an unusually attractive assort- 
ment of display material for the use of hardware dealers. The 
following material is available: 


1 Seven metal displays in three colors, four of which are 
illustrated in this advertisement. 


2 Four cardboard displays in three colors, for indi- 
vidual tools. 





3 A new set of six display cards in three colors, illustrated 


below, featuring nine of our main lines. 


4 Attractive leaflets covering the entire twelve lines of 
our manufacture, which may be imprinted with cus- 
tomer’s name, if desired. 


Why not prepare a special window of Millers Falls tools? If you 
will write us regarding your requirements we will be glad to 
give detailed information regarding our advertising material, 


and offer suggestions for an attractive window display. 


MILLERS FALLS 
TOOLS 





MILLERS FALLS COMPANY ~- MILLERS FALLS, MASS. 
NEW YORK, 28 WARREN STREET - CHICAGO, 9 SOUTH CLINTON STREET 
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GAS HEATER 


Here is a fireplace type gas heater that combines 
all the appeals of the finest heaters made, but 
which sets a new low price record... You can 
sell The Flamingo for much less than any heater 
that even approaches it for beauty, heat- 
ing power, sturdiness and utility; and 
still make a generous profit... Pat- 

ented design. Adaptable to either 
naturalor artificial gas. Made in 4 

sizes. Write for interesting details. 








Requires not more than eight minutes to 
heat bathroom to comfortable tempera- 
ture. Light and portable. Adjustable to 
either natural or artificial gas. Finished in 
white porcelain enamel and neatly trim- 
med. Flat top accommodates pan in which 
water may be heated in a hurry. Especi- 
ally fine for nippy mornings when main 
heating plant is not in use. 
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Retail Price 


$1.25 in Wen) 
States and West 


v.8. 


cAunt Sarah’s OVEN 


Here’s the top-of-stove oven that made good in 
a year. Aunt Sarah’s Oven, although less than two 
years old, is now used in almost 200,000 homes to 
bake, broil, brown and toast foods deliciously 
over the single flame of any type gas, oilor 
gasoline stove. Saves fuel, makes bak- 
ing easier, does away with large oven 
heat in the summer. Acclaimed by 
cooking experts and housewives 
everywhere. Mostjobbershaveit. 
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Gas 2ElCS 


A moderate priced gas heater that will heat a 
room rapidly. Combines the economical blue 
flame heat with the cozy red glow of the fire- 
place. Adaptable to either natural or artificial 
gas. Made in sizes to serve any room. Let us send 
you full details because it is a certain leader. 


These are four of the fast selling gas-appliances made and guaranteed by a firm that J ACKES-EVANS MFG. CO. 


has been serving the hardware trade for 40 years. Gas appliances are growing rapidly 
in demand. Now is the time to tie up to a dependable line. We have a real proposition 1944 N. MAI N STREET 
ST. LOUIS, MO. 


for hardware merchants... Write us for name of our nearest Jobber. 


4 
4 
’ 
‘ 
a) 
, 
] 
a 
j 
’ 
| 
4 
4 
’ 
' 
, 
Jj 
‘ 
7 
‘ 
, 
’ 
‘ 
’ 
: 
' 
j 
! 
| 
’ 
; 
n 
' 
} 
: 
; 
§ 
| 
4 
} 
3 
’ 
J 
, 
3 
4 
: 
‘ 
1 
4 
4 
1 
] 
3 
1 
, 
a 
; 
; 
4 
1 
| 
4 
3 
F] 
| 
; 
4 
3 
; 
1 
; 
} 
; 
4 
’ 
3 
i] 
' 
; 





HARDWARE AGE 12, 1927 


Every Kampkook dealer should 
have a’ supply of window and 
counter displays, folders, news- 
paper electros, movie slides, etc. 
Sent on request. 
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Kampk 


Making More Sales for You 


THs full page Kampkook ad appears in the 
Saturday Evening Post for May 7th and other 
magazines, including American Magazine, National 
Geographic, and all leading outdoor publications. 
25,000,000 magazine readers will see these ads just 
when they are planning their vacation motor trips. 
It will pay you well to carry a full line of Kampkooks 
now, and to display them prominently. The Kamp- 
kook line is complete; 4 models, selling at $6.30 to Built-in folding oven, back shelf, warming closet, heating 
$14.50. Each model has all the important features drum; large capacity, detachable, easy fill, copper plated 
which enable it to give the reliable service which only safety tank; built-in pump and funnel, hand operated filler 
Kam pkook can give—which have made Ka mpkook plug; patented burners that won’t clog or burn out; folding, 
America’s favorite. locked-in-position legs; attractive olive drab enamel finish. 


American Gas Machine Company, Inc. 


Factory, Albert Lea, Minn. Branches at 78 Reade St., New York, 238 Chronicle Bldg., San Francisco 


See These Kampkook Features 





Over 10,000 dealers sold 


millions of feet last year 


_— at your door are hundreds of homes that offer you an oppor- 
tunity to sell thousands of feet of Wirfs Home Comfort Weather- 
strip. Practically every person that enters your store is a prospect for at 
least 300 feet to seal the cracks around the windows and doors of their 
home against inleaking cold air, rain, dust and dirt. 


Last year more than 10,000 dealers sold one or more of these 500 foot 
reels (we have records of dealer sales that run as high as 30,000 feet)— 
proof of a waiting demand for this flexible, new type weatherstrip that 


fits any type door or window. 


WIGS: exsenre0 


HomME COMFORT WEATHERSTRIP 


costs so little that any one can afford it—yet it affords you a handsome profit. 
It is so easy to apply that anyone can do it with a tack hammer. It comes to you 
with 500 feet on a self-selling display reel, with each foot marked. You cut off 
the exact length needed—no waste and no short ends to eat up your profit. 
Tacks and complete directions come with every reel. 


E. J. Wirfs Organization, Inc., 128 South 17th St., St. Louis, Mo. 
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"* Lebtios- 
Line of Oil Cans 
' ~ ° ~ . . 
Delphos Oil and Gasoline Cans 
are thoroughly HAND MADE 
products with a Quality appeal. 
Note the One Piece Spout and the Large Filler Opening se- 
curely clinched into breast of can. They cannot be knocked - 
espa off. The edge of the cap is curled—no raw edges. Top is e 
heavily knurled. These sturdy cans are made with a bead in Me 
the body just above the seam that extends entirely around the i 
can, stiffens the body and protects the seam from injury. Note . 
size of filler openings : 5 
Long Handle iN 
1 and 2 gal. size.. ...... 2” diam. Dust Pan & 
3 and 5 gal. size.... ..2™%4” diam. Heavy twisted 
' wire handle. 
HOICE aoe Made of 28- 
ae. simian Furnished with Red or Blue gauge iron. 
~ et? EET ON ° : = 7ini ; 
WM Strencrnens Striping as desired. Write yong lin 
PLi Pues one a CAN AND PRO a. ’ ’ 
~ i tecrsseam. for Folder and Discounts. maroon, gray, 
al ” 
tied eee | a" at etc. 





The New Delphos Mfg. Co. 
Delphos, Ohio 




















5 
eC lhe Coes Knife-Handle Wrench is known to practically every tool user and : 
sold in every state in the Union as well as in foreign countries. & 
\\ rench For 86 years the Coes Wrench has maintained a quality standard that has 
E made it the most sought after wrench in the world. 
very It pays to sell “The wrench every man knows.” Sizes: 6” to 21”, 


Man eran will gladly supply you. 
99 
Knows COES WRENCH COMPANY 


“In business since 1841” 


. | ‘ Worcester Mass. 
Pe 
re 
‘ dee ‘ row y 
t \ of Buye's a 5. Cy Bite GS Ge... 0. 5 owe ss _.29 Murray Street, New York 
€ a atalog Selling Agents John H. Graham & Co...... 113 Chambers Street, New York 
“hy Fenwick Freres............... 8 Rue de Rocroy, Paris, France 
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“AMERICA’S LONGEST LIFED TIRE” 


Made for those who desire to give their customers the best 


pazz2>—2—24| THE NORTHERN RUBBER COMPANY 
——— MANUFACTURERS 
AKRON, OHIO, U. S. A. 
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Women are Dead Tired 
of the Constant §; lam! Bang! 
ee | of Screen Doors 
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N every home—and especially where there are Ask Your Jobber! 
children, screen door time brings mental hor- 
ror, with the constant slam! bang! crash! That Rose Screen Door Checks are supplied through 


is why you find such a ready demand for Rose your jobber. Ask your jobber salesman to tell 
Screen Door Checks. The quick, silent closing you about the splendid profit on this item and 


is the thing that makes sales! You'll find folks to show you the wonderful counter demonstrator. 
mighty glad to pay only two dollars to be forever : 


tid of screen door annoyance. And remember It is a miniature door that shows the silent, quick 


the sale is usually for two or more—a check for closing. You get it free with an order for only 
each screen door. a dozen Rose Screen Door Checks. 


FRANK ROSE MFG. CO., HASTINGS, NEBR. 
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HARDWARE 


COMPANION HEATER TO THE FAMOUS GLOBE 
GLOW-BOY! 


The sensation of sensations! GLOBE. RAY-BOY, another REAL furnace that 
has everything a good furnace should have striking and distinctive beauty 
amazing heatability- —a moderate. price 

Like the unparalleled Glow-Boy, its companion product, RAY-BOY is REALLY 
a furnace. Not a stove inside a Casing It has the outstanding features of fur 
nace construction that have made Glow-Boy the paragon of quality among above 
Golasilelelanatiauriass 

RAY-BOY will positively——break all sales records! Built to meet the demands 
of a vast market, it means, to any merchant who handles it. just this: 
Turnover that has never before been equalled by any type of heater. 2) Good- 
will, resulting from guaranteed super-performance, that will react in increased sales 
for every department tn his store 

Again Globe proves its ability. to keep abreast of the times-—and a big step 
AHEAD! Write for complete information on the new RAY-BOY today. No 
obligation. 


THE GLOBE STOVE AND RANGE CO. 


107 Broadway alien Ladin 
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WHEELING 
NAILS 


Points That Mean Profit 


VERY operation in producing 
the steel, drawing the wire and 
forming Wheeling Nails is carried 
out under one control and within 
the bounds of a single plant, insur- 
ing a single high standard of quality 
— uniformity in the finished product! 
Strength, bend-resistance, finish 


and long life — Wheeling “Mine to 
Market” manufacture insures these 
essentials! | 
It will pay to get Wheeling Nails 
when ordering from your jobber. 


WHEELING STEEL CORPORATION 
Wheeling W. Va. 





Wheeling Barbed Wire 


Full gauged strands, heavy, uniform 

coating of pure zinc, clean-cut and 

tightly clinched barbs, neatness and 
convenience of heavy wire reel—these are fea- 
tures that readily identify Wheeling Barbed 
Wire and make it a source of worthwhile profit 
to your business. 


“From Mine @\ to Market” 
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1—An actual photograph of a cross section of a rifle barrel 
which has fired 41,410 rounds of regular Peters .22’s made prior 
to Rustless. Peters has never been ‘‘ordinary’’ ammunition. 





Le WP RR te 


2— By using only Peters Rustless .22’s the barrel remains br; 
clean, flawless, with rifling and accuracy unimpaired. The ~ 
bility of rust, pitting and corrosion eliminated. 

















PETERS 


muniton made better-— Peters Rustless .22’s. 

Non-corrosive ammunition is an old story with deal- 
ers and users of Peters .22’s. They've been enjoying it for 
years — since 1920 when The Peters Cartridge Co. secured 
the basic patents of its non-corrosive priming mixture. 


| | ERE is your opportunity to cash in on a good am- 


From now on this same clean, accurate ammunition will 
have the added feature of being made Rustless. 


Shoot your pistol, rifle, or revolver when and as often as 
you like —- you can forget about cleaning it. If the barrel 
has been properly cleaned prior to their use, Peters Rust- 
less .22’s will so protect it that it will be free from rust, 
pits and corrosion as long as they are used exclusively. 


That’s because of the new formula used in making Peters 
Priming mixtures for .22’s —- a formula that eliminates not 
only chemicals which cause corrosion, but also those which 
have even the least affinity for moisture which causes rust. 


Wonderful as this new development is, however, it’s only 









Powders 


secondary. There’s an even greater one in the new and im- 
proved Semi-Smokeless Powder. Shoot a few rounds and 
experience for yourself the thrill of this new Peters develop- 
ment. 





The bullet receives all of the force of the entire charge with 
this improved powder. Velocity is increased. Greater accu- 
racy and uniformity are insured. The straight shooting qual- 
ities of your rifle are preserved. And with the improved 
Semi-Smokeless Powder there is virtually no smoke — only 
a wisp at the end of the muzzle. 


Peters Rustless .22’s are loaded with both this superior 
Semi-Smokeless and with smokeless powder in shorts, longs, 
and long rifles, with either solid or hollow point bullets. 
There is no increase in price for the Rust/ess and improved 


Semi-Smokeless features. 


Greater shooting satisfaction with Peters Rustless .22’s 
- the newest development of The Peters Cartridge Co., 
pioneers in ammunition of quality. 


TERS 


AMMUNITION 





THE PETERS CARTRIDGE COMPANY 
New York Cincinnati, Ohio Los Angeles 
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ASH 


Your Way to 
Extra 







IGHT !—COLOR!— 
MOVEMENT! o—~ these 


: are the eye-catchers and sales-makers BLA 
of modern retailing. Start this handsome Hohner 
electric flasher sign working for you right Wi» Harmonica 
away, to increase the general attractiveness — 
of your store and swell your sales of 
Harmonicas. 


25,000,000 Hohner Harmonicas were sold 
last year. Let people know you carry them 
—and get your share of that easy, profitable, 
rapidly-growing business. 


This Hohner flasher will do it 


Set it up in your window, plug in ona light 
socket, and let it go! Day and night it will 











flash its selling message to new customers. How to Get This 
Beautifully colored, electrically illumi- Flasher—FREE 
nated, substantially built, convenient in Pe EE ED 
size, it is a REAL sales stimulator. ment of HOHNER Harmonicas: 
This flasher costs you NOTHING! You get YOURECEIVE TORETAIL AT 
it free, with the No. 800 special assortment 2a" = SS 
of Hohner Harmonicas—“TheWorld’s Best” ‘—— a 
both as musical instruments and as profit- 2 styles 1.50 3.00 
making merchandise. iste 275 75 
as $27.45 


Order now from your jobber or from 
us—we will supply you through him. YOU INVEST 


for these harmonicas 
AND the flasher. . $19.50 


YOU GAIN 
Over 40% Cash Profit 


— PLUS a valuable 
attention-getter for 


your window .. . $7.95 




















Canadian Address: Hough & Kohler, 468 King Street, W., Toronto 
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NOW — Even M 


To a line possessing proven salability and priced 








ore Fast Sellers | 





: . No. 3—Tourist Chair. Auto- 
: fer quick turnover and volume sales, many new matically adjusts itself to the 
; ; body, insuring genuine comfort. ‘ 
items have been added. It is now complete. Folds compactly: light, conven 


You can now offer your trade a New Steel Line 
of known quality. You can also sell many items 
of the regular Wood Line, with new improve- 
ments and refinements, at new low prices. 





The new steel cots and chairs and steel double No, 5—Stool, and No. 6, Chair 
bed are particularly good sellers and the new | | | 
colored lacquer arm chairs are the biggest hit 

yet. 


PLE OTS RE EAE ee 


RH 





In this complete, dependable line you’ll find 
every requirement for profit. It’s high quality 
and durability is well known. “Gold Medal” 


° io. 13—Roll Top Table. E - 

has been known and advertised as The Recog- clally practical for camp. or 
° tourist use. Folds compactly. 
nized Standard for over 35 years. fw tyre Fi 


“Gold Medal” is sold only through legitimate 
: dealers. Attractive margin. Hence the good 
profits. Order now and get your share. 
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Enter 1927 Window Display Contest : 

20 Cash Prizes. Salable Merchandise Prize to Every a nee ee ee 4 
Qualified Entrant. Write for Details. sures complete conor: iyust iS 
compactly. * 

GOLD MEDAL CAMP FURNITURE MEG. CO. 


1706 Packard Ave. Racine, Wis. 


No. 35R—Arm Chair. Colored duotone 
lacquer finish with seat and back of 
painted canvas. Available in three popu- 
lar colors—Chinese red, Jade green, 
French blue. Same comfort and durabil- 
ity as famous No. 35, which is finished 
with filler and _ varnish. Has rubber 
cushioned legs. 





No. 80. Steel double bed. 

No. 80—Folding Steel Double’ Bed. 
Strength tested; extremely rigid. 
Equipped with special shur-lock leg braces 
and indestructible, non-rusting steel fabri- 
cated mattress. Folds easily and com- 
pactly to only 48 in x 4% in x 4% in. 








“Go_p MEDAL” 






















No. 8&81—Folding Steel Cot. A No. 1—The famous ‘‘Gold 
rigid eot of super-strength. Medal’”’ Folding Cot. An old 
Equipped with tubular steel favorite that is going bigger 
frame and special leg-lock joints. than ever. Sturdy wood frame, 
Has non-scratching, rounded well reinforced at all joints and 
legs; heavy weight double filled points of stress. Constructed for 
tan canvas cover. Weighs only maximum service with minimum 
18 Ibs. weight. 












VP << S « ” tig AS 
———v" ae GOLD MEDAL ae a ty FOR HOME 


TRADE MARK REG. 
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' & Four Aces— 
“* and the Money’s Yours 


ERE they are —trout, surf, bait-casting and 
level wind—all Meisselbach, al! popular, all 
money-makers for you. 


They are the four types of Meisselbach Reels but there 
are thirteen models of these four types—a Meisselbach reel 
for every fisherman’s need and purse. Everyone is the kind 
of merchandise you like to sell (quick turnover and no re- 
turns), every one represents the experience of 40 years, and 
every one is fully guaranteed forever. 


Meisselbach Reels are advertised the year ’round in 
leading sportsmen’s papers, and Meisselbach merchants can 
cash in on this advertising with folders, posters and the 
famous “Bite Book” which we supply. 


Send the coupon for the whole story. Here’s a chance to 
maxe money ycu shouldn’t miss. Four aces don’t come 
your way every day. 








THE A. F. MEISSELBACH MFG. CO. 
ELYRIA, OHIO 
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Eastern Representative: Wm. H. Fox, 200 Fifth Ave., New York, N. Y. outhern tinnansitiinnelr gnc Louis Williams & Co., Nashville, Tenn. 
Western Representative: Fred Goetz, 1077 Lincoln Ave. - Milwaukee, Wis. Fe Western Representative: Phil. B. Bekeart Co. "717 Market St., San Francisco,Cal. 
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Sales of IVER JOHNSON 


EVERYDA LE 
BETTER QUALITY CLUBS eemnae winners 


VELOCIPEDES 
mean JUNIORCYCLES 
REVOLVERS 


GREATER GOOD-WILL SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 
P R Q ; \ t T Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
— New York: 151 Chambers St. Chicago: 108 W. Lake St. 
P a San Francisco: 717 Market St. 


VERY golfer wants better clubs and 
every golfer will buy better clubs if Bells and Bell Toys 


you add the extra ounce of salesmanship. 
And the greater profit resulting from these , For 


sales you can gain with a clear conscience, HARDWARE, SADDLERY 
because you know that higher quality = : and TOY TRADE 


clubs will give far greater satisfaction. 


and 











; Also for the manufacturers of 
While the Burke line has a club for every an) I, Electrical Bells, Telephones, 


purse and every purpose, we direct your Clocks, Recorders, Registers, 
especial attention to the better quality Typewriters, etc., etc. Special 
drivers, brassies and spoons. They are the sizes made to order. 

last word in woods—a golfer, whether dub 


or expert, could want nothing better. : The N. N. HILL BRASS CO. 
East Hampton, Conn. 


“SI7CLEM” 


Send oe cata- ee 3 23. The QUALITY 


Burke Golfrite. Often Tf “28 Rubber Horseshoe Game 


called the finest wood P ‘2 
The Burke Ranger. club in the world. ~ P a Ce Le The Original, Best and 
A newcomer in the Counteracts slicing = sa -h om (| Most Popular, now made 
As ef ; Moulded . } , 


line but already popu- = and hooking. : : f 
lar among discriminat- fective in its results Rubber . ie, oe. by 


ing golfers. A certain as it is beautiful in Horseshoes et! Qs WOLVERINE 
score reducer. workmanship. ge Cee” pe. Supply & Mfg. Co 


Retail price: Shafted Retail price: Shafted } = ». Factory at Pittsburgh, Pa. 
in hickory, $8; in in hickory or in steel, 
steel, $10. $15. mie 4 a 
| 200 Fifth Ave. 
Room 406 
New York 
Gramercy 3453 


METALCRAFT PLAYONS 


‘TRAQE MARK REG. U.B. PAT. OFP. 

The first ALL-STEEL line ever built 
Leaders in quality, price, designs and new ideas. 
Big Sellers. This is No. 118 Scooter, full size, 
full strength, steel footboard, foot brake, trim, 
and racy. Retails around $2.00 


| SCOOTERS TO RETAIL FROM $1.00 UP 





May we send full description, 
prices, etc. 








THE BURKE GOLF CO., NEWARK, OHIO 
































Write for Samples 
and Illustrated 


METALCRAFT CORP., 4215-25 Clayton Ave., St. Louis, U. S. A. 
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Above is pictured the sturdy, 20-inch, 12-wheel locomotive of the “President’s Special’’, crack 
6'2-foot American Flyer electric train modeled after the famous 20th Century Limitea. 
This handsome train heads the finest line of electric trains ever offered to dealers! 


For Children’s DDay— American 


Flyer Trains and Accessories! 


What are your customers going to buy for Children’s Day, June 18? 
That hinges largely on what merchandise you display and advertise. 


As you know, the sale of American Flyer equipment is more worth- 
while than many other items in the toy line—more sizeable, therefore 
more profitable. There’s a real “Children’s Day opportunity” for you 
in American Flyer electric trains, American Flyer mechanical trains, 
and American Flyer accessories! , 

American Flyer’s 20th Anniversary Line—with new numbers, new 
features, new colors—will answer the “what to give” problem for 
many a father and mother. Display American Flyer equipment in your 
store and _ window. Its colors are rivaled only by the rainbow! 


Dealers are pleased by the compactness of American Flyer’s 20th 
Anniversary line. This line is complete, yet condensed—all “slow- 
movers” have been cut away. You need not over-invest in order to 
have a full stock. Turnover is rapid and carries the maximum in profit. 





Six-wheel trucks and three-point sus- 
pension are noteworthy features of 





American Flyer electric trains. Three- Our 20th Anniversary full-color catalog is now on the press. 
point suspension (A, B and C) lends Write for an advance sheet showing 1927 models and new prices. 
flexibility to the trucks and aids in 
holding the train to the tracks when “Over Six Million Satisfied Owners” 
rounding curves at high speed. AMERICAN FLYER MFG. CO 
: . 2219-39 South Halsted Street, Chicago, IIl. 
Electric Trains Visit our permanent New York display at the “Toy Center” 
if 
$5.75 to $55 200 Fifth Avenue, New York 


General Distributors for Structo Toys 


mecican fii, 


Transformers Electric Trains Mechanical / Trains cal 


Mechanical Trains oe 
$1 to $5 
RETAIL PRICES 
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Power without Powder 


Crosman 
Pneumatic .22 


The most outstanding development in the small bore field in years. 
Ask your jobber’s salesman or write us for full details. 


CROSMAN ARMS CO., Inc. 423 St. Paul St., Rochester, N. Y. 


70 West King St., Toronto, Ont., Canada 
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MEASURING TAPES Gi 
FOLDING RULES ry 
_§ PLUMBBOBS ana LEVELS 
You Should See Your Jobber About | 


Turtle-Neck Elastic Back Glove No. 875-TE 










¢. 


oo 





Wi 








“HOME” STEEL TAPES 
%& in. wide. Strong, bent 
leather ease. Self-Opening 
handle. Nickelplated mount- 


ings. 
New ‘‘Endfastener’ (Pat. 
applied for)- is making sale 


ASK to see them! The new elastic back is something your 
after sale. 


customers will like immensely. It means better fitting, more 
comfort, and greater flexibility in work gloves for them—more 
sales and profits for you. 


No. 875-TE TWIN SEAM Elastic all the 
way across the back. Flannel strip between 
leather palm and Duplex gauntlet rmits 
comfortable, easy wrist movement. Fits fine 
—feels good—wears excellently. 


U. S. GLOVE CO., Marion, Ind. 


Manufacturers 


ORDER FROM YOUR 











“STANDARD” 
PLUMB BOBS 
Made in 9 weights from 4 
to 24 oz. Brass with steel 
point. Perfectly balanced. 


JOBBER 


“FAVORITE” LEVELS 
for Builders, —mpeanere and 0 
Farmers. Easy to use. Com- 
plete outfit with wooden box 
plumb bob, rod and tripod. : 
FOLDING RULES ¥ 
% or % in. wide. Hardwood, 
durable finish, yellow or white. Attractive display material 
Securely riveted spring joints furnished with order. 
that stay ‘‘put 
‘ 


KEUFFEL & ESSER CO. 


NEW YORK, 127 Futon Street General Office and Factories, HOBOKEN, N. Bb. 


CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL 
066-20 S$. Dearborn St. 817 Locust St. 30-34 Second St 6 Notre Dame St G 


Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 









That's It! W 


Elastic Double Stitched 
all the way across the back. 
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[ selling the new .22 caliber cartridges which are said to deposit no 
primer salt in the bore—remember this: 


A .22 rifie’s bore is clean only when it is free of primer and powder residue 
and leading. And when clean it must be protected from Rust. Fouling unless 
removed causes inaccuracy. Leading does too, and also causes stuck bullets and 
Removes primer and powder damaged bores. Every firearm needs the care of Hoppe’s Nitro Powder Solvent No. 9. Refined especially for the 


f fi d 
fouling, | leading jand_ metal FRANK A. HOPPE, Inc., 2314H N. 8th St. Philadelphia, Pa. al fine mechanisms. 
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Parkcycles 
Automobiles 
Velocipedes 
Coaster Wagons 
Express Wagons 
Scooters 

Pedal Bikes 
Hand Cars 
Tricycles 


Doll Cabs 


“Known 


Around the World” 


Hurry up there Sport, 
old boy or I’Il pass you. 
This American Scooter 
sure does scoot fast. 


See Our Permanent Year-Round Displays at the 
Following Addresses: 





NEW YORK, N. Y. 
Louls Wolf & be 
215 Fourth Ave. 
873 


Davis & Voetsch, Inc., 


242 Fourth Ave. 


DENVER 
Great Western Mercan- 


lle Co., 
212 Tabor Building. 
CHICAG 


0 
American National Co., 


666 Lake Shore Drive. 


Baker & Bennett Co., 
Broadway. 


SAN FRANCISCO 
Pacific Sales Co., 
718 Mission St. 

BOSTON 
Cyrus I. Harvey, 
78 Merrimac St. 

BALTIMORE 
Frank Wissig 
737 W. a St. 


TOLEDO 


American National Co., 


1400 Ketcham Ave. 


HARDWARE 
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Spring 
: = Selling Season 
Is Here! 


It’s outdoor playtime for boys and girls 
and your opportunity to sell them Ameri- 
can Juvenile Vehicles, Scooters, Parkcycles, 
Velocipedes, Coaster Wagons, Automo- 
biles, etc. 


Decorate your floors and windows with 
these beautiful and serviceable vehicles. 
Get the business while it’s ready and wait- 
ing for you. 


Dad will spend just so many dollars for the 
children’s amusement. Let him know that 
American Juvenile Vehicles are the best 
fun and the healthiest and safest fun for 
them. 


The American is the complete line. Every- 
thing and anything on wheels that the 
children want. 


\ Jobbers Everywhere Stock 
the Complete American Line 


Ask for copy of our new 1927 
catalog illustrating and de- 
scribing complete line. 


The American 


~ National Co. 
Toledo, Ohio 
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Why coddle trucks? 


Why should your truck customers waste 
time—and money—nursing along a flock of 
colicky trucks? 


What good is a truck that is on the sick 
list when it’s needed? 

Anchor Trucks feel bully morning, noon 
and night. Made of steel throughout. Have 
| no wood to splinter or break. Only a few 
Pa 7 | parts—practically nothing to get out of 

. order. 

Made in a wide variety of types and sizes. 
Ask your jobber for complete information 
or write to us for Catalog 102. 

















ANCHOR POST FENCE CoO. 
9 East 38th St., New York, N. Y. 


This Permanent Steel | Branch Offices in Principal Cities 


Shelving saves space NCHOR 


and costs no more thanwood AW Steel 


HE space-saving construction of GF 

Allsteel Shelving increases storage 
capacity from 10 to 20 percent over old 
fashioned wood shelving. 


GF Allsteel Shelving does not depreciate. 
Whether you use it in one, or a thousand 
places, the same rugged strength of GF 
construction endures. The rigid steel 
shelves are bolted to a heavy steel frame- 
work, never sag, never totter. The baked- 
on olive enamel never chips or cracks. 


There simply isn’t any reason for building 
wooden shelving when you get all these 
advantages in GF Allsteel Shelving, and 
the cost is no more. Mail the coupon for 
booklet “Saving with Shelving.” 


THE GENERAL FIREPROOFING COMPANY 


Youngstown, Ohio; Canadian Plant: Toronto, Ont. 
Branches and dealers in all principal cities 


The GF Allsteel Line: Sates + Filing Cabinets + Sectional 
Cases + Desks + Tables + Shelving + Transfer 
Cases + Storage Cabinets - Document Files - Supplies 


























Inventories are easier with 





SHELVING 


ona Attach this coupon to your firm letterhead 
THE GENERAL FIREPROOFING CO., Youngstown, Ohio (H. A.) 


Please send me without obligation a copy of your book “‘Saving with Shelving.”” 
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Street No. __..... 
City 








STRONG as steel — LIGHT as wood. 
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Always Made From Open Hearth Steel 





The long service that poultry owners get from 
WICKWIRE BROTHERS Poultry Netting is due 
largely to the materials used in making it. 


In all of our Poultry Netting, as well as all of our 
wire products, we use Open Hearth Steel Exclu- 
sively. This steel is far more rust resisting than 
Bessemer. The good galvanizing adds to this pro- 
tection. 


WICK WIRE BROTHERS 
Hexagon Poultry Netting ; 


LookKING INTO 
THE FUTURE 
The wire used in this netting is drawn right here in 
our own mills at Cortland. All processing through 
the Steel Plant, Rod Mill and Wire Mill is done 
under our personal supervision. For more than 50 
years WICKWIRE BROTHERS products have 


been known for their unvarying quality. 


All three styles of Poultry Netting, Hexagon, 
Graduated and “W. W.” are furnished either gal- 
vanized before or galvanized after weaving. 


Our Galvanized Poultry Staples are also a quality 
product. 


Your Jobber will supply you. 
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The “Long Distance” Customer 


The fact that a certain station is hard to 
get on his radio makes no difference to 
him—it’s the “programme” he’s after and 
he’s going to get what he wants. 


The fact that your store may be a little 
farther for him to go—isn’t the point— 
“Perfect” Brand Screen Cloth is what he’s 
after and the dealer who has what he wants 
gets the business. 


Your Jobber stocks “Perfect.” 
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LUDLOW-SAYLOR WIRE CO. 


St. Louis, Mo. 


SERENA 














Aly.) # #2. 





Nationally Distributed | | 
Through the Jobber | 


Write tor our 
No. 200 Circular 


W.D. ALLEN MFG. CO. 


CHICAGO * - NEW YORK 
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JieMonarch 
Control Lock 


~—,and it creates sales that “‘stay put’’ too. 








Yous greatest profit comes from the sale of 
products that stay sold,—products that do 
not require an endless amount of service. 


The Monarch Control Lock is gaining favor every day, 
with dealers everywhere, because a sale is a sale, not 
the beginning of aseriesof service callsthateat up profits. 


Nothing toget outof order—no pins, gears or ratchets. 
Silent and positive in action and simple in construction. 
The only Control Lock on the market that locks posi- 
tively and securely on the extreme end of the operator, 
right on the sash. Wind pressure cannot break the hard- 
ware as there is no leverage on the operator. That's 
why users like it. 


Contractors and builders like it because more per hour 
can be installed, which lowers labor costs. No special 
frame construction necessary. It comes completely 
assembled, packed in individual containers, ready for 
installation. Furnished in a variety of finishes. 


ener emt 
The MONARCH Automatic Stay 


* for in or out-swinging casement wind- 
ows, wood or steel, transomsor pivotal 
windows where locking feature is not 
needed. Not necessary to take apart 
to make adjustments or install. Fric- 
tion increased or decreased by slight 


a 4 turn of outer tube. Furnished in any 
finish desired. 
Write or Wire Now 


There is a complete line of Monarch Casement Hardware built 
and guaranteed by a factory with more than 20 years experience. 
If you are not familiar with Monarch products and the Monarch 
Profit-making Proposition for Building Hardware Merchants you 
owe it to yourself to get the facts now—before the building 
season starts 


MONARCH METAL PRODUCTS CO. 
4961 Penrose St. St. Louis Mo. 


Makers of the famous 
. Menarch Interlocking Self-adjustring Weatherstrip y, 





Casement Windows'"stay put’ with 
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A Typical 
Armstrong 
Advertisement 





We Want the Dealer 
to Get This Business 


Obviously the average mechanic does not want to 
bother with ordering GENUINE ARMSTRONG 
Pipe Tools from the factory. He wants his tools 
when he wants them. His local dealer is the logical 
source of supply. 


We want the Dealer to get this business and we are 
doing -our part by telling mechanics who read 
ARMSTRONG advertisements that ‘There is a 
progressive dealer near you with a complete stock of 
GENUINE ARMSTRONGS.” 


We are doing more;—we are maintaining the Qual- 
ity in GENUINE ARMSTRONG Pipe Tools 
which makes them preferred by mechanics to all 
others. 


Keep supplied through your regular Jobber. 


THE ARMSTRONG MFG. CO. 


Our Only Address 
Main Office and Factory 
BRIDGEPORT, CONN. 


New York Office: 181 Lafayette St. 








ARMSTRONG 


TOOLS AND THREADING MACHINES: 
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GREEN’S 


Improved 





at low cost. 





ware need. 


Write for NEW Illustrated Price List 


THE GREEN CO., 250 W. 57th St., N. Y. 


STOCK BOXES 


For the convenient han- 
dling of shelf hardware. 
A strong, attractive box 


Made in an assortment 
of sizes to fit every hard- 


Osborne High Grade Punches 





Belt Punches Arch Punches 
Spring Punches Revolving Punches 
A varied and attractive line for the Hardware Trade. Also: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 


Tools. 

The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. Try us. 

Write for Catalog 
Cc. 8S. OSBORNE & CoO., NEWARK, N. J. 
ESTABLISHED 1826 




















Eastman 
Ever-Ready 


use. 



















J. F. RYAN & CO., 


The 


CHALK 
LINE 


50 feet of sturdy cord, reeled inside a neat, dust-proof, metal case 
which contains a year’s supply of powder 
Entirely eliminates the dirty, tiresome old method of chalking a 
line by hand. 
Stock a few of these convenient little time saving items. Sell them 
when you have calls for chalk lines and look at your difference in profit! 


Suggested retail price $1.25. Dealer’s profit 40% 


Order from your jobber or direct from 





chalk, always ready for 


342 Madison Ave., New York City 


PREMAX TENT EQUIPMENT 
IS STRONG 


G TAKES and tubular tent uprights and ridge poles 
made of high grade steel are demanded by the 
modern camper. 


Strong to stand the hard usage of the motor camper 
who pitches and strikes his tent every day. 


Light weight and designed to be conveniently packed 
and transported. Parkerized Rustproof of course. 
Samples and prices on request. 


PREMAX PRODUCTS 
Niagara Metal Stamping Corporation 
Dept. HA-7 
Niagara Falls, New York 




















MURPHY’S KNIVES 


Using only the best crucible steel and expert crafts- 
manship has maintained the leadership of Murphy 
quality for over seventy-seven years. 


ROBERT MURPHY’S SONS CO. 


Established 1850 





Shoe Knives Oyster Knives Kitchen Knives 
Sloyd Knives Rubber Knives Pruning Knives 
Paper-Hangers Knives Pattern Makers Knives and Handles 
AYER Send for Catalogue MASSACHUSETTS 








AUGERS, BITS, SMALL TOOLS 
That lead their own way through 


When you sell Snell Boring Tools 

you make satisfied customers. They 

depend on your good judgment in 

choosing tools that stand the test! 

Have you a complete assortment to 
Now ready offer them? 


RED ROVER Send for the Snell catalog today! 


a new fast-selling 
electrician's bit 
that stands the gaff 
of severe service. 
Send today for des- 
criptive circular. 





Snell Manufacturing Company, Fiskdale, Mass. 
resomatives 
John H. Graham e" Con 13 Chambers St., New York City 











ACM E ICE CREAM FREEZER 








THE DOLLAR 


Sell gearless, all-metal ACME Freezers 
exclusively, because they make smooth, 
velvety ice cream with 5 minutes’ casy 
turning and little ice. 2-qt. 
Bright Galv., $1.00; 2-qt. and 
4-qt. Enam. Galv., $1.25 and 


$2.25; Pint ACME Jr., 60c. / 
ACME 


FREEZER 





ii40 BROADWAY. NEW YORK.LNY 


- BUY FROM YOUR JOBBER 









Kitch-n-lint 


THE NEW F/N/ISH 


A Chi-Namel Product 





Walls o1 


PHE OHIO VARNISH COMPANY 








Piero os mente ie ame tee oe a marae 
VE © Mere Tae. hay Nhe em, eee 2 rae Ee PSG 
NE eRe Renat hae Sete Se OTS) ee EE EN 





5 
rae 
nied 
os. 
vt 
Sse 
a 
ee 
z 
t 
roi 
a 
bad 
kee 
a2 
pais 
wd 
pie 
oe 
ts 
Sri? 
oss 
a 
@ 
* 














May 12, 1927 HARDWARE AGE 51 





The old-timers stand up and take 
notice when Superior Brand arrives. 


G. F. Wright Steel & Wire Co. 


Worcester, Mass. 


UPERIO 


-_ 














PERFECTION at last 


in HOSE NOZZLES 





GUARANTEED 
made of heavy wrought brass | 
throughout, rugged, durable, this 
New Sherman Diamond Nozzle 
is free from sand holes or flaws 
and bears our unqualified guar- 
antee for good workmanship 
and material. 

H. B. Sherman Mfg. Co. 
— — 











¢ DIAMOND 


It will throw more water far- 
ther. Each nozzle tested 
under water pressure. Even 
spray. Straight stream and 
tight shut-off. 

Your Jobber can furnish Sher- 
man “Diamond” in display 
cartons, for counter. 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 

















KIMBALL 
LIGHT ELECTRIC 
ELEVATORS 


These Elevators are quickly and easily installed 
in your building. They are easy to operate and 
give as fine a service as elevators costing many 
times as much. 
They are built in several capacities, ranging from 
1,000 to 3,000 Ibs. 
Kimball makes more light electrics than any other 
one type. These machines have given satisfaction 
wherever electric elevators are used. 
There is a Kimball Elevator built for every pur 
KIMBALL ELEVATO RK CO. 


1117-41 Ninth st. | Bluffs, lowa 
E, oo = 























Sa ee oes 


esau] Ht tthe 1883 } 





SR ERS TROIS A 


Kimball Elevators 
A Step Ahead--- 








Many thousands of these feeders are in daily 
use and proving their worth to the busy poultry 
man. 


The only feeder that will successfully care for 
both large and small flocks. Saves time, labor 
and feed. 

Made in two sizes, No. 140 with 32 feeder holes, 
and No. 141 with 54 holes. Also made with 
extra hoppers which further increase the capacity 
of the feeders. 

Write for Catalog of Moe’s Big, Complete Line 

of Supplies. 


HoEFT & COMPAN 


2305 Davis St. North Chicago, Il. 
























- ee 





ee ee oe ee Oe LOTT cane -_ 


= = a oe 


+ 


os se 4S = 
















52 HARDWARE AGE 


May 12, 1927 











ATKINS No. 53 


No. 53. A skew back saw, furnished in regular or 
narrow ship point patterns. Handle of applewood, 
improved perfection style. One of the best saws that 
money, skill and brains can produce. Damaskeen 
finish. Cuts fast, free and easy. 





ATKINS No. 51 
No. 51. A fine high-grade saw, made of Silver Steel; 
Damaskeen polish; furnished in skew back regular 
width or ship point patterns. This saw is fitted with 
the old style block handle, which is preferred by 


some carpenters. 





ATKINS No. 100 


No. 100 Flooring Saw. Designed for sawing into 
flat surfaces, such as floors, platforms, etc., without 
necessity of boring or using keyhole saw or chisel. 
Point toothed on both edges. Made of Silver Steel, 
genuine applewood handle. Furnished in 18-inch 
length only, 10 points to the inch. 


ATKINS No. 50 
No. 50 Coping Saw. A high-grade, durable and rigid 
coping saw; frame 7'%4 by 4%. Handle attached 
with malleable iron threaded ferrule—making it 
strong and stiff. Very moderately priced. 


Why Modern Carpenters and Mechanics Purchase 
Atkins Silver Steel Saws and Tools 


(1) BECAUSE of the material, Silver Steel, 
Atkins exclusive formula, 
which gives the saw edge 
holding qualities that cannot 
be surpassed. 


(2) BECAUSE of the Improved Perfection 
Handle, the handle that pre- 


vents wrist strain. 


(3) BECAUSE of the development of the 
two-way taper grinding found 
only in Atkins Silver Steel 
Saws. 


(4) BECAUSE of the original Damaskeen 
and Mirror polishes, which 
not only produce a beautiful 
saw, but makes sawing faster 
and easier. 


(5) BECAUSE Atkins Saws are a vast im- 
provement over all other 
makes, and the best for cut- 
ting green or wet lumber, as 
well as the finest cabinet and 
interior work. 


The dealer likes to sell them be- 
cause he makes a quick profit. 





Te a ee 





E.C.ATKINS & CO. 


ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 


Home Office and Factory, INDIANAPOLIS, INDIANA 


Canadian Factory, Hamilton Ontario | 
Machine Knife Factory, Lancaster N.Y. 


Branches Carrying Complete Stocks In The Following Cities: 





ATKINS No. 3—PLASTERING TROWEL 





A strictly high-grade tool for the discriminating user Atianta San Francisco 
of the highest grade trowels. Memphis = a erg Seattle 

Made in lengths of 10, 11 and 12 inches, and in Chicago Port! d Ore —— ee ae 
widths of 43% and 5 inaiven. Minneapolis PUANA, : Vancouver,B 
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LLEW S. SOULE, EDITOR 


Associate Editors: Caaries J. HEALB, J. A. WARREN 
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: Cu1caco: D. M. ANDREWS 
; 1507 Otis Bldg. 


1402 Widener Bldg. 
1002 Park Bldg. 
1362 Hanna Bidg. 





1507 Otis Bldg. 
1362 Hanna Bidg. 
425 Park Sq. Bldg. 
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CLEVELAND: F. L. PRENTISS 
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domestic rates, 1 wear, $6.00. 
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SAN FRANCISCO: CHARLES DOWNES 
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The Passing of the 

io Windjammer 
Trade Winds Gy Liew S. Sembe....5 sc ccccccievcsosess 55 J 
‘s E are witnessing the 
Outdoor Sports Mean Business for the Hardware Store.... 56 passing of the ‘wind- 
- p jammer. The total of large sail- 
A Speech to “The Hardware Boosters,” by Saunders Norvell 58 ing vessels constructed in this 
country in the year 1798 was no 
Everybody’s Business, by Floyd W. Parsons............ 60 fewer than 635, a formidable 
fleet in itself. But the latest 
What the Hardware Council Is Doing................... 61 comparable figures, furnished 
| ne by the Department of Com- 
Builders’ Hardware Door by Door, by W.N. Thomas...... 62 merce, Bon that aes eleven 
. sailing boats, two schooners and 
Pete Profit’s Partner ........... pibaNeed 488 bb Ck web eeunee 64 ieee. hoabe, katt tive wane to. slide 
A Fisherman Sells Supplies to Fishermen................ 65 into. Amerscan waters in. the 
good year 1926. 
School Is Out, Toys Will.Come in Handy.............. — gna: my, Geer sv Asolo 
i , the only type of windjammer 
, , that 1s “getting the skids” in 
> t < « ; 
A Single Stroke Roman Alphabet,by Joseph Bertram Jowitt 68 Shun dens, Anediee-one-de the 
retail clerk who fills his sails 
DEPARTMENTS: with the hurricane of verbosity 
and who wants to talk so much 
Current News of INNS, 5 lo hala i a bce heh eeerveee 72 he does not allow his customer 
; sufficient time to ventilate or 
y T . 
Weekly Washington Letter.......... eT er oe One 80 express his or her needs for 
General Market Information............... aaee cs 81 merchandise. 

There is such a thing as at- 
tempting to “paint the lily” with 
sales talk. If the customer ts 

CRD already sold 100 per -cent, why 
Beench OGlice Res a a on try to unsell him or her with 
: miiabeiess further talk or argument? It 


is distinctly dangerous sales- 
manship, very likely to have a 
disastrous flare-back. 


What Our Readers Say— 
Enclosed find check for Harp- 


WARE AGE for the next two years. 
Must have Harpware AGE, so keep 
it coming. 
(Signed) Ep. V. Stone, 
Ahlborn Stone Hdwe. Co. 
Smith Center, Kan. 
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&verybody can use the 


NOB°*LOC 














{ ’ \ 

peice picks up business IT S A KNOB AND is a three-minute job. No tools 
whenever it is shown. Its NIGHT LATCH required. Just remove the old 
application is sO simple; ALL IN ONE knobs and spindle and insert 
its Operation so interesting ; its the new Nos-Loc — and the 
security sO certain—that every- for iob is done. 
body seems to have a dozen ENTRANCE DOORS 
uses for it right away. GARAGE DOORS Contains a five-tumbler cylinder. 
When the key is turned and APARTMENT DOORS Fits — door. Sold with two 
the door locked the outside WARDROBE DOORS keys. Finished in dull brass. 
knob merely spins. Its security SCREEN DOORS Lists at $2.50. 
is so simple and complete that BEDROOM DOORS Order an adequate supply im- 
it is almost ttritating. OFFICE DOORS mediately. Obtainable through 
When the door is unlocked | and your regular source of supply. 
both knobs operate the latch in OUT BUILDINGS OF 
regular fashion. The application EVERY NATURE | : 
) McKinney Manufacturing Company, 
\ Pittsburgh, Pennsylvania 





Please send me complete information 
about Nos-Loc. 


gg gee ee 


McKINNEY MANUFACTURING COMPANY 


Pittsburgh, Pennsylvania 
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Offices: 
BOSTON, NEW YORK, BALTIMORE, CHICAGO, SAN FRANCISCO 
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By Llew S. Soule 




















Too Many “Willing” Horses 


OU’VE all heard the story of the “will- 

ing team”; one horse always willing to 

pull the load, and the other always will- 
ing to let him do so. 


Just now we are wondering if the “willing 
team” idea is confined strictly to the farm. 
We have a faint suspicion that it may have 
strayed into Hardware Pastures. 


When the Hardware Council was formed 
we felt that its formation represented one of 
the most advanced cooperative steps ever 
taken by the hardware industry. When its 
membership was announced, we felt that it 
embraced the highest type of men in the in- 
dustry. When it reported its findings and 
made its suggestions, we were even more 
certain that our first impressions were cor- 
rect. 


We expected the trade to react strongly to 
that report. We expected to find it the big 
absorbing topic of discussion whenever 
hardware men met. We expected to learn 
of a flood of letters and telegrams saying: 
“The report is fine; the suggestions are prac- 
tical, and we are going to follow them.” At 
least we expected a thorough airing of vari- 
ous viewpoints which would help the Coun- 
cil in carrying on the good work it has so 
ably started. 


We are not disappointed in the report of 
the Council, but we are frankly disappointed 
in the apathetic attitude of a large part of 
the trade toward that report. 


Has the Hardware Council accomplished 
the well-nigh impossible task of creating a 


perfect report, and of making a complete set 
of suggestions, each of which meets with the 
absolute approval of every man in every 
branch of the Hardware Industry? We 
doubt if the most sanguine members of the 
Council even consider the possibility of such 
a thing. 


The Council’s report comprises investiga- 
tions of various trade problems by a group 
of exceptionally able men chosen from all 
branches of the trade. It is more or less a 
preliminary report to be used as a ground- 
work for other investigations and reports. 
If it were final, there would be no further 
need for a Hardware Council, and we are 
unwilling to concede that the Hardware In- 
dustry is ready to dispense with the services 
of this intelligent, efficient, hard working and 
essential organization. 


We are inclined to believe that it is just 
another exemplification of that placid accep- 
tance of events which is responsible for much 
of our present competition and many of our 
current business problems. There are too 
many willing horses in the industry; willing 
to let the Council do all the cooperative 
work; but unwilling to even voice their ap- 
proval or disapproval of what it does. 


The Council is working for you. It wants 
your opinions, your ideas, your suggestions. 
It is willing to act as a wheel horse, but it 
would like to know that those who represent 
the balance of the team are traveling with it, 
even though they are not pulling the load. 


How about it? 
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Outdoor Sports Mean Business 
for the Hardware Store 


Taking an interest in local sporting and athletic events not only helps 
to sell these lines but leads to sales in other departments of the store 


PRINGTIME means outdoor time. People must get 
out in the air to walk, to play golf, tennis, baseball, 
to swim and indulge in other forms of healthful 


outdoor recreation. Car owners will be planning week- 


end trips, auto camping 
tours. Anglers will be 
thinking about new tack- 
le and new conquests. 

Newspapers and maga- 
zines will be featuring 
outdoor sports. Big 
league baseball scores 
will be shown in _ the 
headlines. Tennis courts 
are already in action and 
the golf links have been 
popular for many weeks. 
All eyes are focused on 
outdoor sports. People 
will be planning their 
own particular exercise 
activities, figuring on 
new equipment and won- 
dering where and what 
kind to buy. 

The wise hardware 
merchant will study his local sporting goods market. 
List all local teams and clubs with a view of circulariz- 
ing individual members. Personal solicitation to team 
buyers is the practical way to handle large orders. 

Window displays showing tennis, golf, baseball and 
swimming equipment, also auto camping necessities, will 
help. Newspaper ads inspiring interest in outdoor sports 
will be effective when tied up with sales data on the 
sport lines carried in your stock. If you have on your 
staff a man who is himself an outdoors man, put him in 





charge of the sports department. His interest will be 
personal and real and he will, by virtue of his knowledge 
and interest of outdoor activities be more convincing 
when recommending equipment. 

Take an interest in lo- 
cal sport events. Be a 
booster of your home 
town’s baseball teams and 
for the various athletic 
teams of local schools, 
clubs and factories. 
Many hardware mer- 
chants find it advisable 
to offer trophies to local 
winning teams. This 
plan certainly brings con- 
siderable publicity to 
your store and identifies 
you as a real factor in 
sports activities of your 
community. 

The sale of golf equip- 
ment often leads to or- 
ders for power lawn 
mowers, garden hose and 
other maintenance ma- 
chinery. Tennis clubs need not only racquets, balls and 
nets for the players,-but also a large quantity of wire 
netting for backstops, markers for the court, lawn roller, 
garden hose, and perhaps butts, padlocks and many extra 
padlock keys. As in other basic hardware lines, the sale 
of athletic equipment is profitable in itself and leads to 
many sales for other departments in your store. 

The interest of the public in the various athletic activi- 
ties is very evident to anyone who has seen the crowds 
who attend the contests, but there should be more people 
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Window display of bathing requirements by the Kelley-Duluth Co., Duluth, Minn. Above: sporting goods display by Churchill 
Hardware Co., Galesburg, Il. 
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A very complete and attractive window of athletic supplies by T. B. Rayl Co., Detroit, Mich. 


playing the games, and this can be accomplished with a 
little organizing effort. Working through the many 
civic clubs, the hardware merchant can be instrumental 
in forming teams and leagues from the home and neigh- 
boring sport talent. Factory leagues are among the best 
possibilities in developing amateur baseball competition. 

If your town has no regular recreation ground, an 
endeavor should be made to provide one, as this will 
do much to promote the interests of sport, and thereby 
create sales of sporting equipment. 

When it comes to selling fishing tackle and s:pplies, 
it is a good plan to know something of value to the 
fisherman about to indulge in his favorite sport. Know 
where the best trout streams in your territory are located, 
and be able to give worth while information as to the 
best kind of bait to use to get results with various species 
of the finny tribe. All this information may be acquired 
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easily and is profitable to the hardware merchant. It not 
only increases the sales in this particular line but is a 
tremendous force in building of good will for the store, 
as the fishing enthusiast is a great missionary among his 
friends when it comes to a discussion of the relative 
merits of fishing equipment. ‘The same thing applies to 
guns and ammunition. Who could win the attention 


and friendly interest of a hunter more easily than the 
merchant who has a real fund of hunting information ? 
Cycling becomes a more popular sport each year. The 
annual sales volume on.new bicycles would astonish you. 
Boys, girls, men and women are all prospects for bikes. 
The ever-increasing popularity of those gruelling six- 
day bike races is a good example of this sports following. 





A window display of camping outfits which 
brought many sales of this merchandise to 
J. A. Mahoney, Inc., Deming, N. M. The 
display manager of this store is L. R. Whit- 
more. Left: Bicycle display of the Gross 
Hardware Co., Milwaukee, Wis. 
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A Speech to “The Hardware Boosters” 


GAIN I am thinking of the very handsome barome- 


By Saunders Norvell 


and the merchandise is expected to sell itself. So the 








ter that adorns the wall of my sitting room on Long 

Island Sound. As we make many excursions on 
the water, it is often important for us to know about the 
future of the weather. This is an excellent barometer 
but unfortunately it 1s most accurate in recording what 
the weather was yesterday or what the weather is today. 
It is exceedingly difficult to figure out from this barom- 


necessity of salesmanship, even inside of their stores, 
is purposely reduced to a minimum. 

From day to day in the papers we read reports of 
the extraordinary sales of chain stores in almost every 
line. These chains are earning very large profits. When 
they have put out issues of their stock they have been 
hungrily snapped up by the investing public. Investors 
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eter just what the weather will 
be tomorrow. 

Knowledge of the past and the 
present is valuable, but the most 
profitable ability of all is the 
ability to accurately forecast the 
future. The greatest success in 
business has come, not to those 
who have their eyes fixed 
reminiscently on the past or who 
are entirely taken up with the 
events of the present, but to that 
type of mind that, knowing the 
past and giving full value to the 
present, at the same time uses 
both the past and the present as 





On Saturday, April 30, 1927, at The 
Hardware Club, New York City, Mr. 
Norvell talked to “THE HARDWARE 
BOOSTERS,” an organization of metro- 
politan hardware salesmen. 


Mr. Norvell spoke extemporaneously, 


not for publication, but his address 
covered so many points of interest to 
the hardware salesman that we have 
requested him to write out his remarks 
especially for the benefit of the many 
salesmen who read “THE HARDWARE 





who have bought these stocks and 
gotten in on the ground floor 
have made large profits. In the 
financial district of New York, 
chain store stocks stand very high 
and there are actually not enough 
of them to supply the public de- 
mand. 

If you will study the principles 
upon which these chain stores are 
conducted, you will find in all 
of them there is a constant effort 
to eliminate motions. They be- 
lieve in the statement of Henry 
Ford that every motion means an 
expense and every time a step in 
any process can be eliminated, the 





a basis for speculation on the 
things that are going to happen in AGE.” 
the future. 

Therefore, today, in studying 
the place of the hardware sales- 
man in the scheme of distribu- 
tion, let us glance at what 1s 





costs of production or of distribu- 
tion are reduced. Therefore the 
chain stores have eliminated the 
time that managers of their in- 
dividual stores devoted to buy- 
ing. They have concentrated all 


—The Editor 








happening in the present and then 

consider what bearing the present tendency of business 
is going to have upon the developments of salesmanship 
in the future. 

In the business world today, judging by increasing 
sales and by profits, what classes of houses are making 
the greatest progress and what are the methods of 
selling used by these concerns? From the windows of 
this club, we can see the beautiful Gothic architecture 
of the Woolworth Building—a monument to the suc- 
cess of the five-and-ten-cent store idea—a monument to 
the success of the idea of chain stores. Now, taking a 
general view, let us consider the fundamental principles 
that have led to the success of this method of selling. 

They are, first of all, a cash system; no losses from 
bad debts; no expense for keeping customers’ accounts ; 
no credit department; no dunning letters; no deliveries 
of merchandise. Mass buying in enormous quantities 
is done at the headquarters ofhce. All contracts are 
placed at this office by buyers who do nothing but buy. 
Managers of the hundreds of stores are simply re- 
quired on the buying end to keep up their stock. A 
large part of their time is not devoted to buying. They 
simply send stock orders of their requirements to head- 
quarters. The main part of their time—in fact, almost 
their entire time, is devoted to selling ; to window dress- 
ing; to looking after the customers who come into their 
stores and to keeping their goods well displayed. 

In the selling scheme of the Woolworth Stores, the 
services and cost of the traveling salesman are com- 
pletely eliminated. As a matter of fact, even in their 
stores, their policy is to eliminate salesmanship. The 
goods are displayed on counters. Everything is priced 


buying at headquarters. They 
have eliminated chargé accounts. They have elimi- 
nated deliveries. We are impressed with the fact that 
their success depends upon mass buying at the lowest 
possible prices and the elimination of every possible 
motion in management and in distribution. 

The mail order houses have accomplished an outstand- 
ing success in the commercial world. What are the 
fundamental principles back of their success? First of all, 
they buy at the lowest possible manufacturers’ prices, 
eliminating all middle men. Second, they will sell direct 
to the farmer, eliminating both the jobber and the retail 
store. Here again, in studying the methods of mail order 
houses, we see the great savings in costs they make by 
cutting out old methods of distribution. 

Of course I am aware that certain mail order houses 
are now trying the plan of sample room stores in various 
parts of the country, but up to this time, this move is 
simply an experiment. The basis of their success has 
heen in mass selling, in buying at the lowest possible 
price and in the reduction and elimination of selling 
expenses. Just stop for a moment and consider the fact 
that when a farmer sits down at the dining room table to 
make tip an order for a mail order house, this order is 
being prepared on the farmer’s own time. He is doing 
the work of writing out the order. There is no expen- 
sive salesman sitting at his elbow helping him with the 
job. The farmer simply takes the catalog, turns its pages, 
selects what he wants, writes out his order and sends his 
remittance along with the order. All this expense in 
selling is borne by the buyer, not by the mail order house. 
In the scheme of distribution of the mail order houses 
the traveling salesman has no part. 
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The other day I received a prospectus in connection 
with an issue of securities, from the Gotham Silk Hosiery 
Co. This concern had just bought out Onyx Hosiery, 
Inc. There were some interesting facts in this circular, 
full of material to make one think. It is shown that 
the outstanding success of the Gotham Silk Hosiery Co.— 
their large profits on their sales—has been the result of 
their system of selling. They sell direct to exclusive 
distributors without the assistance of jobbers or sales- 
men. All of this selling is done by printed circulars and 
by letters. 

Now, while the Onyx sales were very large and while 
their volume of business was greater than that of the 
Gotham Silk Hosiery Co., the significant fact stands 
out that their cost of doing business, by reason of their 
method of distribution and by reason of the fact that 
they sold their goods through traveling salesmen was so 
great that their net profits on their turnover were not 
nearly as large as those of the Gotham Silk Hosiery Co. 
Therefore, the Gotham Co. has absorbed the Onyx. The 
traveling salesmen of the latter concern have been dis- 
charged. In future the Onyx output will be sold, like the 
(gotham production, without the assistance of traveling 
salesmen, and as a result it is figured that this saving— 
the saving of salesmen’s salaries and expenses—will re- 
sult in a handsome profit under the new system of dis- 
tribution. 

Recently the speaker sold out his interest in a drug 
manufacturing company. Qur_ factory sold goods 
through exclusive distributors in all parts of the United 
States. We had a large force of salesmen and mission- 
aries, who helped these wholesale houses distribute our 
goods. Our salesmen usually traveled with the sales- 
men of the jobbers. In other words, when an order was 
placed for our line, there were two salesmen on the job 
and one buyer—three expensive men making up one 
order. While our business was profitable, at the same 
time out net profits were not what they should have 
been on account of our excessively high selling expense. 

Just as soon as our successors got into the saddle their 
first move was to discharge our entire force of traveling 
salesmen. Now they have had charge of our old busi- 
ness for a period of six months. While the sales for 
this period, practically without the use of salesmen, are 
not quite as large as our sales of a year ago, still the 
interesting fact stands forth that their net profits, by 
reason of cutting down our former heavy selling ex- 
pense, are considerably larger than our net profits were 
on a larger volume of business. 

Another thing that our successors did was to reduce 
the length of our line. We carried a number of items 
that wholesalers and retailers told us were necessary, but 
these items did not sell in sufficient volume to justify 
their cost. All of these items were eliminated. The 
energies of the management were devoted to pushing 
the sale of the items that had been good sellers in the 
past. In manufacturing, the elimination of these slow- 
selling items, these really unnecessary items, has led 
to surprising economies in production. The factory to- 
day is producing a greater number of dozens of fewer 
items. This means factory runs and a large saving in 
production expense. 


I quote from this prospectus as follows: 


“Gotham’s success is based on its own individual operating 
policy. No salesmen are employed and no direct advertising 
is done. It does not deal with jobbers and wholesalers. It 
sells its goods through dealer agents all over the country and 
enforces its policy of rapid turnover by refusing to allow these 
dealers to stock up in advance. Dealers send in detailed bi- 
monthly reports of sales and inventories, and shipments are 
made on a replacement basis. Production can thus be adjusted 
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to shipments with remarkable precision. By a system of care- 
fully tabulated reports a most sensitive method ot gauging 
markets has been developed.” 


I might continue these illustrations where extra mo- 
tions have been cut out in various lines of business 
with very profitable results, but now let us study, in con- 
trast with the foregoing, the situation in the case of 
jobbers, retailers and traveling salesmen. What has 
this latter method of distribution accomplished in the 
way of cutting down motions and the cost of distribu- 
tion? An investigation of the facts would lead us to 
believe that not only have they not cut down costs but 
their costs of distribution have actually been increased. 

First, let us consider jand-to-mouth buying. There 1s 
no doubt whatever that in the old days the retail mer- 
chant carried a heavier burden than he should by reason 
of the custom of placing future orders. It was not nec- 
essary or fair for him to be asked to buy his goods so 
far in advance. When he bought goods in this manner 
he took all the chances of being overstocked in a bad 
season, of changes in demand, of declines in prices and 
of errors in ordering a quantity of the wrong kind of 
goods. 

Now the pendulum has swung to hand-to-mouth buy- 
ing and it has swung too far in the other direction. 
Retail merchants should at. least be willing to buy a 
month’s supply at one time. Instead of that they are 
buying on a weekly basis. This means the waste of their 
time and the salesman’s time in buying and selling one 
item four times instead of once. Hand-to-mouth buying 
has increased the cost of distribution to the retailer be- 
cause he is compelled to devote more time to his buying. 
It has increased the cost of selling to the manufacturer 
and to the jobber because it has reduced the size of 
orders, reduced the volume of a salesman’s sales and 
compelled the salesman to make several calls to do the 
same amount of business. All this has been exceedingly 
expensive and it is all reflected in the cost of the system 
of distribution from the manufacturer to the jobber and 
from the jobber through the traveling salesman to the 
retailer. 

In the old days, before the general use of the telephone, 
between the visits of salesmen, retail merchants ordered 
liberally by mail. These mail orders were immediately 
sent to stock and were handled at a comparatively small 
expense. The general use of the telephone, however, 
has reduced the volume of mail order business. When 
a telephone is used it takes up not only the time of the 
retail merchant at the phone but the time of a well-posted 
employee in the wholesale house who takes down the 
order. Besides that the cost of the telephone toll must 
he added to the transaction and must be borne by either 
the retail merchant or the wholesaler. 

In the old days when merchants bought in larger 
quantities and carried better stocks, it was not so neces- 
sary to make prompt shipments. However, in these days 
of quick turnover competition has led to wholesale 
houses making shipments the day the orders are received. 
Service such as this is extremely expensive because it 
means that a jobbing house has to constantly employ a 
sufficiently large force to handle the peak of the business. 
This means that this force, while busily employed at cer- 
tain hours of the day or certain weeks or months in the 
year, do not, at other times when business is dull, have 
enough work to keep them busy. Therefore they let 
up in their efforts and slow down in their time. As a 
result, there is economic waste and an increase in cost. 
The use of the telephone, while giving quicker service, 
has considerably increased the cost of doing business and 


(Continued on page 102) 
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Everybody’s Business 3, toys w. Parson: 


Hi: greatest stumbling 

block in the progress of 

man has been what we 
call the natural forces.  In- 
cluded in this category are 
various forms of unharnessed 
energy, nearly all of them 
being either direct or indirect 
products of the action of the 
sun. It is for this reason that 
when we seek the causation of 
tornadoes, floods, abnormal 
weather variations, crop fail- 
ures or static, we always en 
up with eyes and minds _ fo- 
cused on the blazing — star 
around which our 
earth revolves. 

The ancient as- 
trologers were not 
far wrong in their 
beliet that the 
violence or inac- 
tivity of the sun's 
radiation has a 
profound — influ- 
ence on human 
health and well- 
being. An emi- 
nent astronomer 
at a recent con- 
yrTress of scientists 
said that the extra 
dose of radiation 
that reaches us 
from the sun near the end of each sunspot cycle 
stirs the nervous system and fosters unrest through- 
out the earth. The Russian unheaval of 1917, the 
French Revolution in 1789, and a long series of 
earlier insurrections all coincided with times of 
maxiunum sunspot activity. 

We no longer believe that the positions of the 
planets and the moon in the signs of the zodiac— 
the twelve constellations that appear to circle around 
the Polar Star—determine the fate of the new-born 
child. We have got away from the notion that the 
same medicine is good or bad according to the posi- 
tion of the stars above. And, thank Heaven, we no 
longer wait for a sign from the astrologer that it 1s 
now safe to proceed with the ceremonial of an annual 
tub bath after a winter of bodily abstinence from 
soap and water. But the facts at hand do cleariy 
indicate that something causes the machinery of man 
to alter its speed at more or less regular intervals of 
time. 

We smile at the belief of our forefathers that the 
sun controlled the heart; Saturn, the spleen; Venus, 
the ears; Jupiter, the liver; Mercury, the lights; 
Mars, the gall; and the Moon, the head. But science 
no longer sneers at the notion that electro-magnetic 
bombardments of the earth by the sun vitally affect 
human actions. Tens of thousands of evil germs 








succumb to sunlight exposure, 
so that periods of plague and 
pestilence are favored by a re- 
duction in radiation and the 
simultaneous lowering of body 
resistance due to nervous re- 
laxation. 

We have developed a work- 
ing knowledge of the atmos- 
phere above us for 10 to 12 
miles. It is clear that the 
warm air rises in the tropics, 
returning to the Arctic where 
it descends and starts once 
more on its journey to the 
equator. But as to the secrets 
of the upper air 
not much do we 
know except that 
the air is thinner, 
oxygen and = ni- 
trogen have prac- 
tically  disap- 
peared and hydro- 
gen, helium and 
free_ electrons 
probably reign 
supreme. As we 
go up, the tem- 
perature drops, 
reaching 60 de- 
grees below zero 
at an altitude of 
10 miles. Studies 
of shooting stars 
and other phenomena have resulted in great dif- 
ferences of opinion concerning the “electric roof” 
of the atmosphere and the temperature and density 
of the upper air. In this virgin field of research 
les the key to many problems such as the aurorae, 
magnetic storms and “skip distance” or silent areas 
in radio broadcasting. 

Milliken and Bowen, wizards of the infinite, tell 
us of electric winds that whistle past the earth's at- 
mosphere at the speed of light—186,000 miles a 
second. These strange winds are really masses of 
radiation, for according to the new conception, light 
is not merely wave lines in ether, but comes in lumps 
of assorted sizes which have both mass and inertia. 
These “winds of space” blow ceaselessly from those 
sources of light and life which we call the sun and 
the stars. By virtue of their mass and speed they 
exert a pressure on the surfaces of all planets and 
whatever else they touch. Such cosmic rays are de- 
veloped by the destruction of matter in far-off stars, 
some of them so distant that although light travels 
at such an incredible speed, the rays that reach the 
earth tonight started toward the earth hundreds of 
thousands of years ago. 

If we reduce the heavens to a scale in which the 
‘arth is no larger than the tiniest germ visible under 

(Continued on page 96) 
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What the Hardware Council Is Doing 


The Question of Service 


NE of the factors of merchandising which came 
() under the secretary of the Hardware Council is 
the matter of non-essential service. 

We wonder if there is such a thing as non-essential 
service. If something which is termed “service” is non- 
essential, then, so far as merchandising is concerned, it 
can hardly be called service. 

After all, the greatest service which a merchant can 
render his customer is to have ready for him goods of a 
quality adequate to produce the results expected of them, 
at a price as low as he can obtain the same goods or 
goods of equal quality elsewhere. 

We contend that when a so-called service makes the 
customer pay more for his merchandise than the price at 
which he can obtain that same merchandise elsewhere, 
it ceases to become a service and becomes an expense. 

If it is still to be regarded as a service it must be some- 
thing which the customer is willing to pay for. 

The Council evidently takes a similar view of the ser- 
vice situation in its report to the trade. We quote from 
the report as follows: 


Non-Essential Services 


In seeking ways to lower costs without retlucing the 

efficiency of hardware distribution, what services now 

rendered by manufacturers, wholesalers and_ retailers, 
respectively, might be discontinued ? 

Competition has brought into distribution many prac- 
tices which, possibly lacking a better name, have been 
termed services, but which are not services in a real 
sense. It therefore behooves all branches of the trade, 
in the interest of more economical distribution, to so far 
as possible discontinue these uneconomical and unneces- 
sary services, so-called. The following: are purely sug- 
gestive : 

MANUFACTURERS 

1. Eliminate, so far as possible, the extra selling cost 
occasioned by the employment of salesmen to take orders 
to be shipped through wholesalers, whenever the addi- 
tional sales do not justify the expense. 


2. Discontinue special packaging, and _ inconsequential 
changes in the product to satisfy the whim of some 
distributor. 

3. Distribute window trims, displays, and other dealer helps 
with greater care, perhaps requiring a nominal service 
charge to insure better use. 


WHOLESALERS 
1. Give salesmen larger territory and make less frequent 
calls on retailers. 

2. Keep within territory that can be served most efficiently 
and economically and avoid areas where competition adds 
to the burdens of operating expense or otherwise increases 
selling costs. 

3. Emphasize through their salesmen and others the evil 
of small and parcel post shipments, and so far as feasible 
require package quantity orders and refrain from solicit- 
ing the dealers whose orders are unprofitably small. 

4. Maintain adequate stocks of standard brands and avoid 
emergency shipments from factories to retail stores. 

5. Refuse excessive credit extension to retailers and require 
interest on past-due accounts. 

6. The Hardware Council recognizes that competition for 
service may become so great that it may enforce an 
equalizing charge on many accounts that do not demand 
or avail themselves of such service. It recommends 
a careful study of this condition in its several branches 
with a view to either the elimination of services where 
the cost has to be proportioned and not paid for by those 
receiving service or a service charge made to those who 
require service beyond the average. 


DEALERS 

Discontinue unproductive and unnecessary deliveries. 
Eliminate overstocks and unproductive varieties. 
Discontinue too much free service. 

Establish definite reasonable credit terms as a _ con- 
venience to selected customers. 

If you agree with the findings of the Council, the 
sensible thing is to follow its suggestions. If you do not 
agree, then the right thing to do is to voice your views 
and give your reasons. 

\Vhat are your opinions in the matter of service ? 


4 ww ho — 








tive recommendations. 








Editor’s Note: Under the title “Trade Betterment” reports and recom- 
mendations of the Hardware Council, in booklet form, have been distributed 
to all members of the National Retail Hardware Association, National 
Hardware Association of the United States, Southern Hardware Jobbers 
Association and American Hardware Manufacturers Association. 


The Hardware Council possesses no enforcing power, but depends en- 
tirely upon the voluntary support of the hardware trade for making effec- 


Give your earnest support to the Hardware Council. 
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Builders’ Hardware Door by Door 


“T oilet Doors” 


By W.N. Thomas 


Editor’s Note—This is the nineteenth installment of a series of articles on builders’ hardware appearing every 
two weeks in the columns of Harpware Ace. The author, W. N. Thomas, is an acknowledged expert and knows 


how to tell his story. 


HE growing demand for advancement in modern 
essentials and luxuries of life has made for a de- 
cided improvement in the ‘‘Toilet’”’ equipment of 
al lour public buildings, not only in quality but also in 
quantity. In the up-to-date hotel, office building, school, 
and other building where large numbers of people con- 
gregate daily the “Toilet” facilities are given very seri- 





Fig. 1 


Fig. 2 


ous consideration as to convenience and quality of equip- 
ment. Experience has demonstrated that the very best 
and most substantial equipment of all the various kinds, 
while costing more in the beginning, still renders the 
greatest economy. 

This same influence is felt in all the smaller public 
buildings, where the accommodations need not be so 
large, but the quality is usually found to be the same 
high grade as in the larger buildings. The ever increas- 
ing number of motorists has created a new necessity for 
toilet facilities, the essentials of which are now being 
provided, but as time goes on these, too, will respond 
with more commodious and luxurious quarters. 

All of this opening ap a larger scale for the hardware 
equipment for the doors to toilet compartments, some- 
times known as “‘stalls’”” and sometimes as “cubicals.” It 
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is important that the young “builder’s-hardware-man’”’ 
familiarize himself with this line, as it embodies a few 
complications that may as well be avoided. 

In the higher grade buildings these “stalls” are divided 
by marble partitions, although steel partitions are appear- 
ing to some extent, and wood partitions are still used 
where the expense of marble and steel is not justified. 


The next installment will appear in the May 26th issue. Watch for it and read tt. 


At the beginning we may eliminate steel partitions so 
far as “hardware” is concerned, as they are usually fur- 
nished completely equipped with hardware that is par- 
ticularly adapted to the steel construction. 

Where the partitions are of marble, the doors, which 
are of wood, are hinged and locked to the marble; this 


“#equires hinges, and strikes constructed so they can be 


securely fastened to the marble. When the partitions 
are of wood it can be cut to fit the hardware, but when 
of marble this cannot be done, so the hardware must be 
made so it can be adjusted to fit the marble. 

These doors are made both single (that is, one door 
to an opening, which is the standard way) and in pairs 
that is, two doors to an opening). They are hung to 
open out, to open in, and to open both ways, or double- 
acting. They are hung to automatically close and remain 
closed, and they are also hung to stand open when not 
in use. These doors usually are of wood, but the advance 
in the use of steel doors has given us some for this pur- 
pose even when the partitions are of marble. The stand- 
ard thickness for the wood doors is 1% inches, but this 
should be verified for each job. The standard thickness 
for the marble to which the doors are hung is 1% inches, 
but this varies considerably, even on the same job, so it, 
too, should be carefully checked up for each job. 
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For single doors two spring hinges (1) should be used 
to give continued satisfaction. For light doors sometimes 
a “blank hinge” (2) is substituted for one of the hinges 
with a spring. This is done to reduce the cost of the 
job, but good judgment should be used in recommending 
this saving to make sure the doors are light enough to 
be properly carried and controlled by the one spring 
hinge and one “blank hinge.”” If the doors are in pairs 
it will, of course, require twice the hinge equipment as 
for a single door. When in pairs the doors must be 
narrow, which will make them lighter and, consequently, 
may often properly, when single acting, be hung with 
one spring (1) and one blank hinge (2). Single doors 
may be hung to open out or to open in, but pairs of doors 
are regularly hung to open in—that is why they are made 
in pairs, so they will not take up so much space in the 
stall in opening. They are, however, sometimes hung 
to open both ways, in which case double-acting spring 
hinges (3) must be used. “Blank” hinges are not used 
on double-acting doors. If it is desired to have single- 
acting doors automatically close, ‘regular’ spring hinges 
that is, having what is known as a right-hand coil) should 
be used, but if it 1s desired to have the doors stand open 
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when not in use, “reverse” spring hinges that is, having 
what is known as a left-hand coil) should be used. The 
“regular” spring hinges are much more frequently used. 
Double-acting hinges are always made “regular.” All 
these hinges are made with adjustable flanges for bolt- 
ing to different thicknesses of marble. The standard ad- 
justment begins for marble 7 inch thick and can be ex- 
tended for marble any thickness up to 1% inches, if the 
marble is thicker than 1% inches they you must use 
another hinge with an adjustment beginning at 1% 
inches and extending up to 2% inches. Double-acting 
hinges are made to take in the same extreme thickness 
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of marble as the single-acting, but it will require four 
different hinges to accomplish it instead of two, as each 
hinge has a more limited extension owing to the “center 
flaps,” which are not adjustable. When doors are hung 
to wood, hinges without adjustable flanges (4) are usu- 
ally used. 

The above represents the hinges required for what 
may be termed standard conditions; there often are, 
however, varying conditions which require hinges hav- 
ing different means for attaching. Most of the manu- 
facturers of this line have made hinges to meet almost 





any possible condition and will, upon application, tell you 
about them if you will describe to them the conditions 
you have. 

For fastening these doors when closed there are a 
number of devices, the simplest of which probably is a 
“throw over” latch (5). This is made in at least two 
weights, one for the less expensive work and an extra 
heavy one for the highest grade job. Next there is a rim 
bolt operated by a turn handle (6). This is used either 
with or without the indicator for the outside. Then there 
is a similar bolt, except that it is mortised into the door 
instead of being placed on the surface (7) ; this, too, may 
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be used either with or without the indicator. This style 
of bolt may be had in several weights and backsets, ac- 
cording to the thickness and width of the stile of the 
door. 

When used in connection with marble partitions each 
of the above fastenings must have a strike that can be 
clamped to the marble (8). The holes, hooks or staples 
on these strikes must be suitable to receive the door 
fastening to be used with it. Fach of these strikes must 
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have attached a rubber bumper for the door to strike 
against. 

To meet the varying thicknesses of marble, the strikes 
are provided with adjustable flanges which give an ad- 
justment in each strike of %4 inch. The smallest size is 
for 7g-inch marble. From this they move up by % inches 
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until the largest size is for 2-inch marble. The size most 
commonly used is for marble 1% inches to 11% inches in 
thickness. It is desirable when possible to arrange the 
adjustment of the hinges and strike so the door will 
hang approximately flush on the outside with the marble. 

Each stall should be provided with a substantial coat 
and hat hook. This may be fastened to the inside of the 
door. A hook for this purpose is made with a rubber 
tip on the end (9) as a protection when the door is 
opened back against the marble. Another style of hook 
is made to be secured to the marble partition by a 
through bolt (10). 

All the above hardware is usually made of bronze 
metal, which will not rust even in the damp atmosphere 
of a toilet room. It is usual to furnish it with a heavy 
nickel plate to match all the other metal work of the 
plumbing fixtures. At a small additional cost it may be 
had made of ‘“‘white-bronze,” which resembles nickel 
plate and has the additional advantage of nickel plate 
since it cannot wear off as nickel plate may in places 
after long, hard usage. This extra expense is justified 
by the satisfactory results. 

Questions : 


1. How do toilet doors open? 
2. (a) How many hinges should be used for single toilet 
doors : 
(b) What substitution can be made for light doors? 
3. What kind of hinges are used when it is desired to 
have the doors stand open? 
. What is the simplest fastening device for these doors ? 
. What arrangement is there for strikes or keepers for 
the different styles of fastenings? 


cn 
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6. Are the hinges and strikes adjustable for different 
thicknesses of marble? 

7. Of what metals and finish are these various items of 
hardware made? 





Meanings of Some Indian Names 


Massachusetts means blue hills; Schenectady, beyond 
the pines ; Ontario, rocks standing in the water ; Niagara, 
the neck ; Canada, big village; Detroit, bend in the river; 
Kalamazoo, stones in the water; Michigan, large lake; 
Milwaukee, beautiful land; Iowa, sleepy place; Missis- 
sippi, father of waters; Missouri, yellow river; Pueblo, 
people of many villages; Chicago, wild onion.—Patton’s 
Monthly. 
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‘6 SEE you hardware men are having quite a 
rumpus over this business of warranting tools,” 
said old Pete Profit one quiet afternoon. 

We had been talking over the difficulties growing out 
of “guaranteed” and “warranted,” the buck-passing be- 
tween dealer and manufacturer, but no one seemed to 
have much to offer—that is, until old Pete spoke up 
(Pete never was what you might call shy). 

‘Now my partner always got along without much 
trouble in that way,” he began, “and for a good many 
reasons. Start off with your buying. Now we found 
that a lot of manufacturers warranted their tools just 
because the other fellow did. They figured that some of 
the stuff might come back, but the extra sales would bal- 
ance that. Well, plenty of their goods came back, all 
right, and were replaced without a whisper. Fair enough. 
sut how about the fellow who bought that hatchet? Do 
you think that when that head went to pieces with him up 
on a roof, shingling, five miles from a hardware store, he 
was merely tickled to death because it was a warranted 
hatchet? So’s your old man. No, sir! If that roofer 
could have got hold of a real live warrant just then he’d 
have strangled it with his bare hands. Well, we did a 
lot of what you might call research work—we talked to 
them all—carpenters, electricians, masons, butchers, and 
any other trade whose tools we sold. We soon found that 
most of them preferred one particular thing, and that 
there was a lot less trouble going and coming in selling 
them what they wanted. When we tied up with a good 
house, we stuck right to them, and you wouldn't believe 
the small quantity of comebacks. I was in that store 
forty-four years and we replaced just exactly three hand 
saws.” 

“You said something about no trouble for many rea- 
sons, Pete,” remarked the boss. “What were some of 
the other ones ?” 

Pete Profit bit the end of a “Pittsburgh Plus” (ten 
inches). “Ever sell a man a four-bit night latch when 
he really wanted to lock a door? Ever sell a pair of 
pliers when you should have sold nippers? Ever sell a 
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“If a man doesn’t speak right 
up and tell you, ask him” 


cheap wood chisel?” Pete was warming to his work. 
“T’ll bet you can’t produce for me right now a plier spe- 
cifically intended for cutting cement-sack wires,..Do you 
know the best type of burnisher and how to use it? What 
I am getting at is this: Whenever you sell a man the 
wrong tool, however good it may be, you are putting out 
a tool that is actually bad and that will probably come 
back on your hands. I’ve seen big, husky men buy axes, 
rakes, hatchets, hoes, in fact all the tools that operate on 
elbow grease, in sizes and grades that guaranteed just 
one thing—that at the first healthy smack the smacker 
would be looking for a piece of string and some wire to 
make repairs or to hang himself with. The only cure 
for this sort of thing is to find out what precise job the 
article you are selling is for. If a man doesn’t speak 
right up and tell you, ask him. 

“My partner had another dodge,” Pete went on, ‘and 
that was tags. Whenever we sold a warranted tool of 
a kind that made a return probable or even possible, we 
furnished a printed tag giving the conditions under which 
the tool was warranted. On this warrant tag were writ- 
ten in the date, a description of the article, and the cus- 
tomer’s name. No time limit was set, but that date kept 
many of them from what you might call exaggeration. 
Also, a man just naturally lost that tag after a year or 
two. The tags kept away these funny fellows who would 
279 down to some hock shop, buy some battered or broken 
tool of a standard make and come trotting in with it 
shouting, ‘This is a H of a fine hardware store you 
birds are running—look at this!’ Yes, sir, everybody was 
happy ; our replacements seemed reasonable to the manu- 
facturers; our customers were satisfied, and my partner 
and I passed our big, greedy hands over plenty of cash.” 

I tried my time-worn question once more. ‘Whatever 
became of this partner, Pete?” 

Pete’s face assumed an opulent sort of a leer. “Just 
now,” he replied, “he’s trying to make a deal with the 
government to let him buy up all the seats in the Senate. 
He’s well enough off to be able to indulge a little whim 
once in a while.” And Pete Profit lit a fresh stogie. 














This is the third of a series of stories appearing in HARDWARE AGE under this title. 
They are full of wit and wisdom. Do not fail to follow them. 
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A Fisherman Sells. Supplies to Fishermen 


H. W. Schlueter of Cincinnati can recommend 
merchandise to fishermen because he is an expert- 


a N experienced fisherman 
selling supplies to other 
experienced fishermen,” 

is the explanation given by H. W. 

Schlueter, Cincinnati hardware mer- 

chant, in accounting for the large an- 

nual business done by his store in 
fishing tackle and other products 
dear to the hearts of fishermen. 
Although his store is located in an 
eastern suburb of Cincinnati, his 
trade is not limited to the eastern sec- 
tion of the city. It is well distributed 
throughout the entire metropolitan 
district. The reason for this is that 
the men who like to fish have confi- 
dence that Mr. Schlueter will provide 








enced sportsman himself 


them with the right kind of equip- 
ment. When they rely upon his 
judgment they know that they will 
not find, after going far out into the 
country or after traveling many 
miles to a lake or river, that they are 
not properly supplied with the cor- 
rect paraphernalia. 

Consequently, it is a common oc- 
currence for a customer to call up 
Mr. Schlueter from a distant point in 
the city and ask him to fix up a rod 
and tackle. No particular material is 
specified and no price is set. The 
customer relies absolutely upon Mr. 
Schlueter, and the satisfaction that 
he is being equipped by a practical 








fisherman is the paramount consider- 
ation. In the customer's mind price 
is secondary. 

Under the circumstances it is 
easy to understand why Mr. Schleu- 
ter is able to sell quality goods in- 
stead of those depending solely upon 
price. In fact, the bulk of his fishing 
equipment consists of material which 
is sold on that basis. 

When the selection of fishing tacklé 
or other fishing equipment is being 
made by a customer, Mr. Schlueter 
waits upon the customer himself and 
gives him the benefit of his experi- 
ence over many years. Such personal 
attention to the wishes of his trade 
has been one of the prime factors in 
building up his business in that par- 
ticular line. 

Mr. Schlueter states that if he went 
into a store to purchase some fishing 
supplies he would not want to talk 
with a clerk unfamiliar with fishing 
and with the equipment needed by a 
good fisherman. Therefore, he feels 
that his customers expect what he 
himself would require. 

While most of Mr. Schlueter’s cli- 
entele have their own favorite spots 
to which they go for fishing purposes, 
he is ready to suggest places. Fur- 
thermore, when he makes a sugges- 
tion he has ready the information as 
to hotel or camp accommodations, 
how much the trip will cost, and other 
pertinent data of service to fisher- 
men. It is this extra service, for 
which no actual money is paid, that 
brings in added dividends in the form 
of a greater amount of business than 
he otherwise would obtain. 

Although sales are confined princi- 
pally to the months from April to 
October, Mr. Schlueter sells an in- 
creasing volume of equipment each 
year to those who go to Florida dur- 
ing the winter. 

A permanent display case, devoted 
exclusively to fishing supplies, occu- 
pies a prominent position in the front 
of Mr. Schlueter’s store. This case 
attracts the attention of customers 
and aids in the sale of fishing equip- 
ment. 





Permanent all-year-round display 
of fishing tackle in the store of 
H. W. Schlueter, of Cincinnati 
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CHOOLIS OUT 


Joy season for the kids means toy season for the hardware store. 


Busy mothers will turn to toys and vehicles as a means of keep- 
ing the children “out of mischief.” 


Son JOL is out! The long sum- 


mer vacation starts. Children 

no longer feel the restraint of 
teacher’s watchful eve and the re- 
strictions of school rules. There is 
no home work to be done. From 
sun to sun the kiddies may play. It 
is a real joy season for the children, 
but a most trying time for Mother. 
She no longer has from nine to three 
for household duties, nor has she that 
comfortable feeling of security, that 
comes from the knowledge that her 
young ones are safely working or 
playing under the guidance of trained 
supervisors. 

Children on vacation must be 
diverted from Mother’s apronstrings. 
Their active minds relieved from the 
constructive application of school 
programs may very naturally lapse 
into destructive activities. 

Mothers are familiar with this sum- 
mer problem, and as good merchan- 
disers hardware dealers should study 
this annual event. The unrest of 
kiddies on vacation is one of the chief 
reasons for good toy business during 
the summer months. Toy buyers in 
the large city department stores will 
tell you this. They have studied this 
subject and plan their summer toy 
stocks and selling activities accord- 
ingly. 

Toys for Rain or Shine 

There are several definite angles to 
summer toy merchandising. For the 
many rainy days of summer, games, 
construction sets, iron toys, electric 
train outfits, bell ringing toys, juven- 
ile furniture, dolls, stuffed animals, 
juvenile books and other indoor items 
will come in handy to relieve Mother 
of the tiring strain which comes when 
kiddies are restless for the outdoors, 
yet forced to remain inside because 
of the weather. 

On those fine summer days with 
warm breezes and sparkling sun, 
coaster wagons, kiddie kars, Irish 
mails, roller skates, scooters, scooter 
bikes, rubber play balls, croquet sets, 
velocipedes, and other outdoor items 
will keep juvenile minds occupied, 
contributing at the same time to their 
physical welfare. Kiddies equipped 
with any of these outdoor playthings 
will come in for meals hungry as 



































The unrest of the kiddies during vacation is one of the chief reasons for good toy 
business during the summer months. Kiddies equipped with outdoor playthings will 
come in to their meals hungry as bears and will go willingly to bed when night falls. 


bears and will go willingly to bed 
when night falls. Busily engaged 
with a coaster or scooter or some 
other vehicle in this list a child will 
hardly get into mischief or come to 
bodily harm. It’s the child with 
nothing to do who causes trouble for 
himself and others. The smaller 
ones, with nothing to play with, stray 
about, get lost or injured crossing 
strange streets and are a constant 


source of worry to their parents 
when no provision is made to hold 
their interest. 

When the bathing season opens, 
children’s bathing suits, slippers, 
water wings, bathing caps, and shovel 
sets and other beach or sard toys be- 
come popular. In fact the possession 
of a bathing suit and beach toys 
becomes a high spot in a young child’s 
life. 
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and Toys Will Come In Handy 


Now is the time to acquaint your customers with the fact that 
your stock of toys and vehicles is ready for the summer demands. 
Enlist the kiddies’ influence with window displays. 
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For the many rainy days of summer indoor items will come in handy to relieve 
mother of the tiring strain which comes when kiddies are restless for the outdoors, 
yet forced to remain inside because of the weather. Toys are then a necessity. 


These phases of the summer toy 
market are peculiar to the school 
vacation period. Window display, 
newspaper advertising, sales letters 
and personal solicitation for this 
business should be based on that angle. 


Your local school board will fur- 
nish a list of homes with children at- 
tending school. A letter to these 
parents mailed on school closing day, 
playing up “School Is Out !’’—then 


calling attention to the indoor toys for 
rainy days and the outdoor vehicles 
for safe and healthful outdoor play 
in good weather will create sales in- 
terest—particularly if you stress the 
child’s enjoyment and the parents re- 
lief as mentioned before. 

When the bathing season comes, a 
second letter on bathing equipment 
and beach toys would be appropriate 
and effective. 


When studying your toy and ve- 
hicle market, you must always re- 
member that as gift items these two 
lines have an every day sales appeal. 
Toy, and vehicles are first in the hearts 
of children. As _ birthday presents 
for youngsters they have no equal. 
It is always some child’s birthday. 
An occasional advertisement and win- 
dow and card suggesting “It’s al- 
ways some child’s birthday—give a 
toy, etc.” would be a constant re- 
minder of your all year toy and 
juvenile vehicle department. 


Toys Attract to Other Lines 


Another angle of the toy depart: 
ment is that it is a remarkably effec- 
tive attraction to the other depart- 
ments of the hardware store. A dis- 
play of toys or vehicles or both will 
inevitably arrest the attention of the 
children, and they in turn are an eff- 
cient approach to the parents’ atten- 
tion. Toy displays may be so ar- 
ranged as to take the customer 
through the store, where items cal- 
culated to be of seasonal importance 
will attract attention. 

Certain items of cutlery may be 
included in the benefits of this appeal 
to the younger generation, as, for 
instance, pocket knives, which will be 
very acceptable to the boy just about 
to embark on the adventures of his 
summer vacation. Little girls and girls 
not so little will be pleased with scis- 
sors when rainy. days tempt them to 
sew for the dolls’ wardrobe. 

The child likes to imitate the parent 
and the manufacturers of toys have 
seen to it that many items in daily 
use by the parent have been made in 
the toy line. This is a point to re- 
member when selling a garden rake, 
hoe, shovel or any one of hundreds 
of household necessities. Do not for- 
get that your toy department will 
have its counterpart and a sale awaits 
when you suggest one for the kiddies. 

As has been frequently pointed out, 
toys should not be put away after 
Christmas time. They are a year- 
round line. They are forever rapid- 
ly wearing out. Children are usually 
rough on them and their demands for 
new toys are insistent. 
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A Single Stroke Roman Alphabet 


By Joseph Bertram Jowitt 
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HERE is a certain fascination in the simple art of 

writing show cards and it does not require any in- 

born talent to learn plain single-stroke lettering. 
Anyone of average intelligence who is willing to invest 
a small amount of money in a modern equipment of 
brushes, pens and show card ink can with consistent 
practice learn to produce salable show cards in a few 
months’ time. Show card writing should never be con- 
fused with the art of sign painting, one is a technical 
trade requiring four or more years’ apprenticeship and 
is classified as a trade, embracing several different 
branches, nearly all work being done in oil colors. In 
sign painting each letter must be technically perfect and 
strict attention paid to every detail. 





Garage 
Door 
Hardware 


Copper 
om 
Wire.. 



































Modern show-card writing is altogether different ; in- 
stead of oil colors, water colors are used; instead of a 
rest or mahl stick, all lettering is done free-hand. While 
the sign painter must pay strict attention to every little 
detail, the show-card writer is concerned only with the 
effect his work produces. 

This is the first chapter on the single-stroke show-card 
Roman’ alphabet, treating on the first seven letters, A, B, 
C, D, E, F, G, in capitals and lower case. This type of 
alphabet i is considered to be the most serviceable and by 
far the most practical for general commercial use on 
account of its simplicity and pronounced legibility. For 
the benefit of those who do not clearly understand just 
what the term single-stroke means, the following ex- 
planation is given: 

The term “Single-Stroke” is not intended to convey 
the impression that each letter is formed entirely with 
one single stroke but by the fewest possible strokes from 
a brush which is so perfectly constructed that but one ap- 
plication is necessary to each individual part of a letter. 
For instance, take the capital letter “A,” the basic part of 
which was designed with but three single strokes of 
brush. The sharp “spurs” at the bottom of this letter re- 
quire six additional short strokes with the tip end of 
brush. .The Roman letters are composed of light and 
heavy strokes, which are made as follows: 

After dipping the brush at least three-quarters the 
length of hairs in the ink, proceed to wipe it out by 
working it backward and forward on a piece of card- 
board, glass or any smooth surface. This will distribute 
the ink evenly all through the brush and at the same time 
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flatten it out into the proper chisel edge shape necessary 
to do single-stroke lettering. All the heavy or shaded 
strokes are done with the full width stroke of the brush, 
and the light or thin strokes are done with the poit or 
tip of brush after it has been turned sideways and the 
handle of brush held at an angle of forty-five degrees. 
By a careful study of the alphabet plate the beginner 
will observe in detail the course of construction of each 
letter by the arrow points showing in what direction 
each single stroke should be taken, the little numbers in- 
dicating their order or sequence. Trying to copy a let- 
ter “B” without the arrows and numbers is a difficult 
job for a beginner, who naturally does not know which 
stroke to take first. One very important point to remem- 
ber is that all strokes should be taken from LEFT to 
RIGHT. 

In constructing the capital letter “B”’ the first stroke 
taken is a straight downward stroke beginning at the 
top guide line and removing the brush when within a 
fraction of an inch of the bottom guide line. The next 
stroke, number two, is made by starting with the tip end 
of brush at top guide line and forming the top loop of 
“B” with one single stroke joining the main upright 
stroke at about the center. The bottom loop ts made in 
precisely the same manner. The heavy or shaded part 
of loop is done by putting gradual pressure on the brush, 


HARDWARE AGE 69 


likewise releasing the pressure on the brush brings the 
stroke to a fine or thin terminus. The basic part of the 
letter ““C”’ is made with just one sweep of the brush, 
starting at the top guide line with the brush worked to 
a fine chisel point following the arrow and gradually 
pressing on brush as directed in making the loop in let- 
ter “b.”” The other short strokes, two and three, at top 
and bottom easily produce the letter “‘C.” 

The loop or sweep stroke in the letter ‘““D”’ is just the 
reverse of stroke one in the letter “C.” The letters “E”’ 
and *‘l”’ are about the same, one horizontal stroke at the 
bottom of the letter “E”’ being the only difference. In 
forming the letter ‘‘G”’ the same rule applies as in making 
the letter ““C,” two short strokes at the bottom changing 
the entire character of the letter. The beginner will make 
better progress by concentrating on the practice strokes 
before attempting the letters. 

The reason for dividing this alphabet into groups of 
seven or more letters is to more fully cover each letter 
and not expect the beginner to concentrate on too many 
letters at one time. 

Before attempting to make the perfect letters, the be- 
ginner should become familiar with the practice strokes. 
These are the necessary elements used in constructing 
the seven perfect letters shown on the plate. First the 
right and left oblique strokes, then the upright or per- 

-pendicular strokes, then the 












pring ». 


circular and crescent strokes. 
The lighter strokes were ex- 
ecuted with the tip end of a 
Number Twelve Red Sable 
show - card _ brush. The 
heavier strokes were done 
with the same brush after 
flattening it out and using the 
full length of the hairs. 
These strokes were all made 
according to the direction 
the arrows point. 

One of the difficulties the 
beginner generally encount- 
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plumb upright. For this 

reason alone it is best to con- 

ANNA fine his first practice to the 
» elementary strokes. 


ers is to keep his letters 




















The lower case letters are 
much more simple than the 
upper case or capital letters, as 


Ball- Bearing 





fewer strokes are necessary to 
construct them. They should 
extend above and below the 
main guide line one-third their 


width. 
Take the lower case letter 
“a,” for example. This letter : 





requires but three strokes to 
complete. The letter “b” but 
two single strokes, also letters 
“c” and “d.” Of course, it re- 
quires a little finishing touch 








here and there to sharpen the 
terminals. 
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HEN the average man buys an auger bit from a hardware 
dealer and pays 60 or 75 cents for it, he does not realize that 
about forty-five distinct operations are performed in forging, 
machining and polishing the tool, and that the capital invested 
by the manufacturer in forging dies alone runs into very large 
figures, writes Charles O. Herb in a recent issue of Machinery. 
To which we add, the average retail hardware salesman has 
hardly had an adequate appreciation of these facts. The quality 
of materials and workmanship, the use and average service of 
the tool will be known to him. From the article mentioned and 
with the help of A. E. Alverson of Greenlee Bros. & Co., Rock- 
ford, Ill, who has loaned us the illustrations we are able to 
present this picture and work trip through the Greenlee auger 
bit plant. 
The pictures are numbered and shown in proper sequence. 
Auger bits are made from open-hearth carbon steel, and ma- 
chine bits from crucible steel. The process of manufacturing, 
however, is identical with the exception of the shape of the 














Fig. 1 


shank. Being a hand tool, the auger bit has a square section 
shank to fit the socket of a hand brace. The machine bit has 
either a round or tapered shank to suit the machine for which 
it is intended. See Figs. 1 and 4. 

Greenlee Bros. & Co. manufacture more than 60 distinct types 
of boring tools, and in some types there are as many as 47 sizes. 

Different types of bit heads are also supplied on both auger 
and machine bits. These are double spur extension lip, acme, 
etc. The screw points may have single or double threads with 
a variety of pitches. Machine bits are made up to 6 in. in 
diameter and 6 ft. in length. 

Ship auger and solid center type are made from round stock, 
while double twist bits are made from square and flat stock. 





Fig. 2 
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Manufacturing Auger and Machine Bits 


The different sizes and kinds of stock are kept separate on 
shelves in a large stock room, and each bar is painted a certain 
color on the end according to its analysis so that it is an easy 
matter to specify the proper heat treatment for any lot of bars 
started through the shop. In selecting the size of stock for an 
order the points to be considered are the diameter of the shank 
or the twist, and whether the twist is to be especially heavy, and 
the screw point extra large. A machine shear equipped with a 
stop gage cuts the stock to length. It is then placed in sheet 
metal trays which provide a convenient method of keeping all 
bits on one order together while going through the several 
operations. With the tray system it is easy to trace imperfect 
work back to the mechanic responsible. 

In making an auger bit the first operation is forging the 
square shank and the round part to be twisted. This is shown 
as A in Fig. 1, assuming the stock is flat. Prior to forging the 
stock is furnace heated at a temperature of approximately 1500 
deg. Fahr. An oil furnace is provided for each power hammer. 



































Fig. 4 


Four common types of machine bits. A. is a double twist bit; 
B. a solid center bit; C. a ship auger and D. a countersink bit. 


The die and the hammer employed for the first operation is 
shown in Fig. 2. The die blocks have several round grooves in 
different depths, in which the round portion of the shank is 
formed by revolving the stop successively in the different grooves 
between the hammer blows. The end is held on the top surface 
of the bottom die block at the rear to make the square shank. 
The bit is given quarter turns until hammered to size. The dies 
are tapered to suit requirements of the shank. Scale falling 
from the stock during the hammering is removed with com- 
pressed air blowers. Round ‘shanks are formed by turning the 
end in semi-circular grooves in a die between hammer blows. 

Before twisting a bit, it is necessary to bring the length to be 





Fig. 3 
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Fig. 5 


twisted to an elongated diamond cross-section with a top flat 
and bottom. This is shown as B in Fig. 1. 

The end that later becomes the head is also flattened in this 
operation. Performed under a hammer the same size as that 
shown in Fig. 2, equipped with dies having but one impression. 
Between the blows directed on the flat side, the blows are also 
directed on the two edges of the sides to make this section a 
desired width. The hammer is operated with rapid heavy 
strokes at the beginning, and with light finishing taps at the end 
of these two forging operations. 





~) 
— 

















Fig. 8 


carriage in which the shank is clamped. The chuck revolves 
slowly and twists the bit. The shank is held stationary in the 
carriage, which is being drawn toward the chuck as the bit 
length decreases. The bit twists more easily at the chuck end 
than at the carriage end, so the operator assists the twisting 
near the carriage end with a special pair of tongs, thus producing 
an approximately uniform twists 

A quick-acting lever provides close control of the revolving 





Fig. 6 


From the standpoint of the forging shop there are two general 
classes of bits, those made from flat stock, hammered as shown 
at B, Fig. 1, and twisted, and those forged directly in a hammer 
die from round stock. . The twisting of the bits in the first class 
is performed on a lathe, as shown in Fig. 3, equipped with a two- 
jaw chuck in which the head end of the bit is gripped and special 








Fig. 7 


Fig. 9 


chuck. Proper and uniform heating of the bit beforehand de- 
termines the success of this operation. With proper heating 
similar points on each twist will be of uniform thickness and the 
twist will be central. This is also insured by heating again and 
crimping the bit as shown in Fig. 5. This machine has two dies 








Fig. 10 
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Fig. 11 


with projecting teeth, shaped to suit the twisted part of the bit. 
One die is held in the stationery member A while the other 1s 
attached to ram B, which is reciprocated rapidly on a short 
stroke to strike light, quick blows on the bit as the operator 
screws it through the teeth of the die in member A. The teeth 
of one die are inclined opposite to the teeth of the other. 

















Fig. 12 


To make a bit from round stock the twist is forged in hammer 
dies after the stock has been treated, unless the bit is to have 
a square shank, in which case the shank may be forged first. 
Fig. 7 shows the pair of dies used in forming the twist on a 














Fig. 13 
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Fig. 14 


solid-center bit. The cavities in the upper die being exactly 
opposite to those in the lower. There are two inclined teeth 
having a semi-circular shallow recess which forms the solid cen- 
ter, and the twist is produced because of the deeper recesses 
between the teeth. 

The twist is formed by first breaking down the work to the 
rough form and then screwing the bit back and forth through 
the die, as illustrated in Fig. 8, until a straight and uniform twist 
is oltained. The rate of hammer blows is considerably increased 
for the finishing. When the twist has been formed, the end on 
which the screw point and cutting edges are to be formed 1 
flattened. The bit shown in Fig. 8 is a ship auger. It takes 
from two to three years for an operator to become really skilled 
with the power hammers doing this work. 

The next operation is shearing off the corners of the flat head 
to produce a triangular point and then hammering this point 
to a round taper, as shown at D in Fig. 1. This is done by 
hammering the point in successive grooves of the dies shown in 
Fig. 6 and constantly turning it between the blows. The bit is 
also heated for this operation. The next step is hot forging the 
head to form the spurs as shown at E in Fig. 1. This is per- 
formed in a special upsetting machine of the horizontal type in 
which the bit is gripped along the twisted portion between two 


(Continued on page 100) 











Fig. 15 
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W. J. Nelson, Well Known in Industry, 
Passes Away in Wilkinsburg, Pa. 


W. J. Nelson, for over 20 years sales 
representative for Pratt & Lambert, Inc., 
died at his home in Wilkinsburg, Pa., Fri- 
day night, April 29, of bronchial pneu- 
monia. 

“Bill” Nelson, as he was affectionately 
called by his host of friends in the trade 
and outside, was one of the best known 
representatives in the East. He was born 
at Syracuse, N. Y., Nov. 2, 1865. 

His employment as sales representative 
for Pratt & Lambert, Inc., began in Janu- 
ary, 1907. At every sales convention “Bill” 
Nelson contributed his usual helpful com- 
ments, invariably mixing in some Nelson- 
ian philosophy or humor which made him 
so popular with his fellows. 

His optimisim and genial manner con- 
tinually won friends for him, and his dry 
wit added to the enjoyment of many af- 
fairs which he attended. 

Mr. Nelson was a hard worker and 
built up for his company a splendid distri- 
bution. He was one of the twelve Pratt 
& Lambert salesmen who won a trip to 
Europe in 1914 for making the best sales 
record for the first six months of that 
year. 

At the last sales convention of Pratt & 
Lambert, Inc., in Buffalo in January, this 
year, Mr. Nelson was presented with a 
watch by A. D. Graves, president of the 
company, and a lifelong friend, as a token 
of appreciation for his twenty years of 
loyal, faithful service. 








W. J. Nelson 


A number of his closest friends in the 
organization were at his bedside when the 
end came, and a still larger group attended 
the funeral, which was held from his late 
home, 1522 Wood Street. The body will 
remain in the receiving vault at Homewood 
Cemetery, Wilkinsburg, until removed to 
Lancaster, Pa., for interment. 

Besides his widow, he is survived by a 
son, Charles Ritter Nelson, 18, and a 
daughter, Dorothy, 14. 

Mr. Nelson was a member of the Pitts- 
burgh Chamber of Commerce and the 
Pittsburgh Paint, Oil and Varnish Club. 





Armstrong Hardware Co. Moves 


to 112-114 Wooster Street 


The Armstrong Hardware Co., New 
York City, hardware jobbers, moved re- 
cently to more commodious quarters at 
112-114 Wooster Street. The former lo- 
cation was at 12-14 Walker Street, which 
property will be torn down to make way 
for the new Eighth Avenue Subway, now 
under construction. 

The new location provides better facili- 
ties for handling and shipping merchan- 
dise. Traffic in this section is not as heavy 
as in the former location, which is an 
added advantage to the company and its 
customers. 

John J. Armstrong is president and 
treasurer, and H. O. Burden vice-president 
and secretary. The company travels seven 
salesmen in the metropolitan area. 





Simonds Saw Co. Buys the 
Abrasive Company 


The Simonds Saw & Steel Co. of 
Fitchburg, Mass., announces the purchase 
of The Abrasive Co. of Philadelphia, Pa. 
The Abrasive Company is one of the 
leading companies in the grinding wheel 
manufacturing field, making “Borolon” 
wheels for grinding steel and metals of 
high tensile strength, and also “Electro- 
lon” wheels for grinding cast iron, brass, 
bronze, etc. They also manufacture 
abrasive cloths and papers. 





The Simonds company, established in 
1832, is one of the oldest and largest 
manufacturers of saws, files and machine 
knives, owning and operating their own 
steel mills, in which they also make sheet 
and bar steel for the commercial market. 

The Abrasive Company has a com- 
plete organization of branches and sales 
outlets and will continue to sell their 
wheels through the same channels as in 
the past. 


Trade Brisk at New Orleans 


The New Orleans Association of Com- 
merce is endeavoring to present to the 
world at large the fact that New Orleans 
is not flooded, and that business is con- 
tinuing as ever. The New Orleans Clear- 
ing House issued a statement to this ef- 
fect: “No water resulting from the pres- 
ent Mississippi River situation has touched 
our city, and in view of the precautionary 
actions none will. New Orleans is in good 
shape in every way, and wants the nation 
to know it.’ Immediately following Gov- 
ernor Simpson’s proclamation, announcing 
that the levee at Poydras would be cut 
assuring safety to New Orleans, business 
in the city after a few days’ decline re- 
sumed normalcy. Local stocks rebounded 
from two to four points, retail stores re- 
gained their usual springtime activity and 
business in general bounded forward. 
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John Z. Speer Dead 


John Z. Speer, one of the owners of the 
Shoenberger Steel Co. prior to its absorp- 
tion by the American Steel & Wire Co. in 
1899, and who constituted one of the con- 
necting links between the old and modern 
steel industry, died at his home in Pitts- 
burgh, May 1. He was born in that city 
Sept. 3, 1840, and as a young man went to 
work as a warehouse clerk for Shoenberg- 
er & Co., Pittsburgh’s first iron rolling 
company, which was founded in 1824. In 
1865, when that company decided to build 
a blast furnace, the firm of Shoenberger, 
Speer & Co. was organized, Mr. Speer be- 
coming a partner. For many years there 
were two companies, Shoenberger & Co., 
operating the rolling mills, and Shoenberg- 
er, Speer & Co., the blast furnaces. In 
the nineties, the two companies were con- 
solidated as the Shoenberger Steel Co., of 
which Mr. Speer became vice-president. 
The American Steel & Wire Co., which 
became the owner of the company in 1899, 
operated it until two years ago, when on 
account of the high land value of its loca- 
tion in the city, it was abandoned and dis- 
mantled. Mr. Speer was an active figure 
in the transition of the industry from iron 
to steel and among the first to apply chem- 
ical and physical analyses for the determi- 
nation of the quality of raw materials and 
finished products. He was one of the first 
of the several groups who initiated the 
Bessemer process in the United States; he 
helped develop the methods and blast fur- 
nace changes which taught the iron trade 
the value of Mesaba range ores, and was 
early in visualizing the value of machin- 
ery, his company having been one of the 
first to bring out machine-made_horse- 
shoes. J. Ramsey Speer, one of his sons 
who was associated with him in the Shoen- 
berger Steel Co., now ts president of the 
Mackintosh-Hemphill Co., Pittsburgh. 


Harry F. Hunter Dead 


Harry F. Hunter, who has been iden- 
tified with the hardware trade during the 
greater part of his life, the past ten years 
as city salesman for the Hukill-Hunter 
Hardware Co., Pittsburgh, Pa., died at 
his home in that city on May 3. 

Before joining the Hukill-Hunter Co., 
he had represented the Pittsburgh dis- 
trict for the Simmons Hardware Co. of 
Philadelphia. 

He was born in Minerva, Ohio, on 
Aug. 27, 1880, but had lived in Pitts- 
burgh since 1883. 





Henry C. Kelley Co. to Occupy 
New Building 


Henry C. Kelley Co., distributors of 
cordage, twine and yarn, of New York 
City, will move on May 19 to new quar- 
ters at 112 Hudson Street, where they will 
occupy a six-story building. They have 
been located for many years at 14 Walker 
Street. 

The new building is conveniently situ- 
ated both for the company and for its 
customers, and will provide ample space 
for its office headquarters and metropoli- 


tan warehouse. 
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Booster Meeting Has All Star Cast 


Saunders Norvell, N. A. Gladding, R. J. Atkinson, Llew S. Soule and G. J. 
Browne from New Zealand Contribute to Organization’s Most 
Successful Meeting—Dues Raised to $10 


About fifty Hardware Boosters enjoyed 
the all-star cast luncheon meeting held 
Saturday, April 30, at the Hardware Club, 
253 Broadway, New York City, with Chief 
Booster Charles Pincus of Stanley Works 
presiding. Members were unanimous in 
declaring it the organization’s best meet- 
ing. Guests and speakers were in the 
order of their appearance, Saunders Nor- 
vell, contributing editor, HARDWARE AGE; 
R. J. Atkinson, vice-president, N. R. 
H. A.; G. J. Browne of G. J. Browne, 
Ltd., Auckland, New Zealand; Lew S. 
Soule, editor, HARDWARE AGE, and N. A. 
Gladding, vice-president, E. C. Atkins & 
Co., Indianapolis, Ind. 

Smokes were on Fred Raymond Pfeif- 
fer, Payson Mfg. Co., in celebration of 
an addition to the family. Communica- 
tions and minutes of previous meetings 
were read by Secretary Roy C. Schmidt, 
Stanley Works. Junior Chief Booster 
Fred Hinchman, J. Russell Cutlery Co., re- 
ported as chairman of the entertainment 
committee. 

Saunders Norvell spoke on salesman- 
ship, digging into his own wealth of ex- 
perience for examples and offering the 
members an inspirational talk. He said 
the future of the traveling salesman de- 
pends on the thought, knowledge and use- 
fulness of the man. They must study cur- 
rent trends of doing business and become 
assets to their firms, produce business and 
not be mere want book order takers, as 


business today can’t stand expensive order 


takers. Mr. Norvell said large orders and 
future buying were of the past age in 
his opinion. He commented on the Pull- 
man surcharge and other expenses of com- 
mercial travelers, comparing present high 





costs with past rates. He closed his ad- 
dress saying, “Study what you are doing, 
if you wish to carry on.” 

R. J. Atkinson expressed his enjoyment 
of being present, then left, due to business 
pressure. 

G. J. Browne gave a very human re- 
cital of his experiences in this country, 
his visit to hardware stores and his reali- 
zation that New Zealand and American 
hardware problems were very similar ex- 
cept that the lines of manufacturing, job- 
bing and retailing are more closely drawn 
in his country, without the overlapping 
often found in our large American cities. 

Llew S. Soule said he had just returned 
from a string of conventions and appre- 
ciated fully what Mr. Norvell had said 
about current trends, chain stores and the 
high cost of sales expenses. He said un- 
less the hardware retailer becomes as effi- 
cient as the chain store, he must go out 
of the picture, and that the trend is toward 
lesser numbers of more efficient salesmen 
and retailers. 

Al Cornell, past-president Metropolitan 
Hardware Association, and N. A. Glad- 
ding spoke briefly and were both received 
enthusiastically. 

New members accepted were W. A. 
Scott and J. H. Hoke, both of McKinney 
Mfg. Co.; M. M. Godschalk, Duluth Show 
Case Co.; S. L. Jones, Masback Hardware 
Co.; M. L. Kotch, Segal Lock & Hard- 
ware Co.; A. O. Howarth, Osborn Mfg. 
Co., and H. A. Jacobson, W. L. Blumberg 
& Co. 

The resolution raising the annual dues 
from $5 to $10 was passed by a vote of 
46 for and 3 against. 





Lionel Corp. Planning a New 
Building 


The Lionel Corporation, 605 Twenty. 
first Street, Irvington, N. J., manufac. 
turer of electric toys, is having plans 
drawn for a one-story addition, 150 x 190 
ft. W. E. Lehman, 972 Broad Street, 
Newark, is architect. 


Scrapped 2,000,000 Autos During 
Year 1926 


Scrapping of old automobiles is proceed- 
ing at a rapid rate, according to Automo- 
tive Industries, and indications are that the 
number of vehicles thus removed from the 
registration lists will exceed this year the 
mark of over 2,000,000 reached in 1926. 
It is estimated that in 1927 approximately 
75 cars will be removed from service for 
every 100 new ones sold. 


J. P. Alexander in Charge of 


Sales and Service in New England 


J. P. Alexander has been appointed 
Boston manager in charge of sales and 
service in New England of the Westing- 
house Electric & Manufacturing Co. Mr. 











Alexander has been connected with the 
Westinghouse company since he, gradu- 
ated from Lafayette in 1907. He has 
spent most of the time in the New Eng- 
land territory. 





C. O. Watson Direct Factory 
Representative for Kempsmith 


Charles O. Watson, formerly manager 
of the Buffalo office of Manning, Maxwell 
& Moore, Inc., New York, has been ap- 
pointed direct factory representative east 
of Pittsburgh for the Kempsmith Mfg. 
Co., Milwaukee. 


Swope Chairman of I. G. E. 
Gerald Swope, president, General Eec- 
tric Co., Schenectady, N. Y., has been 
made chairman of the International Gen- 


eral Electric Co., succeeding the late An- 
son W. Burchard. 


C. M. Wooley, a Director of the 
General Electric Co. 
Clarence M. Wooley, chairman, Ameri- 


can Radiator Co., New York, has been 
made a director of General Electric Co. 
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Burney Joins Disston Club 


Fred C. Burney, a member of the well 
known Little Falls, N. Y., hardware firm 
of Burney Brothers, has been admitted 
into the membership of the Disston 25 
Year Club, having handled Disston Saws 
for that length of time. 





Spelger & Hurlbut Opens Third 
Hardware Store 


Spelger & Hurlbut, Seattle, Wash., 
have just opened their third store at 2206 
Market Street, Ballard. The second Spel- 
ger & Hurlbut store was opened a month 
ago at 4866 Rainier Avenue, Columbia 
City. This Seattle firm has been estab- 
fished for thirty-five years. 





Paine Co. Has Moved New 
York Office 


The New York office of Paine Co., 2949 
Carroll Avenue, Chicago, IIl., has moved 
to 79 Barclay Street, New York City. The 
company states that it has room for twice 
as much stock in its new quarters. Its 
previous address was 33 Warren Street. 


-. --——— 


Former Shawano, Wis. Dealer 
Dies 


Louis Rollman, who in 1881 formed a 
partnership with Albert Wipperman and 
entered the hardware business, died in 
Shawano, Wis., last month. Mr. Rollman 
was 72 years of age and is survived by his 
wife, Marie S. Rollman, one daughter 
and two sons. 


Westinghouse Has Moved 
Sales and Service Depts. 


The Wilkes-Barre sales offices and ser- 
vice shop of the Westinghouse Electric 
and Manufacturing Co.,- are now located 
in the new Westinghouse Building, 267 
North Pennsylvania Avenue. J. B. Parks 
is branch manager and H. L. Huntley is 
service manager. 


— 


Fairchild Lock Co. Buys Rowe 
Calk & Chain Co. 


The Fairchild Lock Co., New Haven, 
Conn., recently organized, has purchased 
the former plant of the Rowe Calk & 
Chain Co., Plantsville, Conn., bankrupt, 
and will take immediate possession. 





G. H. Cox in Charge of Sales in 
Philadelphia Territory 


George H. Cox has been appointed by 
the Westinghouse Electric & Mfg. Co. to 
be sales manager in charge of all salés 
at the South Philadelphia plant. Mr. 
Cox entered the employ of the Westing- 
house company as a supply salesman .in 
the Boston office in 1912, and in 1919 
was appointed district manager with 
headquarters in Boston, Mass. 
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Implement Dealers Will Meet at 
Chicago in October 


October 12, 13, 14, 1927, are the dates 
chosen by the directors of the 28th Annual 
Convention of the National Federation of 
Implement Dealers’ Association. The 
convention will be held in the Hotel Sher- 
man, Chicago, Ill. The conference of the 
secretaries of the association will be held 
on October 10, at the Hotel Sherman. 
Tuesday, the 11th, will be devoted to the 
meeting of the Official and Advisory 
Boards and to conferences with the manu- 
facturers. 


H. C. Thomas Is Promoted 
by Westinghouse Elec. 


H. C. Thomas, who for the past five | 


years has been assistant to the manager 
of the Merchandising Department of the 
Westinghouse Electric and Manufacturing 
Co., Pittsburgh, Pa., has recently been ap- 
pointed assistant general manager of that 
department. Mr. Thomas is from Purdue 
University ’10 and soon after graduation 
joined the Westinghouse Co. at Mansfield, 
Ohio. 


—_—— -—--—-- 


Whitman Barnes Catalog 


The Whitman Barnes-Detroit Corp., 
Detroit, Mich., makers of twist drills, 
reamers, cutters, etc., have issued their 
new catalog, No. 93. It contains a de- 
scription of their very complete line of 
“Hercules” drills, millimeter drills, ream- 
ers, cutters, and counter-bores. 


New Insecticide Corporation to 
Be “The Little Brown Jug, Inc.” 


H. H. Plowfield, formerly vice presi- 
dent of the Colonial Chemical Corp., man- 
ufacturers of Flyosan, is president of The 
Little Brown Jug, Inc., located at Read- 
ing, Pa. The new company will produce 
an insecticide with non-poisonous features 
in a spectacular package. 





Woolworth Easter Business 


Sets New High Record 


The Easter business of the F. W. Wool- 
worth chain stores broke all records. Sales 
for the week ending April 16 totaled 
$6,660,547, a gain of $898,667 over Easter 
week of 1926. Sales the day before Easter 
amounted to $2,328,796, an increase of 
$291,612 on the day before Easter last 
year. 

Although part of the larger sales re- 
flects new stores the company’s records 
reveal old stores contributed to $210,078 
of the gain in April 16 sales this year 
over April 3, 1926. 

Sales of the F. & W. Grand 5-10-25 
Cent Stores, Inc., for the current year 
will approximate $13,000,000, according 
to Adolph Stone, President. This is 
$2,000,000 more than in 1926. First quarter 
sales of $2,248,334 compare with $2,040,490 
in the same period of last year. 
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A. G. Heinmiller Joins 
Midwest Hardware Co. 


A. G. Heinmiller, formerly connected 
with various hardware concerns and for 
the past 18 months general manager of 
Shopping News, a weekly newspaper issued 
by Milwaukee retail interests, resigned 





A. G. Heinmiller 


that position and has become associated 
with the Midwest Hardware Co., Chicago. 

Mr. Heinmiller started his hardware 
career in 1902 in the builders’ hardware 
department of MclIntosh-Huntington Co., 
Cleveland. Later he was with the George 
Worthington Co., also of Cleveland, and 
from there he went to the Ernst Hard- 
ware Co., Seattle, to take charge of the 
builders’ hardware department and later 
was made general sales manager. 

In 1923 he joined the Phillip Gross 
Hardware and Supply Co., Milwaukee, 
where he was in charge of the retail sales 
until he left to publish the cooperative 
advertising paper. 





Superior Electric Products 


Moves to South 13th St., St. Louis 


The Superior Electric Products Com- 
pany announces the removal to their own 
building at 1300-1310 S. Thirteenth Street, 
St. Louis, Mo. They now have 35,000 
square feet of floor space and have in- 
stalled a complete line of punch presses, 
lathes, grinders and complete equipment 
to do all punch press work. 





Extra Issue of Flit News 


The Stanco Distributors, a_ subsidiary 
of the Standard Oil Co. (N. J.), have 
published an extra issue of Flit News an- 
nouncing a gigantic advertising campaign 
for the spring and summer of 1927. They 
plan to use 5000 local newspapers, maga- 
zines, etc., to reach 26,500,000 families. 





Neiman Hardware Co. 
Swept by Fire 


The Neiman Hardware Co., Chain and 
Marshall Streets, Norristown, Pa., suf- 
fered a loss of about $50,000 when fire 
destroyed the interior of the building on 
April 29. The fire, fed by a large stock 
of paints and oils, ruined much of the 
large hardware stock. 
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Hardware Boosters Win Return 


Bowling Match 


The Hardware Boosters defeated the 
Hardware Supply Dealers Ass’n of Man- 
hattan and Bronx Boroughs in a return 
bowling match, rolled at the Park Row 
Alleys on April 22. The game score was 
3—l. 

Among those who were there: Dealers 
—N. Patterson, John Schneider, S. Til- 
son, D. Kleinhardt, Matty Kohlmeier, 
QO. H. Wenderath, G. Duncan, McLeod 
and Fred Hepp. Boosters—Chief Booster 
Chas. Pincus; Sec’y Roy C. Schmidt; 
Junior Chief Fred Hinchman, Charles 
Golden, Fred Ritterbusch, Jos. Bennett, 
C. E. Clint, R. M. Taylor, E. G. Seewald, 
J. H.. Brown, Al Westphal, and E. J. 
Schader. 


J. George Fuchs Joins Hoffman 
& Scofield, Inc. 


J. George Fuchs, for about 25 years 
with Bruce & Cook, 190 Water Street, 
New York, dealers in steel and non-fer- 
rous metals and since liquidation of that 
firm ayjobber under his own name, has an- 
nounced his affiliation with Hoffman & 
Scofield, Inc., 64 Cliff Street, New York, 
dealer in sheets, tin plate and non-ferrous 
metals. 





Big Year for Mansfield Tire Co. 


The Mansfield Tire and Rubber Co., 
Mansfield, Ohio, announces that it is 
now operating at the highest peak capacity 
of its entire history. 

The factory has been running for some 
time with three eight-hour shifts per 
day and two shifts on Saturday. 

The outlook for 1927 is extremely 
favorable and the company is looking for- 
ward to its biggest year. 





Green Bay Hardware Co. Opens 
New Store 


The Green Bay Hardware Co. of Green 
Bay, Wis., will open a new store at 306 
N. Washington Street, Green Bay. When 
the new store is opened they will discon- 
tinue both their W. Walnut and present 
Washington Street stores. A wholesale 
store with a sheet metal factory, furnace 
and roof departments will occupy the 
Pearl Street building. 

The new store will be modern in every 
respect and will have two floors on which 
to display goods. 

The Green Bay Hardware Co. recently 
celebrated its twenty-first anniversary. 





Wm. M. Sperry Dies; 
Originated Trading Stamps 


William M. Sperry, founder of the 
hardware firm of Sperry & Alexander 
passed away on May 2 in his sixty-eighth 
year. Mr. Sperry was born in Bristol, 
Tenn. In 1893 he organized the firm of 
Sperry & Alexander. He was also con- 
nected with Sperry & Hutchinson, 
originators of the trading stamp idea. 
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Ferdinand Grimm Passes On 


Ferdinand Grimm, vice-president of the 
Buffalo Wire Works Co., Inc., of But- 
falo, N. Y., died Sunday, April 24, at his 
home, 1098 Ellicott Street, after a long ill- 





Ferdinand Grimm 


ness. Mr. Grimm was born in Germany 
Feb. 7, 1886, and came to this country at 
the age of eighteen. He secured a position 
in the hardware house of Mehl & Sapper. 

After working behind the counter, he 
was sent on the road, and in the course of 
his itinerary called at the firm of Scheel. 
er’s Sons in Buffalo. His ability was read- 
ily recognized, and he was given a chance 
to sell wire goods for this firm. 

In 1903 Scheeler’s Sons were _ incor- 
porated as Buffalo Wire Works Company 
and Mr. Grimm was admitted into the firm 
as a director and vice-president. He was 
also appointed general manager of the 
plant at Buffalo and the branch at Phila- 
delphia. 

Mr. Grimm was a prominent figure at 
nearly every hardware convention yand 
was widely known from coast to coast. 
He is survived by his wite, Rose Scheel. 
er Grimm, and one daughter. 





John C. Oliver Dies 
John C. 


Oliver, formerly 


at the Union Memorial Hospital, 
more, on April 28. 
burgh, Oct. 29, 1863, and was active in the 
Oliver company from a short time after 
his graduation from the Sheffield Scien- 
tific School of Yale University in 


business. For the last 11 vears of that 
period he was president of the company, 
and had continued as a director. He was 
also a director of the Calumet & Arizona 


Mining Co. and the National Metal Mold- | 
and Mrs. Pelton. 


ing Co. 





A. C. Frank Dies 


A. C. Frank of the Goll and Frank Co., 
of Milwaukee, Wis., passed 
Racine, Wis., recently. 
with the old Racine Hardware Co. He 
was in his seventy-third year. 





president | 
Oliver Iron & Steel Co., Pittsburgh, died | 
Balti- | 
He was born at Pitts- | 


| killed in 


1885 | 

y from active | 
until 1916, when he retired trom active | accident were her husband and a younger 
sister and brother, all of whom sustained 


| injuries. 


-inent in church and social circles. 


away in 
Mr. Frank lived | 
in Racine for 40 years and was connected | 
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General Dry Batteries Move to 
Larger Quarters 


Due, in a large way, to the increasing 
demand for Kleartone Radio Batteries, the 
General Dry Batteries, Inc., of Cleveland, 
Ohio, moved on May 1, to 13100 Athens 
Avenue, Cleveland. Their new modern 





C. P. Deibel, President and General Man- 
ager General Dry Batteries, Inc. 


plant allows three times the manufactur- 
ing capacity of the three buildings pre- 
viously used, with additional space avail- 
able for business expansion. 

In the new building is a completely 
equipped machine shop, where all special 
machines will be built and all repairs taken 
care of. Automatic conveyors will handle 
all work in process and the latest time 
saving devices are being installed. 


The General Dry Batteries, Inc., has 
been piloted under the able leadership of 
C. P. Deibel, President and General Man- 
ager. With him are W. G. Waitt, Vice- 
President and Chemical and Production 
Engineer, Warner Jones, Vice-President 
and Director of Sales and Frank Wis- 
inger, Sales and Advertising Manager. 


————— 


Mrs. Langhirt Killed 
in Auto Accident 


Mrs. George F. Langhirt, oldest 
daughter of Mr. and Mrs. Frank E. 
Pelton of Herkimer, N. Y., was instantly 
an automobile collision at 
Herkimer on the evening of April 27. 


With Mrs. Langhirt at the time of the 


She was a bride in September, 1926, and 
was with her husband on a visit to Mr. 
Her sudden and tragic 
death has cast a pall over the entire 
village of Herkimer where she was prom- 
Mr. 
Pelton, her father, is a well known hard- 
ware merchant at Herkimer and has been 
treasurer of the New York State Retail 
Hardware Association for many years. 
The funeral was largely attended by the 
hardware trade in Central New York. 
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New Motion Picture Film Depicts 
Fabrication of Copper 


The many intricate processes by which 
refined copper is fabricated into sheets, 
rods, wire, cables, etc., are depicted 
vividly in an educational motion-picture 
film just completed by the United States 
Bureau of Mines, Department of Com- 
merce, in cooperation with one of the 


larger cooper-refining concerns. The 
scenes were photographed in an eastern 
refining and rolling mill, where a _ con- 


siderable percentage of the world’s copper 
is refined. The film supplements the 8-reel 
feature, “The Story of Copper,’ recently 
released by the Bureau of Mines. 

The rolling of sheet and strip copper 
is first picturized. The processes by which 
cakes of electrolytic copper are heated to 
red-hot temperatures and then subjected to 
continuous rolling until converted into 
slabs are shown. The shearing of these 
slabs into pieces and the mthods employed 
in hot-rolling them to thin sheets are de- 
picted. Other scenes show the annealing 
of these copper sheets, their pickling in 
hot dilute sulphuric acid, and the processes 
by which they are washed and dried. In 
a particularly interesting view, an expert 
workman demonstrates the tin-plating of 
the copper sheets by the application of a 
coat of pure molten tin by hand. 

This film, “The story of the Fabrica- 
tion of Copper,” is available for exhibi- 
tion by schools, churches, clubs, civic bodies 
and other organizations without charge, 
the exhibitor being asked, however, to de- 
fray transportation charges. Copies of 
the film may be borrowed from the United 
States Bureau of Mines Experiment Sta- 
tion, Pittsburgh, Pa. 





Marshfield, Wis., Dealer 
Celebrates 


The William Noll Hardware Co. of 
Marshfield, Wis., recently celebrated for 
two weeks its fortieth anniversary, with 
a mammoth sale. Much attention was at- 
tracted by its show windows in which was 
displayed a collection of photographs and 
paintings taken during the early days of 
Marshfield. Four years ago the store 
was completely remodeled and enlarged, 
making it one of the finest hardware 
stores in Central Wisconsin. 





A Specialized Buying Service 


Paul L. Grunwaldt, formerly of the 
Alfred Fantl resident buying organization, 
has now started active operations in his 
new organization, offering a_ specialized 
service on a subscription basis. His offices 
are at 1270 Broadway, New York City. 





J. J. Doherty of Follansbee Now 
at Indianapolis 


Jere J. Doherty, for eight years assis- 
tant manager of the jobbing department 
of Follansbee Brothers Co., Pittsburgh, 
has been transferred to the Indianapolis 
warehouse of the company, 321 South Mis- 
souri Street, as Indianapolis district man- 
ager, and has been succeeded at Pittsburgh 
by T. L. McCombs. 
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| Improved Rome Heater 


The Rome Manufacturing Co., Rome, 
N. Y., announces that it is offering an 
improved design of the Rome Electric 
Auxiliary Heater, which met with such 
favor last year. An outstanding feature 





of the “Rome” is the all-copper body with 
the highly nickeled brass top, base, and 
legs. Just now jobbers are beginning to 
stock this new number and will shortly be 
able to offer it to the trade. 

The Rome Electric Auxiliary Heater is 
of the circulating-air type, using a 660- 
watt heating element. 





Improved Portable Gasoline Stove 
Now on Market: 


A new and improved portable utility 
gasoline stove is now being marketed by 
the Clayton & Lambert Mfg. Co., that can 
be set up ready for use in a minute or two. 
The stove is equipped with three burners 
that will, according to the manufacturers, 
give a clean heat free from any carbon, 


and can be adjusted to produce anywhere | 





from a small simmer flame to a full-size 
fire. Heat produced by each burner is 
independently controlled by a valve, while 
pilot lights for end burners add to con- 
venience of operation. There are two pro- 
jecting shelves at the end of the stoves 
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which are removable and can be used for 
wind shields in outdoor use. The stove 
uses the regular motor gasoline and weighs 
about 40 Ib. The size of the case in- 
closing the entire stove is 2914 by 12 by 
7 in. 





New Features on Screen Rack 


Several new features have been added 
to the wire screen racks made by the 
Marvel Rack Mfg. Co., Minnesota, ac- 
cording to the announcement of that com- 
pany. An automatic measuring device, 
which measures the screen cloth accu- 
rately as it is pulled underneath a roller, 
has been tested and approved by the 

















Minnesota department of weights and 
measures. Combined with this is a cut- 
ting edge which cuts the screen cleanly 
by simply pushing along a guiding rod. 

A wind-back crank permits the keep- 
ing of the rolls tight and the loose ends 
back in place. The racks are made in 
6, 12 and 24-roll capacity, and will accom- 
modate widths from 18 to 48 inches. The 
floor space occupied by a rack is 1% by 
414 feet. 


Superior Electric Stove 


Superior Electric Products Co., 1300 
South Thirteenth Street, St. Louis, Mo., 
is now ‘marketing its new electric table 
stove, equipped with two burners, which 
is being sold at a moderate price. The 
stove, called the No. 52, has two nichrome 





elements set in a good quality porcelain 
plate, two indicating rotary snap switches, 
a full-length asbestos heater cord, and the 
metal used in the construction of the stove 
is described as being of extra heavy, cord- 
rolled steel. The bottom of the stove is 
inclosed in metal, the entire equipment be- 
ing guaranteed for one full year. The 
weight, when packed, is 914 pounds. 
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Taylor Juvenile Rocker 
Has Novel Features 


An attractive, quick-selling child’s nov- 
elty, which the Frank F. Taylor Co., Nor- 
wood, Ohio, has recently put on the mar- 
ket, is the Taylor Rocker. 
built of wood, with 
The 


It is strongly 
long rockers to 


prevent upsetting. sides, cut and 





painted in the shape of a cat or dog, 
appeal strongly to children. The Taylor 
Co. points out that products of this kind 
appeal to every large market, since there 
are 2,500,000 babies born every year and 
no decrease is to be expected. Mothers 
are always interested in juvenile novelties, 
and dealers report that when products of 
this kind are grouped together, the whole 
group moves more quickly. 





Stover Introduces Heater 


The Stover Manufacturing & Engine 
Co., Freeport, Ill., is now offering the 
hardware trade, through the regular job- 
bing channels, a new product in the No. 4 
Stover Circulating Heater. The company 
states that this new heater has the capac- 
ity to heat several rooms comfortably at 
a low fuel cost and is, at the same time, 
attractive in appearance. ~ 





The outer cabinet of the heater has a 
grained walnut vitreous enamel finish; the 
grilled top and entire front panel are cast 
with the side and rear panels of heavy 
steel. All inside parts are heavy cast iron, 
and the grates are duplex and reversibie 
for burning either coal or wood. The 
No. 4 model stands 44 in. high, 25 in. 
wide, and has a depth of 18 in. 
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New Auto Camper’s Axe by 
Evansville Tool Works 


ville, Ind., to meet the particular require- 
ments of auto campers. 


| justable side step that can be flipped over | 
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|the top for added height and its extreme 
low limit of 3% in. that the step can 

A practical and serviceable axe for light | 
chopping purposes has been designed by | 
the Evansville Tool Works, Inc., Evans- | 


In the opinion of | 


the company, the average axe offered for | 


this purpose is either too light or too | 


heavy. 





The axe is 134 lb., has a 16-in. fawn- 








be dropped to, make this jack capable of 


handling any road condition that may de- | 


velop. It is equipped with folding steel 
handles 44 in. long. 


Windshield Cleaning Device 


A device known as the Visionall is 


being placed on the market by the Trico 


| Products 


foot handle, is beautifully finished, and is | 


packed in a reinforced carrying case. A 
special feature of the case is the built-in 
leather sheath arrangement which pre- 
vents the blade from cutting through. 


Each axe is forged from high quality steel 


and has a roll cut edge. 





New Leather Goods Concern 


The Lendzion Leather Goods Co., 1847 
North Ashland Avenue, Chicago, is plac- 
ing on the market a full line of mechanics’ 
and masons’ tool bags, plumbers’ carpet 
bags, and other leather and canvas spe- 
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cialties, which it intends to distribute 
through retail hardware stores. Paul 
Lendzion, the head of the company, was 
formerly connected with the S. & L. 
Leather Goods Co., but withdrew Jan. 1 
to start his own company. 


Buckeye Booster No. 2 


The Buckeye Jack Mfg. Co., Alliance, 
Ohio, has just put on the market their 
new “Bus” jack, which they call the Buck- 
eye Booster No. 2. It is designed to easily 
raise buses and trucks of from 2% to 
3 ton capacity. The general design and 
operating principle are the same as are 
found in Buckeye Booster No. 1, but it 
is of much sturdier construction with 
heavier gears, stronger body, and larger 
Timken Roller Bearings. The company 
states that the Timken Bearings, in this 
jack, upon which the load rests, are built 
to stand a load of 50,000 pounds. Its ad- 











Corp., manufacturer of air- 
driven automatic windshield cleaners, Buf- 
falo, N. Y. The Visionall, so called be- 
cause it clears all the shield and all in the 
car can see—has twin wiper blades with 
ingenious operating features. 














When parked, the two blades are to- 
gether at one end of the shield, but in 
operation they are divided by a space half 
the width of the windshield. They work 
in unison to clear the range of the entire 
glass. 

In addition to the patented features of 
the air-driven motor used in the Visionall 
the entire principle of construction is cov- 
ered in numerous patents issued in the 
course of the last two and one-half years 
by the Trico company. , 


Two Porter Bolt Cutters 


H. K. Porter Co., Everett, Mass., an- 


nounces the addition of two new bolt 
cutters to its line. They make new ca- 
pacities available in two types of standard 
Hypowa models. No. 14 size has a ca- 
pacity of % in. annealed bolt in the thread, 
or 3/16 of an inch rod and is now sup- 








plied in both end cut and angular cut 
type of jaws. 

The company states that its line is very 
complete both as to capacities and types 
of tools. Other comparatively recent ad- 
ditions are the bench cutter, the hard 
chain cutter, and nut splitters. 
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“Triple-A” Siren 


A new Federal Electric “Triple-A” 
Siren is announced by the Federal Electric 
Co., 8700 South State Street, Chicago, 
Ill. It may be used as a fire alarm in 
schools, mines, warehouses, and industrial 
plants. It consists of three sirens mounted 
on a triangular base connected in parallel, 
and operated from one push button switch. 
Each siren has about one-third horse- 
power. The sirens have three different 





tones, and facing in three directions, have 
a sound radius of from three-eighths to 
one-half a mile. It is extremely simple 
and entirely inclosed; there is nothing to 
rust or corrode. The motor-housings, 
stators, and rotors are cast from high- 
grade aluminum. The horns and weather 
housings over the motor cases are seamiless 
deep spun. The entire outfit is in red 
duco and weighs forty pounds. The up- 
keep, according to the company, is less 
than two dollars a year. 


Moving the Full Line 


The Miller Rubber Co., Akron, Ohio, 
markets a line of automobile accessories. 
In order to keep these products moving 
for the dealer, the company recently de- 
vised a display stand on which are grouped 
all these accessories. This grouping keeps 
the line together and enhances the cus- 
tomers’ estimate of the whole line. More- 
over, it makes sales by the power of sug- 


Miller 
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gestion. Thus every item in the line is 
kept moving to the profit of the dealer 
and manufacturer. When a motorist en- 
ters a store to purchase one article, the 
stand serves to remind him of other things 
he may have overlooked. 

The cabinet is made of sheet steel and 
has four shelves. It is 2 feet high and 
its base measures 23 by 14 inches. The 
stand will be sent to any dealer ordering 
$47.50 worth of Miller products. 
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Neater Lawns in Less Time 


The Neater-Edge Co. of Riverside, 
Conn., makes a very useful appliance at 
a nominal cost. It is an auxillary wheel 
fitting over the regular lawn mower 
wheel keeping the blades level when cutting 
the edges of lawns, flower beds, etc. 

It is attached by a wing nut and can 
be slipped off in a very few seconds. This 





wheel is said to eliminate the strain on 
the handle of the mower when cutting 
at an angle is attempted. 

The spokes which are 5/6 in. thick are 
riveted to the rim of % in. band iron. 








| 


The size of the auxiliary wheel varies to | 


fit all makes of mowers. 
The manufacturer will send a circular 
describing the product to all interested. 


Vest Pocket Six Foot Rule 


The Farrand Sales Corporation, 149 
Broadway, New York City, is selling a 
radically different six foot rule. The Far- 
rand Rule, made of a special process 
steel, combines stiffness, flexibility, en- 
durance, quality and permanence. It is 


held in a small metal case scarcely larger | 


than a man’s watch. A slight pressure on 





the outside of the case releases the rule 
which automatically springs out of the 
case, to whatever length is desired, the 
extended portion holds stiff and rod-like. 

It offers resistance to bending up to a 


certain amount of stress, yet can be | 


knotted and tangled without harm. 

The figures and scale marks are of a 
deep blue, contrasting sharply with the 
white metallic background. 
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The Farrand Rule ought to be a great 
help to the man who wants a rigid six 
foot rule and yet one that is not awkward 
or bulky. It will come packed in indi- 
vidual boxes, a dozen to a carton. 





Peters Rustless Ammunition 


The Peters Cartridge Co., Kings Mills, 
Cincinnati, Ohio, announce an added fea- 
ture to their non-corrosive priming mix- 
ture. It is now being made _ rustless. 
This new development makes possible a 
22-caliber cartridge that will not rust, pit 
or corrode a rifle. It makes it possible 
to lay a rifle aside after shooting, without 
cleaning it, providing it has first been 
properly cleaned, with the assurance that 
no harm will come to it, says the company. 

The Rustless Cartridges will be loaded 
in shorts, longs and long rifles, with either 
hollow or solid point bullets and with the 
improved Semi-Smokeless or Smokeless 
powders. There will be no increase in 
price. 


Improved Stock Boxes 


The busy hardware dealer who con- 
templates changes or alterations in his 
store will welcome the news that he can 
secure a complete new stock box. The 
Green Co., Fisk Building, New York City, 
who has been making hardware _ stock 


| boxes for over 25 years, announces further 
| improvements in its line. 





The improved boxes come with regular 
drawer fronts varnished in oak or ma- 
hogany with drawer pull attached. These 
improvements have made the drawers more 
economical than ever and with only a 
slight advance in cost. New price lists 
may be had for the asking. 


A Strong, Serviceable Shovel 


The Connors Hoe and Tool Co. of 
Columbus, Ohio, produces a distinctive one- 
piece steel fire shovel. It has a large ever 
cool handle which will sustain a weight 
of 500 pounds without bending. Made 
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of high grade polished steel, properly 
shaped and hung, it balances perfectly in 
the hand and is light and strong. The 
blades are 8 in. long by 5% in. wide, and 
the handles are from 10 to 20 in. 1n length. 
They come packed 1 doz. in a heavy paper 
carton which can be reshipped without re- 
packing. 
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Head Cannot Fly Off the Handle 


A machinists’ hammer has been recently 
added to the line of “Unbreakable” tools 
manufactured by the Estwing Manufac- 
turing Co. of Rockford, Ill. It is forged 
in one piece from a solid bar of high 
carbon tool steel. This prevents the head 
from ever flying off and the handle vir- 
tually impossible to break. 








The grip is an important feature. Sole 
leather washers are slipped on the I beam 
forged handle, pressed together, polished 
and lacquered, making it waterproof, non- 
conductive, and of a pleasant “feel.” 16 
oz. head, 13 in. long and packed six to 
a box. 


A Novel Sidewalk Cycle 


The Sidway-Topliff Co., whose execu- 
tive offices are at Washington, D. C., and 
plants at Elkhart, Ind., and Toronto, 
Canada, has a novel and practical side- 
walk cycle on the market. 

The Sidway 2 in 1 Cycle is adaptable 
to either a boy or a girl thus reducing 
the dealer’s stock by half. Its conversion 
is made possible by a cleverly shaped cross 





bar, hinged at the front end, the end 
under the seat being removable. The bar 
can be quickly changed so as to swing 
down to the bottom of the upright seat 
frame, converting it into a bicycle for a 
girl. 

Being made of 1 in. seamless tubing, 
having ball bearing wheels with 1 and 
1% rubber tires, a hand brake, a tool bag, 
bicycle bell and parking stand, it is a sub- 
stantial and attractive item. 
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Chamber of Commerce of the United States Holds 
Annual Meeting—2500 in Attendance 


(Washington Bureau of HARDWARE AGE) 


T sia annual meeting of the Chamber of Commerce of the United 


States last week was one of the most interesting and illuminating it 


ever held. 


Its main topic was “The New Business Era,” and coming 
within that scope naturally were any number of subjects. They dealt with | 
economics, finance, production, consumption, distribution, taxation, the | 


tariff, merchant marine, life insurance, even social matters, and whatnot. 
The picture was given a heightened effect also by reason of the simul- 
taneous meeting of the Pan-American Commercial Conference and there 


were joint sessions held. 


Perhaps there were as many as 2500 delegates 


in attendance at the two meetings and they came not only from all sections 
of the United States but from all sections of Latin America and even from 


F.urope. 





The reaction from the sessions was that 
the future has a bright outlook from a 
point of business in the United States and 
business relations and expansions of trade 
are improving constantly between Latin 
America and the United States, a consid- 
erable part of which is due to a better 
understanding of the peoples of the two 
continents. There was obviously the usual 
talk about tariff barriers, a subject that 
has become somewhat threadbare, but that 
was to be expected. The term barriers 
ought to be turned over to some etymolo- 
gist for careful definition. But in these 
days a trade barrier is generally a barrier 
against some other country shipping its 
goods into the United States by the whole- 
sale at prices greatly under the American 
cost of production—and at the cost of a 
complete breakdown of the American 
standard of living. Trade barrier used in 
this sense is the opposite of what is meant 
by sensible tariff protection, a guard 
against an inundation of competitive cheap 
goods and a protection for American in- 
dustry and business. 

But the trade barrier talk, presented at 
the Pan-American conference, was at least 
‘interesting in the way of showing the 
slant of the mind of other nations and it 
is always well to understand that angle, 
even if it does not find a responsive chord. 


The Chamber conference showed that 
the business outlook for the East, the 


South, the North Central section and the 
Pacific Coast is altogether cheering, ex- 
cept that the agricultural situation still 
looms as the spot where the shadow falls. 
Silas Strawn, chairman of the board of 
Montgomery Ward & Co., gave an es- 
pecially interesting address on the business 
outlook on the agricultural situation which 
he frankly said is grave. The significance 
of the experimental distribution census of 
Baltimore, the first of its kind ever made, 
and the first concerted move to gage con- 
sumption, was explained by Paul T. Cher- 
ington of New York. He characterized 
it as the first mathematical picture of the 
distributing equipment of one of the chief 
cities of the country. The figures showed 
that the 1591 wholesale establishments in 
Baltimore sold $469,379,400 worth of goods 
in 1926 and that the aggregate sales of its 
11,452 retail establishments were $361,713,- 





000. It is expected that a nation-wide 
census of the same character will shed 


much light on the consuming capacity of | 
the American people and have a stabilizing | 


effect upon business by keeping production 
and consumption at an even pace. 

An immediate and substantial reduction 
in the corporate income tax was advocated 
in a resolution indorsed by the Finance 
Division session of the conference. 

“At the present time,” the resolution 
pointed out, “the corporations are the most 
universally taxed objects in the country, 
national, state and local governments all 
levying heavy toll. Quite apart from the 
burden placed on corporations, reliance on 
one source of revenue to the extent that 
the federal government now depends on 
the corporate income tax is a doubtful 
fiscal policy, since any vicissitudes such as 
a business depression which would mate- 


rially affect this one source might result | 
in a serious deficit in government reve- | 


nue. The resolution also advocated the 
repeal of the federal estate tax and the 
elimination of the remaining excise taxes 
on particular businessés.” 

A simplified practice recomfnendation, 
which reduces the variety of solid section 
steel windows manufactured from 42,814 
to 3010, and establishes a clear and con- 
cise method of classifying and indexing 
the divisions of products of the steel win- 
dow industry, was unanimously adopted on 
April 28 at a general conference in Wash- 
ington of manufacturers and users of these 
products, held under the auspices of the 
National Committee on Metals Utilization, 
Department of Commerce. The Simplified 
Practice Committee of the steel sash in- 
dustry, which has been at work for the 
past year on a survey of current statistics, 
based on production and sales records, 
presented its recommendation which, in ad- 
dition to reducing the variety of solid sec- 
tion steel windows, establishes a method of 
classifying and indexing the divisions of 
products of the industry. The ,recom- 
mendation lists a revised table of nomen- 
clature which will assist in classifying 
negotiations between manufacturers of 
these windows and the architects and gen- 
eral contractors. Sept. 1 was selected as 
the effective date for new production as 




















well as the time by which existing stocks 
ot the eliminated varieties are to be 
cleared. A standing committee of the in- 
dustry was appointed to take care of 
periodic reyisions with a view to keeping 
the recommendation abreast with the 
progress and development of the industry. 


The second Pan-American Standardiza- 
tion conference being held here this week 
follows the Pan-American Commercial 
Congress of last week and is one of the 
most important opportunities offered to 
those interested in Pan-American trade to 
mark down practical results from the 
meeting of business men and government 
officials from the various American coun- 
tries. The standardization meeting is con- 
fining itself to commodities which Latin 
America ships to the United States and its 
object is to present to and discuss with the 
Latin American delegates the classifica- 
tions which are used in the trade here with 
the object of getting the producers to con- 
form more nearly to those practices in this 
great national market. The background 
of the whole standardization movement 
will be set by a visit to the Bureau of 
Standards, where Director George K. 
Burgess will receive and entertain the dele- 
gates, showing them the big government 
plants where the engineering and indus- 
trial standards of the United States have 
their official origin. 


Hardware lines, such as washers, nails, 
tacks, etc., are embraced in the thousands 
of products affected in the voluminous de- 
cision of the Interstate Commerce Com- 
mission concerning rates from practically 
the entire country east of the Rocky 
Mountains to the southwest. The opinion, 
one of the most important and exhaustive 
ever rendered by the Commission, was 
handed down in connection with the so- 
called Southwestern Consolidated Cases 
and is so intricate that it will be a long 
time before its full effect is understood 
and the new rates provided are prepared in 
tariff schedules. That this is so is indi- 


cated by the fact that the Commission set 


the effective date for Dec. 5, giving more 
than seven months for preparation of the 
new schedules. Hardware products, like 
other iron and steel lines, are given a 
distance scale of rates fixed at 32.5 per 
cent of the first class rates and the result 
on the whole will be reduced rates, though 
in some instances it is probable there will 
be increases. The Commission said that 
the rate structure in the Southwest was in 
a chaotic condition and that it was worse 
in the iron and steel lines than in any 
other. So it proceeded to work up an en- 
tirely new structure. In adopting a dis- 
tance scale in place of groupings or out- 
and-out commodity and class rates, the 
Commission again showed the trend of 
rate making to turn to distances in an ef- 
fort to iron out inconsistencies. 
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General Market News 


Wholesale Markets F airly Active 


With Unseasonable Weather 
Retarding Spring Hardware Sale 


HOUGH unseasonable weather is reported in the majority of 
hardware markets jobbers report a fairly consistent wholesale 





demand for garden tools and other spring lines. 


Consumer in- 


terest has followed the weather causing retail records to fluctuate. The 
normal consumer demand has not yet assumed proper proportions but 
with a stretch of warm weather dealers expect a substantial sale on 


spring goods. 


Western markets appear more active than those in the East. Subur- 


ban districts are slightly ahead of city areas. 


Prices generally are 


firm. Stocks are satisfactory. Collections are reported fair. 





Farm Acreage Is Reduced 
Then Increased by Floods 


Commenting on the destruction caused 
by the Mississippi flood, The Bache Re- 
view tells the following strange, interest- 
ing story: 

“The old Water Monster destroys, but 
he also sometimes restores. We are told 
of a piece of bottom land in the Missis- 
sippi Valley region, the original title 
deeds of which called for 1300 acres. 
These original title deeds were dated 1811. 
Flood after flood had come during the 
century, and in 1896 there were only 200 
acres left; the river had washed away all 
the rest. In 1896, however, the monster 
began to make retribution and every flood 
that has come since has brought back 
land. The tract now has 1000 acres. The 
owner of the land expresses the opinion 
that the present flood will bring him an- 
other 40 or 50 acres.” 





March Retail Sales Up, Says 
Federal Reserve Report 


According to Federal Reserve Board 
reports issued from Washington, D. C., on 
May 2, the value of sales in retail stores 
was seasonally larger in March than in 
February, but the increase between the 
two months was less than is customary. 
Compared with March of last year sales 
of reporting department stores were 
slightly smaller, while those of mail or- 
der houses and chain stores were larger. 

Smaller sales of department stores in 
March of this year compared with 1926 
are explained in part by the fact that the 
date of Easter last year was early in 
April and a large part of the spring retail 
trade was in March, while this year 
Easter was two weeks later and the vol- 
ume of the customary spring retail buy- 





ing that was done in March was relatively 
small. 

Smaller department store sales in March 
than last year were reported in all sec- 
tions of the country except in the Boston, 
New York, and Chicago Federal Reserve 
districts, where they were slightly larger. 
Declines were largest in the Philadelphia, 
Richmond, Atlanta, and St. Louis districts. 
Statistics reported from forty-five sepa- 
rate departments at stores in seven [ed- 
eral Reserve districts showed smaller 
sales in twenty-two departments and 
larger sales in twenty-three departments. 





Tire Production at 


New Record Level 


New high records in automobile tire pro- 
duction are reported by the large rubber 
companies. The demand for tires from 
dealers and automobile manufacturers has 
surpassed that experienced in the spring 
of any previous year. 

The Goodyear Tire and Rubber Co., 
Akron, Ohio, recently manufactured its 
hundred millionth tire. 50,000,000 have 
been made in the last five years. 

Something like 40,000 tires a day are 
being turned out at the Akron plant of 
the B. F. Goodrich Co., Akron, Ohio. 

The Firestone Tire and Rubber Co., 
Akron, Ohio, are producing upward of 
45,000 tires a day. Other plants running 
at capacity are the Miller Rubber Co. and 
the General Rubber Co., Akron, Ohio. 





Bergstrom Stove Co. Enlarges 


The Bergstrom Stove Co. of Neenah, 
Wis., has purchased E. C. Dunning, Inc., 
manufacturer of furnace pipes and fittings. 
E. C. Dunning who was president has 
been elected secretary of the Bergstrom 
Co., and will be in charge of sales. The 
company will continue to maintain its 
general offices at Neenah. 











March, 1927, Building 
Volume Largest on Record 


Contracts awarded for building and 
engineering projects east of the Rockies 
during March, as reported by the F. W. 
Dodge Corporation, reached the largest 
volume on record. The total was nearly 
4 per cent larger than for March a year 
ago and 57 per cent larger than in Feb- 
ruary. Residential building contracts con- 
tinued smaller than a year previous, but 
commercial and educational construction 
and public works and utilities projects 
were larger. 

For the first quarter of this year, con- 
tracts awarded were about 4% per cent 
below the exceptionally large volume for 
the corresponding period of last year, but 
were 26 per cent larger than in the first 
quarter of 1925. As will be noted in the 
accompanying diagram, the decline from 
1926 was due chiefly to smaller amounts of 
industrial and residential building. The 
New York district showed a large reduc- 
tion from the first quarter of 1926, as 
did the southeastern district, which in- 
cludes Florida. The Chicago and Phila- 
delphia_ districts showed the largest 
increases. 


Addison-Leslie Has New 
Discount Sheet 


A new jobbers’ discount sheet has been 
issued by the Addison-Leslie Co.. of Can- 
ten, Mass., manufacturers of Plastic 
Wood, as of May 2. 








Influential Factors Continue 


Favorable, Says N. Y. Bank 


The general business situation continues 
to justift all reasonable forecasts made of 
it at the beginning of the year, says the 
National City Bank of New York. Not 
all developments have been satisfactory, 
but the balance of influential factors con- 
tinues to be of ,favorable character. 
Easter trade has been good where weather 
conditions have permitted, and bank deb- 
its and railway traffic have indicated dis- 
tribution generally to be in large volume. 
Steel production in March set a new high 
record, and April promises to show up as 
another active month even though not up 
to the level of Marchg The cotton goods 
branch of the textile industry is doing 
the best business in years, tire manufac- 
turers have had a big first quarter, and 
most of the motor companies, have en- 
joyed a good volume of sales. 

That business generally looks forward 
to the maintenance of activity during the 
current quarter is indicated by the esti- 
mates of car requirements submitted to 
the railroads by shippers’ advisory com- 
mittees in different parts of the country 
which anticipate a commodity movement 
in most lines equaling or slightly exceed- 
ing that of a year ago. 
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Chicago Sales Show improvement 
—Several Prices Change 


(Chicago office of HARDWARE AGE) 


seasonal expansion of the hardware trade in the unaffected 


| N spite of the heavy rains and resulting floods, there is a steady 


areas. 


Naturally the continual rains have retarded farm activi- 


ties seriously but, especially in the small grain districts the abun- 
dant moisture has developed a very optimistic feeling in regards to 


this year’s crop prospects. 


Spring and summer merchandise is moving from the wholesalers 
to the dealers is a very satisfactory manner, although it will take 


a few days of warmer weather to start sales for the dealers. 


Staple 


items are also in good demand and the total volume of business re- 
ported by the jobbers is running about even with the same period 


last year. 


There is a slight slowing down in the steel industry in the Chi- 
cago district due largely to the failure of the automobile interests 
to take as much steel as was anticipated earlier and of the railroads 


to buy as freely as was expected. 


However, contracts for structural 


steel are large and the mills are continuing to operate a little bet- 


ter than 85 per cent capacity. 


There are several price changes reported this week. Manufac- 
turers of builders’ hardware announce another advance on lock-sets 


ranging from 10 to 331, 
followed the last previous raise. 


per cent, although jobbers have not yet 


Jobbers’ quotations on hinges are 


up approximately 10 per cent following a recent advance by the 


makers. 


Other price changes are rather unexpected declines of 


half a cent on manila rope and one cent on sisal and a drop of two 


and a half dollars per hundred pounds on solder. 


Alcohol took a 


sharp advance of ten cents per gallon. 


Collections are satisfactory. 


AUTOMOBILE ACCESSORIES.—With 
the coming of mild weather sales are 
increasing rapidly. 


We quote from jobbers’ stocks, 
"Ps Chica cago 

Spark Plugs. —Splitdorf, for Fords, 
50c. each; regular, 58c. each; Cham- 
pion X, ‘45e. each; Champion Blue 
Box line, 53c. — A. C. 53c. each; 
lots of 100, 50c.; A. C., Special Ford, 
36c, each. 

Spot Light. — Appleton, No. 3280, 
$6.50 each. 

Cihtains.—Non-skid, dozen pair lots, 
35 per cent discount. 

Jacks.—National Standard, No. 21, 
$1.30 each. 

Pumps.—Rose, 1% in. 
$1.85 each. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $8.75 each: regular 
cord, $6.60 each: gray inner tubes, 
30 x 3%, $1.24 each; red inner tubes, 
30 x 3%, $1.45 each. 


BASEBALL GOODS.—With the sea- 
son now open dealers’ stocks are mov- 
ing fast and there is a good volume of 
replacement orders eveloping. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Goldsmith Official 
League Balls, $15 dozen; Special 
Official League balls, $8.90 dozen: 
Slugger bats, $16.20 dozen. 


BOLTS AND NUTS.—Sales are un- 
usually heavy as dealers stock up on 
all sizes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 60 per cent discount; small 
carriage bolts, rolled thread, 60-10 
per cent discount; machine bolts, cut 
thread, 60 per cent discount: small 
machine bolts, rolled thread. 60-10 
per cent discount: all stove bolts, 75- 
10 per cent discount; lag screws, 60 
per cent discount. 


cylinder, 








BUILDERS’ HARDWARE. — While 
jobbers have not yet advanced prices, 
the manufacturers announce an advance 
on lock sets ranging from 10 to 33% 
per cent and an additional advance on 
butts by the makers is looked for. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, 
$1.80 per doz. pair, case lots—less 
quantities, 12c. per doz. pair higher; 
4 x 4 steel butts, old copper and dull 
brass finish, $2.62 per doz. pair; 
heavy steel bevel inside sets, $4.60 
per doz. sets; steel bit-keyed front 
door sets, $1.35 per set; wrought 
brass bit-keyed front door sets, $2.40 
per set; cylinder front door sets, 
$5.50 per set. 


CHAIN.—The demand is fair to good 
and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: *% inch proof coil 
chains, $8. 50" per 100 Ib. Henso Bull 
Dog and Brown coil — 50-10 per 
cent discount. No, 00-414 electric 
welded cow ties, $2.75 per dozen. 


COPPER RIVETS AND BURRS.— 
Prices are without change and sales 
are satisfactory. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-5 per cent discount. 

EAVES TROUGH, PIPE, ETC.—Gen- 
eral rains have brought larger than 
usual sales. Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b, Chicago: 28 gage single bead 
lap joint gutter, 5-in., $4.50 per 100 
ft.; corrugated conductor pipe, 3-in., 
$4.80 per 100 ft.; plain ridge roll, 
1%-in., $3.65 per 100 ft.; corrugated 
conductor elbows, 3-in., $1.51 doz. 





ELECTRICAL MERCH ANDISE.— 
Heating appliances, particularly elec- 
tric irons, are moving in better volume. 
No price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Electrical Merchandise. — No. 14 
rubber covered wire, $6.50 per 1000 
ft.; in 1000 ft. lots, $6.00; No. 18 lamp 
coras, $12.50 per 1000 ft.; in 1000 ft. 
lots, $12.00; %-in., brush brass key 
sockets, 15%c. each; two-way plugs, 
45c. each; in lots of 10, 40c. each; 
two-piece attachment plugs, 7%*c. 
each dry cells, boxes of 50, 32%c. 
each; less than case -t_™ 36c. each. 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 776, pack- 
ages of 10, $1.30; No. 767, $2.62 each; 
No. 767, packages of 5, $2.44 each; 
No. 770, $3.40 each; No. 770, pack- 
ages of 5, $3.17; No. 772, $2.62 each; 
packages of 5, $2.44; No. 486, $3.58 
each; No. 486, packages of 5, $3.33. 

Battery Chargers.—Apco line, lots 
of less than 10, $13.50 each. 


FIELD AND POULTRY FENCE.— 
Sales are still well ahead of last season, 
with poultry fence breaking previous 
records. Prices are firm and unchanged. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: 726-6-12%, $28.68 per 
100 rods; 1948-14%, $43.62 per 100 
rods; 2158-6-14%, $48.98 per 100 rods. 


FILES.—A good volume of orders is 
being received and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
50 per cent off list. 


FISHING TACKLE.—The demand for 
all kinds of tackle is increasing steadily 
as the season advances. 


We ‘quote from jobbers’ stocks, 
f.o.b. Chicago: Bronson No. 100, $2.25 
each; Chicago level winding reel, 
a each; Symploreel No. 752, $4.90 
each. 


GALVANIZED WARE.—There is a 
firming up of the makers’ recent ad- 
vance of 5 per cent on tubs and pails. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after-made tubs, No. 1, $6.00; No. 
$6.85; No. 3, $8.00; 10 qt. galvanized 
after-made pails, $2.12; 12 qt., $2.33; 
14 qt., $2.60. One gal. all galvanized 
oil cans, $2.75 doz.; 2 gal., $4 =: 3 
gal., $6.00 doz.; 5 gal - $7.00 doz.: 1 
bu. galvanized baskets, $6.20 doz.; 
No. 26% bu. bailed galvanized meas- 
ures, $4.50. 


GARDEN HOSE AND LAWN 
SPRINKLERS.—With the continued 
heavy rains sales have been light, but 
a few days of warm weather should 
start the seasonal demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, %-in., llc., per 
ft.; %-in., 12%c. per ft.; 5 ply, good 
quality, wrapped, %-in., 8c. per ft.; 
%-in., 9%c. per ft. Lawn sprink- 
lers, Rain King, $28 a doz.; original 
fountain sprinklers, $6.00 doz.; Rain- 
bow, 38-in. high, $24 a doz. 


GLASS AND PUTTY.—tThe demand is 
rather quiet and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 
25-in. bracket, 87 per cent discount; 
single strength A, all other brackets, 
86 per cent discount; single strength 
B up to 25 in., 88 per cent discount, 
and balance 87 per cent discount: 
double strength A, all brackets, 86 
per cent discount; double strength 
all brackets, 87 per cent; putty, pure 

grade, $4.25 per 100 lb.; commercial, 
$3.50 per 100 Ib. 
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HANDLED HAMMERS AND 
HATCHETS.—The tool demand con- 
tinues very active, better grades pre- 


dominating. No price changes. 
HAMMERS— 


We quote from jobbers’ stocks, 
f.o.b, Chicago: First quality, 16 oz. 
nail hammers, $12 a dozen; Maydole, 
$12.60 a dozen; 16 oz., machinists’ 
hammers, first quality, $9.20 dozen; 
competitive grade, 16 oz., nail ham- 
mers, $6 to $8. 


HATCHETS— 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL.—Sales 
are normal for this time of year. 


Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. — Straight 
chucked and _ bored, best grade, 
44%4-ft., $4.15 doz.; 5 ft., $5.00 doz.; 
XX a ft., $3.65 doz.; 5 ft., $4.45 
= = , 4% ft., $2.35 a 5 ft., $2.7 


Hay Fork Handles.—Bent-chucked 
and bored, best ag with strap, 
ferrule and cap, 4% ft., $6.20 doz.; 
5 ft., $7.10 doz.; XX 4 ft., $5.00 doz.: 
4% ft., $5.40 doz.; 5 oo" $6.25 doz. ; : 


v 
v 


XX — 4% a $3. doz.; 5 ft., 
es 80 doz.; X pla in, 4% "he, $2. 70 doz. ; 
ft., $ .25 doz. 


Manure Fork Handles.—Bent, best 
grade, plain, 4 ft., $4.35 doz., 4% ft., 
$4.70 doz.; XX plain, 4 ft., $3.85 doz.; 
4% ft., “$4. 15 doz.; plain, 4 ft., $2.50 
doz.; 4% ft., $2.85 ‘doz. 

Garden Hoe he er ty" 4% ft., 
$3.20 doz.; X, 4% f $2.2 OZ. 

Garden Rake Be. a xX, 5% ft., 
$4.80 doz.; 5% ft., $3.05; 6 ft., 4.00. 

Shovel Handles.—Regular Pattern, 
XX, 4% ft., $6.10 doz.; X, 4 ft., 
$3.50 doz.; D ays best grade, 


Spade yw ee ae handles, best 
grade, $6.80 doz.; X, $5.2 


HANDLES, TOOL-~The hae volume 
of business keeps up and with hickory 
scarcer each year prices will continue 


firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe WHandles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer WHandles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz 


HINGES.—tThe long expected advance 
of jobbers’ prices at last followed the 


manufacturers’ advances. 


We quote from jobbers’. stocks, 
f.o.b. Chicago: Heavy strap hinges in 
bundles, 4-in., 80c.; 5-in., $1.06; 6-in., 
$1.28; 8-in., $2.05; 10-in., $3.45 per 
doz. pair; extra heavy T hinges, in 
eg 4-in., $1.10; 5-in., $1.35; 6- 
_ , $1.53; 8-in., $2.49; 10-in., $3.71 per 
oz. 


ICE CREAM FREEZERS. 
fair, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1 
t., $4.80 list; 2 qt., $5.60 list; 3 qt., 
$6.75 list; 4 qt., $8.25 list; 6 aqt., 
$10.45 list; 8 qt., $13.40 list; 10 qt., 
$17.90 list; 12 qt., $21.50 list; 15 qt., 
$25.60 list; 20 qt., $33.20 list; 25 qt., 
$42.60 list; Arctic, 1 qt., $4 list; 2 qt., 
$4.60 list; 3 qt., $5.45 list; 4 qt., $6.80 
list; 6 qt., $8.60 list; 8 qt., $11.10 list. 
All the a — less 50 per cent dis- 
count. ao ka, 1 oti oa 05 list; 2 qt., 
$3.45 list; qt. 4.10 list; 4 at., 
list; 6 at., $6 0 Het: ’ qt., $8.20 list: 
10 qt., $10.75 list; 12 qt., $14 list; 15 
t., $17 list; 20 qt., $21.50 list. A dis- 
count of 20 and 10 per cent on all 
above prices. Acme, 2 aqat., galv., $8 
per doz.; 2 qt., enamel, $10 per doz.; 
4 qt., enamel, $18 per doz. Above 
prices are net. 


‘LAWN MOWERS.—Cool rainy weather 
is retarding sales somewhat. Prices 


-are unchanged. 
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We quote from jobbers’ stocks, 
f.o.b, Chicago: 16-in., ball bearing, 
5-knife, ll-in. wheels, $12.35 each; 
16-in., ball bearing, 4-Knife, 10%-in. 
wheels, $10 each; 16-in., plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each; 16-in., ball bearing, 4-knife, 
9-in. wheels, $7.85 each; 16-in., plain 
bearing, 4-Knife, 9-in. wheels, $7.35 
each; 16-in, ball bearing, 4-Knife, 
8-in. wheels, $8 each; l16-in., plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each. 


NAILS.—Sales are better than at any 
recent previous period, with prices well 
maintained. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire and 
cement-coated nails, quantity orders, 
$2.95 per keg base. 

OIL STOVES.—tThere is a steady sea- 
sonal increase in the demand. Prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 


PERFECTION 
6 BT PTC Ter eT TTT $17.50 
ee FF ee a 22.50 
eT ere 28.50 


Perfection dealers’ discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 


PURITAN (improved Model) 


Se Oe OS, oo oe kcncc beads $17.50 
ee ee ee coe bce ck cconee 22.50 
Ss sw ag ale 28.50 


Puritan discounts the same as 
Perfection. 


NESCO—June 1 


RR Ee $17.50 
No. 213 3 EP 22.00 
oe EF 28.00 
No. 1103 high shelf only........ 6.50 
No, 1104 high shelf only Sd ahh Sl 8.00 


With vitreous enameled stove tops 
and splash backs: 
Pes Be Se Me ccccwcccecseda ri 
Bee, BOO | WONG 6 occvccwcceccs 
Nesco dealers’ discount, 30 a . 
per cent. 


Oil Ranges 


Nesco Rolo, 5 burners and oven.$90.00 
No. 400 Built in oven model.... 63.00 
Dealers’ discount, 30 and 5 per 


cent, 

Ovens 
No. 211 1 burner, plain door... .$2.50 
No. 211G 1 burner, glass door.... 2.70 
No. 112G 2 burners, glass door... 6.00 


Dealers’ discount, on 10 or more, 
30 and 5 per cent; less than 20, 30 
per cent. 
PURITAN 
No. 42G 2 burners, glass door....$5.50 
Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 


cent. 
NESCO 
No. 05 1 burner, solid door..... $2.00 
No 5 1 burner, glass door..... 2.15 
No. 020 2 burners, solid door. 4.25 
No. 20 2 burners, glass door. 4.50 
No. 301 2 burners, glass door, 
thermometer ...... 6.40 


Wicks, Etc. 


Rockweave wick, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil cook 
stoves, ovens and heaters. 


PAINTS AND OILS.—Alcohol takes an 
advance of 10 cents. Other prices are 
firm. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: 

Linseed Oil.—Raw, barrel lots, 90c. 
per gal.; 5-barrel lots, 87c. per gal. 

Linseed Oil — Boiled, barrel lots, 
se per gal.; 5-barrel lots, 90c. per 
gal. 


P Denatured Alcohol. — Barrel lots, 
52c. per gal.; steel drums extra $6, 
returnable. 


Turpentine.—Drum lots, 87c. 

White Lead. —500-lb. lots, $13.75 
per 100 Ib., net; 100-lb. lots, $14: 50- 
Ib. lots, $7. = 25-Ib. lots, $3. 65; 12%- 
Ib. lots, $1.85 

Shellac. —(4%-b, cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib 
oe Paste.—Barrel lots, 7%ec. per 
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PREPARED ROOFING.—Spring vol- 
ume of orders is unusually good. No 
recent price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared _ roofing, 2.50 per 
square; best grade talc surfaced, $2.65 
per square; medium talc surfaced, 
$2 per square; light tale surfaced, 
$1.20 per square; red rosin sheath- 
ing, $57 per ton. 


PYREX WARE.—Dealers who cater to 
the wedding and anniversary idea are 
finding sales good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.— No. 212, $7.20 doz.; 
No. 214, $12 doz. 

New Handled Casseroles.—Round, 
No. 622, $12 doz.: No. 623, $14 doz.; 
Oval, No. 632, $12 doz.; No. 633, $14 
doz.; Shallow Oval, No. 642, $12 doz.; 
No, 643, $14 doz. 

Pie Plates.—No. 208, $6 per doz.; 
No. 209, $7.20 per doz. 

Tea Pots.—2 cup, $21 doz.; 4 cup, 
$24 doz.; 6 cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


SASH CORD.—The demand is very 
good, and an advance in prices is 
rather expected. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7, standard 
brands, $6.95 per doz. hanks; No. 8 
$7.90 per doz. hanks. 


SASH PULLEYS.—The demand is 
active and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.; barrels, 54c. doz. Common- 
sense, 2 in., 60c. doz.; barrels, 54c. 
a No, 110, 46c. doz.; barrels, 42c. 
OZ. 


SCREEN DOORS AND WINDOW 
SCREENS.—Sales are reaching their 
height, with galvanized cloth showing a 
decided increase. Prices are without 
change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Screen doors, No. 266, 
2-8 x 6-8, $18.15 doz.; No. 296, 2-8 x 
6-8, $22.50 doz.: No. 311, 2-8 x 6-8, 
$27.20 doz. Window screens, No. 
1833, $4.05 doz.; No. 2433, $4. 15 doz. 


SCREWS.—Rather a better demand 
than normal, with prices generally firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 75-20-10-10 per cent; round 
head blued, 72%-20-10-10 per cent; 
flat head brass, 72%-20-10-10 per 
cent; round head brass, 70-10-10-10 
per cent, 


SOLDER AND BABBITT.—Prices are 
slightly lower, though the demand con- 
tinues active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 
solder, $42.50 per 100 Ilb.: medium, 
45-55 solder, $41.50 per 100 Ilb.; tin- 
ners’ 40-60 solder, $40.50 per 100 Ib.; 
high speed babbitt metal, $20 per 100 
lb.; standard No. 4 babbitt metal, $13 
per 100 Ib. 


STEEL SHEETS.—Orders are in usual 
volume and prices seem to be firming 
somewhat. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.30 per 100 Ilb.; 28-gage black 
sheets, $4.20 per 100 Ib. 


WIRE PRODUCTS.—tThere is a no- 
ticeable increase in the demand. Pres- 
ent prices are steady except for the 
largest orders. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $2.95 per 100 Ib.: No. 9 galvan- 
ized plain wire, $3.40 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.65 per cwt.; 80 rod 
spool of galvanized hog wire, $3.18 
per spool. Polished fence staples, 
$3.40 per 100 Ib. 
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HARDWARE AGE 





May 12, 1927 


Bookings of First Four Months of 1927 
3 Per Cent Better Than That of Last Year 


(Cincinnati office of HARDWARE AGE) 


ALES of local jobbers in April were well sustained at a satis- 
factory level, the volume of business comparing favorably with 


that in the same month last year. 


In fact, bookings during the 


first four months of 1927 show an increase of approximately 5 per 


cent over those in the same period of 1926. 


Indications are that 


this encouraging condition will be maintained throughout May. 
There have been many price changes in this market. Wire cloth 
and poultry netting have advanced, while inside sets have gone up 


about 30 per cent. 


An increase of from 15 to 25 per cent on all 


other builders’ hardware items is anticipated in the next two weeks. 
On May 1 rope decreased 14c. a lb. A new list on bolts and nuts 


has been issued by jobbers. 
are reported in paint products. 


Variations from former schedules also 


As the summer season draws near the jobbing trade is aggres- 


sively soliciting business on seasonal items. 


The prices of croquet 


sets, camp stoves and lawn swings are unchanged from last year. 
Spring commodities have been moving at a fairly good rate, and 
demand for staple goods has been considered normal. 

Activity in builders’ hardware, roofing material and eaves trough 
and conductor pipe has been below the average for this time of 


the year. 


Retail trade has been better than in 1926. 





AUTOMOBILE ACCESS ORIES.— 
Sales have been fairly good. and the 
total volume of business this year has 
been about on a par with that in 1926. 
Demand for tires and tubes is only 
moderate. Quotations are unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 

Luggage Carriers.—Light weight, 
65c. each; 60c. in lots of 10; heavy 
weight, 80c. each; 7ic. in lots of 10. 

High Lustre Automobile Polish.— 
%-pt. size, $4 per doz.; 1-pt. size, 
$8 per doz.; 1-qt. size, $12 per doz. 

Ford Replacement Springs.—7- -leaf 
front spring, $1.25 each; 8-leaf front 
spring, $1.45 each; 9-leaf front spring, 
$1.95 each; 9-leaf rear spring, $4.55 
each: 10-leaf rear spring, $4.90 each. 


BASEBALL GOODS.—tThe spring sea- 
son for the jobbing trade has been 
fair. Many items still are moving in 
considerable volume. 


We quote from Cincinnati jobbers’ 
stocks: 

Balis.—No. 97, $15 per doz.; No. 99, 
$16.80 per doz.; No. 70, $7.80 per doz.; 
No. 47, $4 per doz.; No. 45, $2 per 
doz.; No. 17, $1.20 pe r doz.; No. 35, 
80c. per doz. 

Bats.—No. 02, $2 per doz.;: No. 4, 
$3 per doz.; No. 8, $4 per doz.; No. 
9, $5.40 per doz.; No. 13, $7. 20 per 
doz.; No. 16, $10.80 per doz.; No. 5, 
$12 per doz.; No. 40, $16.20 per doz.; 
No. 250, $21 per doz.; No. 40K, $21 


per doz. 
Basemen’s Mitts. — No. 145, $3.95 
each; No. 131, $2.25 each; No. 151, $2 


each; No. 123, "$1.95 each: No. 110, S0c. 
each. 

Catchers’ Mitts. — No. 226, $4.90 
each; No. 210, $4.60 each; No. 188, 
$2.67 each: No. 186, $1.95 each: No. 
185, $1.33 each; No. 182, 84c. each. 

Fielders’ Gloves. — No. 27, $1.40 
each; No. 44, $2.25 each; No. 37, $1.85 
each: No. 34, $1.50 each: No. 19, $1.05 
each; No No. 14, 67c. each: No. DW, 
$4.35 each: No. BL, $6.50 each: No. 
73, $4 each: No. 68, $3. 33 each. 


BOLTS AND NUTS.—Prices have 
been altered, jobbers now asking 60 and 





10 per cent off the new list recently is- 
sued. Orders are being placed con- 
servatively by retailers. 
We quote from Cincinnati jobbers’ 
stocks: 
Machine bolts, carriage bolts, stove 
bolts, and semi-finished nuts, 60 and 
10 per cent off list. 


BUILDERS’ HARDWARE. — Inside 
sets have been advanced to $5.50, the 
new price representing an increase of 
approximately 30 per cent. On the 
other hand, sash weights have dropped 
off 10c. While no changes have been 
made on other items, a general in- 
crease of from 15 to 25 per cent is 
expected in the next 10 days to con- 
form to new quotations announced by 
manufacturers. 

We quote from Cincinnati jobbers’ 
stocks: 

Butts.—Steel, dull brass and an- 
tique copper, case lots, 3% x 3, 
l4c. per pair net; 4 x 4, 20%c. Less 
than case lots, 3 x 3%, 15¢e.: 4 x 4, 
21e. 

Sash Weights.—Sash weights, $1.85. 


Inside Sets.—Square bevel inside 
sets in case lots, $4.10 per doz. 


CROQUET SETS.—Prices for this year 
show no variation from those of 1926. 
Jobbers now are actively soliciting busi- 
ness on this item. 


We quote from Cincinnati jobbers’ 
stocks: No. 5, four-ball set, $1.50; No. 
10, six-ball set, $1.85; No. A, eight- 
ball set, $2.15; No. 3, eight- ball set, 
$4.20; No. 1, eight-ball set, $3.15. 

CAMP STOVES.—tThis year’s quota- 
tions on this commodity are the same 


as those last year. 
We quote from Cincinnati jobbers’ 
stocks: 
Coleman No, 2, $8.50 each; Coleman 
No. 9, $6.25 each. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Sales during the spring season 





have been below normal, according to 
reports from a number of local jobbers. 
Prices, however, are steady. 


GARDEN TOOLS.—Business has con- 
tinued to be steady during the last two 
weeks. 


We quote from Cincinnati jobbers’ 
stocks: 

Hoes. —Ilowa socket hoes, 6%-in., 
$9.96 per doz.; lowa cotton hoes No. 
P6%, 4% in., $7.37 per doz.; lowa 
planter hoes, No. P6%, 414-in., $7.95 
per doz.; lowa weeding hoes, No. 
2P, $4.80 per doz. 

Rakes.—No. 145M, $5.64 per doz.; 
No. 314 Iowa, $9.84 per doz.; special 
-  elalocraes steel, 14-tooth, $4.50 per 
OZ 

Spades.—No. JOW, $21.12 per doz.; 
No. OHW, $19.80 per doz.; No. 
OLDSP, $10. 80 per doz. 


GALVANIZED SPRINKLERS.—Con- 
siderable stock is being moved by the 
retail trade, and total sales have been 
about normal for this time ot the year. 


We quote from Cincinnati jobbers’ 
stocks: 4-qt. sprinkling pots, $5.50 
per doz.; 6-qt. sprinking pots, $6 per 
doz.; 8-qt. sprinkling pots, $7.10 per 
doz.; 10-qt. sprinkling pots, $8 per 
doz.; 12-qt. sprinking pots, $9.50 per 
doz.; 16-qt. sprinking pots, $11.75 per 
doz. 

GLASS.—Sales have been fair, but the 
wet weather recently has interfered 
somewhat with trade. Prices have been 


steady. 

HOSE ATTACHMENTS.—Here there 
has been no change. Shipments to re- 
tail dealers have held up well. 


We quote for delivery in the spring 
of 1927. 

Diamond nozzles, $3.60 a doz.; Pet 
nozzles, $4. a doz.; Gem nozzles, 
$5.50 a doz. 


ICE CREAM FREEZERS.—More re- 
tailers are ordering this commodity, 
which should sell well in the next two 
months. 


We quote from Cincinnati jobbers’ 
stocks: 

White Mountain.—1-qt., $2.43 each; 
2-qt., $2.83 each; 3-qt., $3.38 each; 
4-qt., $4. 13 each; 6-qt., $5.23 each; 


We ae -qt., $2 each; 2-qt., $2.30 


each; 3-qt., 3. 78 each; 4-qt., $3.40 
each; 6-qt., $4.30 each: 8-qt., $5.55 
each. 


Peerless.—l-qt., $2.95 each; 2-qt., 
$3.45 each; 3-qt., $4.10 each; 4-qt., $5 
each; 6-at., $6.30 each; 8-qt., $8.20 
each. On all sizes of Peerless a dis- 
count of 25 and 10 per cent applies 
on the above prices. 


LAWN HOSE.—Jobbers have been able 
to dispose of substantial quantities of 
this item. 


We quote for 1927 delivery from 
local jobbers’ stocks: 

Leader Hose.—*,-in., .75 per 100 
ft.; Red Dandy, %4-in., $11 50 per 100 
ft.: molded hose, %-in., on reels, 
$10.50 per 100 ft. 


LAWN MOWERS.—Sales have been 
large, and jobbers are gratified at the 
trend of business. 


We quote from Cincinnati jobbers’ 
stocks: 

Cheap Grade.—12-in., $5 each; 14- 
in., $5.20 each; 16-in., $5.50 each. 

Ball Bearing.—14-in. medium grade, 
$8 each; 14-in. good grade, $9 each; 
14-in. best grade, $11 each: 16-in. 
medium grade, $8.25 each; 16-in. 


(Continued on page 86) 
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General Improvement of ‘Trade Conditions 
Reported in Northwest Territory 


(Minneapolis office of HARDWARE AGE) 


HE past week has seen rapid advancement in the matter of 
drying out the fields and roads, to the point where normal 


activities can be pursued. 


In all of the dry territory it has 


been possible to get the spring seeding completed, and the work is 
practically complete in the sections where there is heavier soil. 
With this change for the better in conditions, there is a notice- 
able improvement in retail trade in general. The demand the mer- 
chants have been awaiting is beginning to manifest itself. 
Collections in the territory tributary to the Twin Cities show but 
little change during the past month. 


AUTOMOBILE TIRES.—Demand is 
improving rapidly with the drying out 
of the roads and the great increase in 
driving. A Sunday drive anywhere 
will reveal many motorists repairing 
tires, which means new tire business for 
some one shortly. Prices are un- 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mansfield tires, 30 
x 3% Liberty cord, $6.60; heavy duty 
oversize, $8.75; 32 x 4 Liberty cord, 
$11.15; heavy duty oversize, $14.50; 
balloon tire, 29 x 4.40, $9.65; 30 x 
5.25, $15.95; heavy duty, 32 x 6.20, 
$26. 75; tan tubes, 30 x 3%, $1.70; 32 
zs <4 $2.60; 34 4%, $3.25; balloon 
tire tubes, gray, “91 x 4.40, $1.90; 29 x 
4.40, $2.95; 30 x 5.25, $2.70: 32 x 6, 
$3. 20; 32 x 6.20, $3. 70 each, net. 
AXES.—Call for axes is fair, with 
stocks well filled. Demand is showing 
for construction purposes, raad work 
and other uses. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $16 per dozen and 
double bit base weight at $21.50; 
Plumb’s Dreadnaught unhandled sin- 
gle bit, $14.50; double bit, $19.50; 
handled, single bit, $19.50; double bit, 
$21.25 doz. net. 

BOLTS.—Sales are fair, with stocks 
well filled. Prices are firm as quoted. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
60 per cent; machine bolts at 60 per 
cent; stove bolts at 75 per cent; and 
lag screws at 60 per cent from new 

lists. 
BRADS.—With the steady increase in 
the building program, demand for 
brads is growing. Stocks are in good 
condition, with prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes at 75 per cent from lists. 


BUILDING PAPER.—With construc- 
tion work well under way, building pa- 
per is selling more freely. Stocks are 
ready for the call, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin sized 
paper at $2.90 and tarred felt at 
$3.10 cwt., net. 


CHURNS.—Demand is beginning to 
improve in this line also. Stocks are 
well filled, with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns 
at 33% per cent from lists. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Call for materials in 
this line is showing a slight improve- 
ment with the opening of spring con- 








struction work. Stocks are ready for 
the demand, with prices still unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28 ga., slip joint, 
single bead, 5-in. eaves trough, $5.50 
per 100 ft.; 28 ga., 3-in., conductor 
pipe, $5.40 per 100 ft., and 3-in., con- 
ductor elbows, $1.73 per doz., net. 


FIELD FENCE.—Farmers are now 
turning their attention to their miscel- 
laneous tasks around the farm, and 
fencing is selling better than at any 
time this spring. Prices are revised 
in this report. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 10 ga. top and bot- 
tom 13 ga. intermediate, 6-in. stay, 
26-in., $27.93; 32-in., $32.40; 39-in., 
$37.28 per 100 rods, net. 

FILES.—Sales are maintaining a fair 
volume, with stocks well filled. Prices 
show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities Best grade files at 
50 per cent and second grade files at 
60 per cent from lists. 


GALVANIZED WARE.—Certain lines 
show a good demand, with dealers ready 


to supply all calls. Prices have not |}. 


changed. 

We quote from jobbers’ stocks, 

f.o.b. Twin Cities: Standard No. 
a go tubs at $7.25; No. Fa = 00; 
No. 3, $9.25; heavy tubs, No. "$12 .60; 
No. “5 $13.80; No. 3, $15; slanhoed 
10-qt. pails, $2.55; 12-qt., $2.90; 14-qt., 
$3.25: stock pails, 16-qt., $5, and 18- 
qt., $5.50 per doz. net. 
GLASS AND PUTTY.—Sales are show- 
ing a good increase in this line, with 
stocks ready for the call. Prices have 
not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 8&7 per cent, 
double strength, 88 per cent, and 


strictly pure putty in 50 Ib. drums at 
$4.85 cwt., net. 


HAMMERS AND HATCHETS.—Small 
tools are selling better as the building 
season advances. Stocks are full, with 
prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole No. 11%, 
nail hammers, $12.60; Plumb, No. 
HF81, $12; Plumb, No. HF145, $6.12: 
Riverside, No. 611%, $12.00; Plumb 
broad hatchet, No. 2, $16.40; Shing- 
ling, No. 2, $12.50; Claw, No. 2, $13.75 
doz., net. 


HOSE.—Dealers are beginning to note 
sales of lawn hose to the home owner. 
Stocks are well filled, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Bull Dog, % in., 





7-ply 13%c. ft.; Competition, % in., 
3-ply, 7c. ft. Good Luck, % in., 6- 
ply, 10c. ft.; Electric double braid, 
5 in., 50-ft. lengths coupled, 14%4c. 
ft., net. 


ICE CREAM FREEZERS.—Demand is 
steady, though not large. Stocks are 
well filled, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
4-qt. freezers at $4.13 and 8-qt., at 
$6.75 each, net. 


LAMPS AND LANTERNS.—Call for 
lanterns is declining as the days grow 
longer. Stocks are being held down to 
a low point. Prices have not changed. 


We quote from jobbers’. stocks, 
f.o.b. Twin Cities: Long or _ short 
globe tubular lanterns, No. 2, $13 
0z.; No. L327 Coleman lanterns, 
$5.25; No. L427, $6; No. C329 lamps, 
$6.25; No. C318, $7; No. C317, $7.40 


LAWN MOWERS. —Call for mowers is 
beginning to be noticed. Stocks are 
ready for the sales, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia Styles 
A and C, 45 per cent; Style K, 40 per 
cent; Riverside ball-bearing, 14 in., 
$7.90; 16-in., $8.15, and 18-in., $8.45 
each, net. 


MILK CANS.—Retail demand is 
slightly better than a month ago. 
Stocks are ready for the spring sales. 
Prices are unchanged from last report. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5 gallon 
milk cans, $2.65; wide neck, &-gal., 
an ele wide neck, 10-gal., $3.30 each, 
net. 


NAILS.—With other wire materials, 
nails show a decline. The change is 
only slight, but will possibly stimulate 
sales to some extent. Dealers are ready 
for the demand, though carrying as 
light stocks as possible. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.10 per keg, base, and ce- 
ment coated wire nails in 100-lb. kegs 
at $3.10 per keg, base, net. 


OIL HEATERS.—tThere is a steady 
demand in this line, with stocks ample 
for present needs. Prices have not 
changed. , 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Nesco Perfect oil 
heaters, No. 12, $5.50; No. 15, $7.00; 
No. 016, $8.25; No. 0190, Ba 0.50; No 
151, $7.50; No. 0161, $8.7 No. 01 91. 
$11.00: No. 505 Giant, $11.35: No. 605, 
$12.75 each, with discount in quanti- 
ties less than ten, 30 per cent; ten or 
more, 30-5 per cent. 


PAINTS AND WHITE LEAD.—There 
is evidently a better tone to the retail 
market. This is the time of year when 
Clean Up and Paint Up campaigns are 
going strong, and this, with the regu- 
lar building work call, is having the 
desired effect. Stocks are well filled, 
with prices steady and firm. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: First grade house 
paint at $2.80 per gal. in 1 gal. cans, 
and white lead in 100 lb. containers 


at $12.64 cwt., net. 
PLANTERS.—Corn and potato plant- 
ers are selling well. Stocks are well 
filled, with prices firm. 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Acme corn plant- 
ers, or Acme potato planters at 
$9.75 doz., net. 

POULTRY NETTING.—tThis class of 
goods is selling well. Stocks are well 
filled, with prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hexagon mesh 


poultry netting at 60 per cent from 
lists. 


PUMPS.—Call for water supplies 
shows a slight’increase. Stocks, while 
not heavy with dealers at present, are 
ample for the call. Prices have not 


changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming, No. 440, 
plain spout windmill force pumps, 
6-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495 underground discharge 
windmill force, adjustable’ stroke, 
$14.35; No. 415, $14.65; No. 103, hand 
lift, 6-in. stroke, $14.25; No. 182 hand 
lift, 6-in. stroke, 6-ft., set length, 
$5.25 each, net. 


REGISTERS.—tThere is a fair demand 
for registers, with stocks ample for 
the call. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron registers, 
20 per cent, and wrought steel regis- 
ters, 40 per cent from lists. 


ROPE.—Sales are steady, though not 
particularly heavy. Stocks are well 
filled. Prices are changed slightly. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope 25c. Ib., base and best grade 
sisal rope, 17c. Ib. base. 


SANDPAPER—Call for sandpaper is 
slightly improved with the increase in 
construction and decorating work. 
Stocks are full, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper, 85c. per box of 100 sheets; 
second grade, No. 1, 77c. per box of 
100 sheets, and garnet paper, No. 1, 
$16.75 per ream, net. 


SASH CORD AND WEIGHTS.—all 
for this class of hardware is gradually 
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improving as construction work pro- 
gresses. Stocks with dealers are ample 
for the call. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord, 61c, Ib., second grade, 3lc. Ib., 
and cast iron sash weights, $2.10 
cwt., net. 


SCREEN DOORS AND WINDOWS.— 
Sales are beginning to show up in this 
line. Stocks are full, with prices 
steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Common 2-8 x 6-8 
screen doors, $1.58; and fancy 2-8 x 
6-8 screen doors, $1.97 each; Sherwood 
adjustable 24-in. window screens, 
$6.20; and Wabash extension 24-in. 
screens, $5.00 per doz., net. 


SCREWS.—Demand is fair, with stocks 
in good condition. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 80-20 per cent; flat 
head, japanned, 72%-10 per cent; 
round head blued, 77%-10 per cent; 
flat head, brass, 77%-10 per cent; 
— head, brass, 75-10 per cent from 
ists. 


SNATHS.—Dealers have their stocks 
ready for the call. There is no change 
in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Scythe snaths at 
$13.20 doz., and bush snaths at $16.00 
per dozen, net. 


SOLDER.—There is a fair call for 





solder, with stocks well filled. Prices | 


show no changes. 


We quote from jobber® stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 44c. lb., and strict- 
ly half and half solder at 43c. Ib., net, 
in 100-lb. lots. 


STEEL SHEETS.—Demand is steady, 
with perhaps a slight improvement. 
Stocks are well filled, with a decline in 
price to be noted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
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sheets at 4.90 cwt. base (24 ga.), and 
black steel sheets at $3.95 cwt., base 
(24 ga.). 


TIN.—As with sheets, there is some in- 
dication of interest on the part of the 
consumer. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke ICL, 
20 x 28, $14.50 box, and IC, 20 x 28; 
8-lb. coating roofing tin, $15.75 box, 
net. 


WHEELBARROWS.—Sales are on the 
upgrade, with stocks well filled. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Queen B fully 
bolted barrel type tray wheelbarrows, 
$40.00 doz.; Meteor, fully bolted, 
$36.50 doz.; No. 2T tubular, $7.33 
each; No. 10 Gopher $4.00 each, and 
—_ 1 G American garden, $6.25 each, 
net. 


WIRE.—Demand for fence wire shows 
that farmers are beginning to shape 
their work for the late spring. Prices 
are slightly changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized cattle 
wire, $3.09 per 80-rod spool; gal- 
vanized hog at $3.30 per 80-rod spool; 
special galvanized hog (14 ga.) $2.47 
per 80-rod spool; smooth b aie iron 
wire, No. 9, $3.10 cwt., and smooth 
galvanized wire, $3.55 for No. 9, net. 


WIRE CLOTH.—Demand is growing 
rapidly for wire cloth. Stocks have 
been ready for some time. Prices show 
no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted wire 
cloth, 12 x 12 mesh, $1.70 and alumi- 
num, 12 x 12 mesh, $2.10 per 100 ft., 
net, base. 


WRENCHES.—Call is fair, with stocks 
well filled. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-10 per cent, and Trimo 
pipe wrenches, 65 per cent from list. 
Bemis & Call, long sleeve nut, 10-in., 
eg 12-in., $2.05; 15-in., $2.75 each 
net. 
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good grade, $9.35 each; 16-in. best 
grade, $11.50 each; 18-in. medium 
grade, $8.60 each; 18-in. good grade, 
$9.75 each; 18-in. best grade, $12 
each. 
LAWN SWINGS.—Prices announced by 
the jobbing trade are the same as those 
last year. They are given below. 
We quote from Cincinnati jobbers’ 
stocks: 

Standard lawn swings, $7.75 each; 
extra heavy lawn swings, $9.50 each. 
PAINT.—Business has improved appre- 
ciably in the past two weeks, and pres- 
ent indications are that the spring sea- 
son will be normal. Turpentine has de- 
clined 10c. a gallon, but linseed oil has 

advanced slightly. 


We quote from Cincinnati jobbers’ 
stocks: 

Ready mixed house paints, $2.75 
per gal.; linseed oil in single barrels, 
85c. per gal.; turpentine in two-bar- 
rel lots, 68c. per gal.; white and red 
lead in 500-Ib. kegs, 14%c. per Ib., 
less 10 per cent. 


POULTRY NETTING.—Jobbers have 
increased prices about 10 per cent. 
Sales have been good. 


We quote from Cincinnati jobbers’ 
stocks: 

Poultry netting galvanized after, 
50 and 10 per cent off list; poultry 
netting galvanized before, 60 per cent 
off list. 


ROOFING MATERIAL.—Greater in- 
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terest is being shown in this item. 
Prices remain unchanged. 

We quote from Cincinnati jobbers’ 
stocks: 

Roofing Paper. — Light ‘standard, 
$1.05; medium standard, $1.30: heavy 
standard, $1.55; light Holdfast, $1.35; 
medium Holdfast, $1.60; heavy Hold- 
fast, $1.90: K red and green slate 
surface, $2.10. 

Roofing Coating.—Coal tar, refined, 
in barrel lots, 25c, per gal.; in half 
barrel lots, 28c. per gal.; coal tar, 
crude, in barrel lots, 24c. per gal.; in 
half barrel lots, 27c. per gal. 

Roofing Cement.—Liberty elastic, 1 
lb. 12c.; in 5 Ib. cans, 9c. per Ib.; 
in 10 lb. cans, 9c. per Ib.; in 25 Ib. 
cans, 8c. per Ib, Certain-teed 
cement, 36 lb. to the case, $4.25 per 
case; in 5 Ib. cans, 12 cans to the 
box, 8%c. per Ib.; in 10 Ib. cans, 6 
cans to the box, 7c. per Ib. 


SCREEN DOORS AND WINDOW 
SCREENS.—Business has been well 
sustained in the past two weeks. Prices 
on all sizes are firm at the schedule 
quoted below. 


We quote from Cincinnati jobbers’ 
stocks: 

Screen Doors.—No,. 241, $17.60 per 
doz.; No. 281, $18.65 per doz.: No. 314, 
$25 per doz.; No. 355, $34 per doz.; 
No. 315, $31.40 per doz.: No. 315 gal- 
vanized, $32 per doz. All of the above 
quotations are on the size 2-ft. 10- 
in, x 6-ft. 10-in. 

Window Screens.—No, 1833, $3.85 
per doz.: No. 1833 galvanized, $4 per 
doz.; No. 2433, $4.50 per doz.; No. 





2433 galvanized, $4.75 per doz.; No, 
3037, $6.20 per doz.; No 3037. gal- 
vanized, $6.55 per doz.; No. 18 steel 
screens, $4.85 per doz.; No. 24A steel 
screens, $6.15 per doz.; No. 30, $7.65 
per doz.; No. 30A, $8.50 per doz, 


WATER COOLERS.—Now that sum- 
mer is nearer more interest is being 
aroused in this item. Jobbers are ac- 
tively soliciting orders with fairly good 
success. 


We quote from Cincinnati jobbers’ 
stocks; 2-gal. cooler, $1.80 each; 3- 
gal, cooler, $2.05 each; 4-gal. cooler, 
$2.40 each; 6-gal cooler, $2.90 each; 
8-gal. cooler, $3.90 each; 10-gal. 
cooler, $5 each; Twentieth Century 
cooler with bottle, No. 50 in mahog- 
any finish, $10. 80 each; Twentieth 
Century cooler with bottle and stand, 
No. 500 in mahogany finish, $13. 75 
each; Twentieth Century cooler with 
bottle, No. 50 in white finish, $11.25 
each; Twentieth Century cooler with 
bottle and stand, No. 500 in white 
finish, $14.50 each. 


WIRE CLOTH.—A slight advance in 
prices has been announced by local job- 
bers. The new quotations are given 
below. 


We quote from Cincinnati jobbers’ 
stocks: 

Black cloth, $1.70 per 100 sq. ft.; 
12-mesh galvanized, $2 per 100 sq. 
ft.; 14-mesh galvanized, $2.40 per 100 
sq. ft.; bronze in 100-ft. rolls, $5.50 
per 100 sq. ft.; bronze in 50-ft. rolls, 
$5.55 per 100 sq. ft. 
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New England Retail Dealers Are Buying 
More Hardware but Trade Is Not Up to Snuft 


(Boston office of HARDWARE AGE) 
EW ENGLAND retail hardware dealers are buying more 
| \ merchandise than they were a week ago, and most of them 
want what they order immediately. Yet with the increase 
in this buying, jobbers say there is no real volume to business, if 
comparison is made with sales of former years at this time. It is 
also pointed out that competition for retail business is keener than 
ever before in jobbing history; that the cost of doing a jobbing 
business is rising rapidly; and that collections, which a week ago 
gave indication of improving, have become tight once more. Job- 
bers, therefore, feel that the situation is not as bright as it might 
be, yet all of them agree that the retail hardware business is better 
on the average than most other retail lines. Retail business is 
spotty. Those firms going out for business are getting it, while 
those dealers who are sitting back waiting for business to come to 
them have little encouraging to say. 

What is really needed to spruce things up is some real spring 
weather. Since last reports there has been but one night that New 
England has not experienced frosts. Asparagus will shoot up out 
of the ground two or three inches, possibly more, during the day 
and freeze at night. A goodly percentage of the fruit crops have 
been blighted by cold nights, consequently people who planned to 
do a lot of orchard work have decided to put it off. Lawns are slow 
in developing. Some people have taken off storm windows, but a 
majority have left them on and ordered another ton of coal. Com- 
paratively little overhauling of screens and doors has been accom- 
plished. To be pointed, there is a lot of work that is usually com- 
pleted by this time in May that will not be accomplished unless 
warm weather is experienced. 








AUTOMOBILES.—Leading makers of, be cleaned out as a guard against fires. 
toy automobiles are out with new price | Numerous retail dealers are acquaint- 








lists which show a slight advance on 
some items. Jobbers have readjusted 
their prices accordingly. Retail deal- 
ers are beginning to place business with 
jobbers. 


We quote from Boston jobbers’ 
stocks 

Autauneniies .—Juvinal, Ace, $6 each 
net; Velie, $7.25; Hudson, $8.75; Max- 
well, $10; Peerless, $13; Oldsmobile, 
$1 6.50; Buick, $20; Roamer, $22.50; 
Paige sport, $35. 63; Rolls Royce, $45; 
Marmon, $28.4 

Dump ad —Kiddie, $8.69 each; 

Bull Dog, $15.25; Heavy Duty, 
$22.50. 

Gear Novelties.—Fast Mail, $10.50 
each net; Speed boat, $14.38; Air Mail, 
$7.19; Fire Department, $7.81; Fire 
Chief, $11.88; Fire Tower, $30; Stop 
and Go Signal, $8.88. 


BICYCLES AND _ TIRES. — Bicycles 
and bicycle tires are selling, but there is 
no volume to business. Sales the first 
four months this year were about on a 
par with those for the corresponding 
period of 1926, say jobbers. 


We quote from Boston jobbers’ 
stocks: 
Bicycles.—Men’s, 20 in., $30.50 each 
net; 22 in., $30.50; arched bar, $31.25; 
motor bike type with double bar, 
$32.75. Women’s, 20 in., $32.75; boys’ 
18 in., $29. 

Tires.—Guaranteed. lots of 25 pair, 
$2.75 per pair net; Thornproof lots of 
25 pair, $3.40 per pair. 


CHIMNEY CLEANERS.—tThis is the 
time of the year when chimneys should 





ing their trade of this fact. 


We quote from Boston jobbers’ 
stocks: 

Chimne Cleaners.—Imp Soot De- 
stroyer, $4 per doz. packages, net. 
FLOWER BOXES. —There seems to be 
a little better than normal demand for 
flower boxes this year. Business with 
jobbers is spotty, yet in the aggregate 

is ahead of 1926. 
We quote from Boston jobbers’ 
stocks 
Flower Boxes. — Galvanized steel, 
ae re painted dark green, 24- 
, $10.60 per doz. net; 30-in., $13.90; 
36. ‘in., $20.50. 


FLY SWATTERS.—In addition to or- 
ders for fly paper, jobbers are booking 
fly swatter business. 


We quote from Boston jobbers’ 
stocks: 

Fly Swatters.—Velvet, $6 per gross 
net; Orile, $7.50. 


GARBAGE CANS.—Business in gar- 
bage cans is picking up, the demand for 
underground kinds being, perhaps, bet- 
ter than for other styles. This is a time 
of year when many house owners have 
to replenish cans, following hard win- 
ter usage. 


We quote from Boston jobbers’ 
stocks 

Gartece Cans. — Underground 11- 
gal., $9.75 each net; 13-gal., $12.25; 
No. 15, $10. Refuse container, 14 x 
22 in., $11 each net. Common gar- 





bage cans, N Ys 05 each net; No. 


2, $1.44; No. . 1% 
HAMMOCKS.— Although weather con- 
ditions have been hardly conducive of 
hammock business, not a few jobbers 
here are beginning to assemble orders 
to be shipped a little later in the sea- 
son. 

We quote from Boston jobbers’ 
stocks: 

Hammocks.—Couch styles, khaki 
colored drill, $8 each net; drill with 
adjustable back, $12.50; khaki duck, 
adjustable back, box mattress, $13.50; 
stripped duck, head rest, adjustable 
back, box mattress, $18; striped 
duck, head rest, adjustable back, 
boxed mattress, broad arm rest, $20; 
glider types, striped duck, mattress, 
adjustable back and head rest, $30; 
striped drill, without head rest, sus- 
eee from steel underslung stand, 

18 


Canopy.—No. K7, $6 each; khaki, 
No. K2, $4.35. 

Stands.—No. 63A, $3 each net. 
HULLERS. — The opening of the 
strawberry season has brought out 
some buying orders for hullers, but 
the demand most likely will be live- 
lier later, when the native berry crop 
matures. 

We quote from Boston jobbers’ 

stocks: 


Hullers. — Strawberry, $3.40 per 
gross net. 


ICE PICKS.—Although the weather 
is cool, a great many people who went 
without during the winter have be- 
gun to take ice, consequently there is 
a better call for all kinds and makes of 
ice picks. 
We quote from Boston jobbers’ 
stocks 
ice Petes Standard. No. E, $6.20 
per doz. net; Gilchrist Yankee, No. 
92, $11 per gross in gross lots; Tucks 
slim, $1.58 per doz.; Torrington, T75c. 
per doz. 
ICE TONGS.—tThere is likewise a 
broadening market for ice tongs, chip- 
pers and shavers, but individual orders 
placed by retail dealers so far have 
been conservative. Prices are the 
same as a year ago. 


We quote from Boston jobbers’ 
stocks: 

ice Tongs. — Bosten pattern No. 
1102, Be per doz. net; No. 1103, $19; 
No. 4, $21; No. 1105, $23.50. Ely 
nn iron handle, 12% in., $3.30; 
18 in., $6.50. Wood handle, "24 in., 
$11; 28 in. ie ae 

Chippers.—Gilchrist, No. 50, $3 per 
doz. net. 

Shavers.—No. 1401, $2 each net. 


LAMPS.—The Consolidated Electric 
Lamp Co., Danvers, Mass., is out with 
a new price list on Champion lamps, 
which shows a slight reduction. Job- 
bers have adjusted their prices, which 
average about 2c. lower than hereto- 
fore. Revised prices follow: 


We quote from Boston jobbers’ 
stocks: 

Lamps.—Bulb, Champion line, 110, 
115 and 120 volts, list: 


Clear Inside 

Watt Glass Frosted 
ON aces ee eat ek ala 7? 23c. 
Th MAtencgadhwveuses is dial 23c. 
i Uikt~csnk tba Ue asides 25c. 23¢c 
ERE ea eae 25¢c. 23¢ 
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Small Sales in Pittsburgh Market Creating 
(,ood Volume—Seasonal Goods Active 


(Pittsburgh office of HARDWARE AGE) 


is finding the results much more satisfactory than they seemed 


[iss hardware trade, in checking up the business of last month, 


to be while the month was in progress. 


Buying is so gener- 


ally on a requirement basis that business now appears to be quiet 
when actually it is fairly good and frequent, small sales are creating 
a volume well up to that of the old days, when individual purchases 


were large, but came at intervals. 


The unsatisfactory phase of 


this method of business is that the jobbers or the manufacturers 
have to carry the stocks and bear the incident expense in money tied 
up, but it is a question whether this over a period of years is not 
going to work out as less expensive to the jobbers and manufac- 
turers than the condition of former years when the retailers often 
overbought and if there was not failure, there was the liquidation 
of surplus supplies at prices that hurt the jobbers and the producers. 
Requirement buying does impose hardships of wholesalers and 
manufacturers, but certainly there is some compensation in the fact 
that retailers do not carry stocks of sufficient size to enable them to 
stay out of the market for any considerable length of time. 
Seasonal goods still are moving with a good degree of freedom. 
Possibly there is not the urgency to demand that jobbers welcome, 
but there is a constancy of orders that is encouraging. Everything 
useful in the making of lawns and gardens and in the improvement 
of the conditions within homes is wanted and sales are large. Screen 
doors and windows are moving much better than they did at this 
time last year; paints, stains and varnishes are in demand; much 
activity still marks the movement of house-cleaning supplies and 
jobbers are selling a good many vacuum cleaners and other wife- 


saving devices. 
over sales. 
changes are infrequent. 


AWNING HARDWARE.—Seasonally 
good demand is reported for this line, 
which jobbers quote: 


Eye ends, % in., $5 per 100; % in., 
$8; clamps, % in., $6.50 per 100; % in 
$8; hinges, $3.50 per 100. 
BATTERIES.—Demand for dry cell 


batteries has lost some of its volume, 


but none of its constancy. Jobbers 
quote: 
Broken Unit 
Packages Pocsages 
No. re $1.05 $0.97 
nk  e- seedcheneeu 3.85 3.33 
Se 1.22 1.14 
! i. epeneinies ane 1.22 1.14 
No. it -. opheeeewee 1.40 1.30 
i ("  pecceteue’ 2.62 2.44 
a + 2 cccuscewwe 2.62 2.44 
i aes 3.4 3.17 
OF‘ EEE .42 .39 
RS iin ae .40 35% 


No. 6 dry cells, ignition type unit 
packages, 32%c. each. 
eg —No. 935, 9%c. each; 
No. 950, 9%c.; No. 790, 18%c.; No. 
705, 28c.: No. 750, 18%4c.; No. 751, 25c. 
Hot Shot.—No. 1461, $1.67; No. 
1661, $2.37. 
BOLTS, NUTS AND RIVETS.—The op- 
position of jobbers to certain features 
of the list and discount method of 
quotation on bolts and nuts inaugurated 
by manufacturers on April 1 does not 
subside despite the assertions that the 
jobbers are crying before they are hurt. 
It now appears that there is not 100 per 
cent adherence to the method on the 
part of the manufacturers and enough 


Collections, however, are still a little slow. 


All in all, there is not much reason for complaint 


Price 








shading of prices to warrant the belief 
that before long there will be a revision 
which will concede most of the demands 
of the jobbers. A marked falling off 
in manufacturers’ orders in April as 
compared with the month before is 
ascribed in some quarters as the re- 
sult of the dissatisfaction of jobbers. 
Demands upon the jobbers are steady, 
but not large. They quote: 


Bolts.—All Styles except stove and 
tire bolts, per 100 pieces, 62% per 
cent off list; stove bolts, 75 -and 10 
per cent off list; tire bolts, 40 and 10 
per cent off list. 

. Nuts.—All styles, 62% per cent off 
st. 

Rivets.—Large, $3.50 base, per 100 
pieces: small wagon and tinners’ riv- 
ets, 60 per cent off lis 


BRUSHES.—As there has been an ad- 
vance of about 15 per cent in the prices 
of Chinese bristles, as a result of the 
war in China, the warning is being is- 
sued by some brush makers that they 
must sooner or later recognize the 
higher bristle prices in their produit. 


BUILDERS’ HARDWARE. — Fairly 
good business is reported and the ten- 
dency of demand is in the direction of 
expansion, as is usual at this time of 
year. Jobbers quote: 


Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots, 3 in. x 3 in,. $17 per 100 pair; 
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332 7 x 3% in., $17.50; 4 in. x 4 in., 


$27.5 

S Ai 2 = ~ tig etree = a «» $1.47 
per doz.; 8-i S. * — 10-i $4.14; 
extra heavy, T an 87 P doz. ; 


er 
8-in., $3.18; ein "3. 48; light strap, 
with Ne tag oer one pair in a 


ein 100 pair; 4 in 
Sti 50° iy $10.67 per 100 
pair; ‘4-in. - $12" 


Hasps. os Hines, without screws, 
oe dozen —_ 3-in., 64c. per doz.; 

4% in., 76c.; 6-in., $1: safety, 3-in., 
160 per doz.; 4%-in., $1.14; 6-in., 


Garage Sets.—Swinging hinges, 10- 
in., $2.50 per set. 


CARPET SWEEPERS.—Sales are con- 
stant in this territory and in good vol- 
ume. Jobbers quote: 


Bissell’s Grand Rapids, japanned 
trim, $44 per doz; nickel-plated trim, 
$48. Universal, $42; standard, $36; 
Junior, $16.00; Little Gem, $4; Sterling 
sweepers, $24 per doz. 


FERTILIZERS.—This material, put up 
in small jackages for use on lawns and 
small gardens, still is in good demand 
here. Jobbers quote: 


Old Gardner, 1-lb. cans, $2.05 per 
doz.; 5-lb. pails, 45c. each; 19-lb. 
buckets, 70c. each. 

Shur-gro, 10-lb. sacks, 50c. per 
sack; 25-Ib., $1.15; 50-Ib., $2; 100-lIb., 
$3.50. 

GALVANIZED WARE. — Continued 
good demand is reported by jobbers for 
these lines, particularly for tubs and 
pails. They quote: 


Washtubs.—With wringer attach- 
ment, No. 22, $8.50 per doz.; No. 23, 
$10; without wringer attachments, 
No. 2, $7.75; No. 3, $9. 

Pails. —Water, 12-qt., $2.65 per doz.; 
14-qt., $3; fire, 12-qt., $4; cement, 14- 
qt. $10; chamber, 10-at., $7.20; 12-qt., 
$8; well buckets, 10-qt., $4. 

Refrigerator Pans.—No. 2, $4. 50 per 
doz.; No. 3, $6; No. 4, $7.50. 

Garbage Cans.—Cans with lids, Se- 
ouetty. No. 1, $3 each; No. 2, 

No. $4; Hercules, No. 17 a $3: No. 
181, $3. 25; No. 191, $3.60. 


GARDEN AND LAWN SUPPLIES.— 
There has been plenty of rain this 
spring and hose and sprinklers have not 
had much call, but other garden and 
lawn accessories are doing well. Job- 
bers quote: 


Tools.—Manure forks, first quality, 
long handled, $15.25 per doz.; bowed 
garden rakes, 14-tooth, $9 per doz. ; ; 
at forks, $10.80 to $21 per doz.; 
ty forks, 3-tine, first quality, 
$12.75 per doz.; German hoes, No. 3-0, 
$7.20 per doz.; scythes, $12 to $25 per 
doz.; snaths, $10.50 to $15 per doz. 

Sprinklers.— ing, $6 per doz.; Rain 
King, $2.35 a; Pluvius, $1. 15; two 
purpose, $1. 

Sprinkling nr ae: 





6 per doz.; 
6-qt., +i ~ = oy .70; qt., $8.10; 
12- -qt., 

Hose pa 1 fh tt. rat n® in., 10c 
per ft.; 5% in., 10%c.; , 11%¢.; 


; in 
50-ft. lengths, %c. per ft. fteors Gem 
spray nozzles, $6 a doz 

Hose Reels. Liotee, St 75 each; No. 

2, Bo 60; Reeleasy, $1.3 

Plows. —Geneva, _ eS $5.50 each; 
Leader, No. 2, $3; No. 5, $3; Superior, 
No. 3, 5-tooth cultivator, 50. 

Mowers.—Plain bearing, 8-in. wheels, 
12-in., $5 each; 14-in., $5.25; ball 
bearing, 9-in. wheels, 14-in., $7.75; 
16-in., $8; supreme ball bearings, 10- 
in. wheels, 14-in., $10.75; 16-in., 
$11.25; 18-in., $12. 

Mower Oil Cans.—Tinned, straight 
or bent spouts, $1 per doz.; copper 
plated straight or bent spouts, $1.50 
per doz. 

Rollers.—No. 2 size, $8.50 each; No. 

4, $10; No. 5, $12.50; No. 7, $15. 
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T HE first warm, balmy days— 

the first premature summer 
breezes—and the advance guards 
of the deadly army of flies and 
mosquitoes attack us. Then comes 
the rush on the hardware store for 
quality cloth to repair broken or 
worn out screens as well as new 
work. Are you prepared to meet 
your customer’s demand _ with 


“GOLDEN ROD Bronze?” 


Foremost in long life—Foremost 
in enduring strength—Foremost 
in beauty—“GOLDEN ROD” is 
at the peak in screen cloth values. 


If your customers have a prefer- 
ence for antique finish, we recom- 
mend ORIENTAL Antique 


Bronze. 








“Pm Sure Glad 
He Sold Me Golden Rod’’ 


We also manufacture 
VULCAN Black Painted; 
APEX Electro-Zinc-Coat- 
ed; NEPTUNE Bright 
Galvanized; CRESCENT 
Bright Copper; CO- 
LONIAL Antique Cop- 
per. 


Distributed by Jobbers 


If your jobber cannot supply you, write us 
= we will give you*the name of one who 
Will. 


JOHN M. HART COMPANY 


Manager of Sales for 
HANOVER WIRE CLOTH CO. 


General Sales Office: Factory: 
Old Coleny Building, Hanover, Pa. 
Chicago, Ill. 
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Hedge Shears. — Western, §8-in., 
$1.25 per pair; 9-in., $1.40; 10-in., 
$1.60; Disston, 8-in., $1.75; 9-in., $1.90; 
16-in., $2; ladies’ shears, Western, 
85c.; Disston, $1.10. 


HOUSE - CLEANING SUPPLIES. — 
There is no complaint over business in 
these lines, which is stimulated just 
now by the fact that May 1 is noving 
day and a good many families are occu- 
pying new quarters, which usually have 
to get a thorough cleaning to be entire- 
ly habitable. Jobbers quote: 


Mops.—O-Cedar, 33% per cent off 
list; Cotton, best grade, No. 12, $4 
per doz.; ee 20, $5.50; No. 30, $8.50; 


Chamois Skins.—12 x 14 in., $3.50 
z., 18 x 17 in., $6; 14 x 18 in 
$7.50; 15 x 20, $9.20. 

++ Aen TA nan paste wax, 1-Ib. 
cans, §85c.; 2-lb. cans, $1.70; 4-lb. 
cans, $3; 8-lb. cans, $6; Old English. 
1-lb. cans, 85c.; 2- lb. cans, $1. 4-lb. 
cans, $3; liquid wax, oe onlay ‘pints, 
75c.; quarts, $1.40; Old English. pints, 
75e.; quarts, $1.40. Dealers’ discount, 
33% per cent. 

Sponges.—According to size and 
quality, $2 to $9 per doz. 

Wall leaners.—Smoky City and 
Climax, $1 per doz cans; Perfection 
paint cleaners, $3 per doz. 

‘Step Ladders.—Standard full rodded 
—_—s 28c. per ft.; extra, 46c. per 


—— Polishers.— Johnson's elec- 
tric, $42.50 each, subject to discount 
of 25 per cent to retailer; hand, 75 
each; Old English, $2.60 each. 

Carpet Beaters. — Justrite, $1.10 
doz.; No. 4, $1.20. 


ORNAMENTAL FENCE.—Demand is 
good, as usual at this time of year. 
Jobbers quote: 
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Cyclone lawn fence, LX, 36-in., 
$7.25 per 100 lineal ft.; 42-in., $8.25; 
gates, 3 in. x 36 in., $2.70 each. 


PAINTS AND PAINTING SUPPLIES. 
—Brisk demand is noted for ready 
mixed paints, for stains gnd such coat- 
ings as Alabastine. No change is noted 
in oil or turpentine; the latter is very 
low in price for this time of the year. 

Prices to retailers: Ready mixed 
paints, best grades, $2.85 per gallon; 
lower grades, $2.25; white lead, 14%ec. 
per lb. in 100-Ib. lots; 10 per cent less 
in lots of 500 lb. or more and extra 4 
per cent less in lots of a ton or more; 
turpentine, 80c, per gal. in barrel lots: 
raw linseed oil, 12.3c. per Ib. in barrel 
lots. 

PAPER HANGERS’ SUPPLIES.—Sea- 
sohably active demand is noted for the 
paper hanging accessories, which job- 
bers quote: 

Smoothing rollers, No. 4, $9.60 per 
doz.; No. 8, $10.50; seam rollers, No. 
11, $2.75 per doz.; No. 17, $4; brushes, 
$3.60 to $13 per doz.; shears, $17 to’ 
$24 per doz. 

SCREEN WIRE GOODS.:—tThere is 
not only a good demand for screen wire 
cloth, but screen doors and windows are 
moving with freedom and much earlier 
than they did last year or the year be- 
fore. Jobbers quote screen wire cloth: 

Black, 12-mesh, $1.75 per 100 sq. ft.; 
galvanized, 12-mesh, $2.10; bronze, 
14-mesh, $5.50 

WIFE SAVERS.—Vacuum cleaners, 
washing machines and other electrically 
operated household equipment are mak- 
ing a good showing in sales this year. 
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WIRE PRODUCTS—Fence and 
barbed wire and woven field fence now 
are in their season and selling well. 
Fairly good movement is noted in nails, 
but prices of that line seem less stable 
than those of the other products. 


We quote from Pittsburgh jobbers’ 
stocks: 
Fence Wire 


(Per 100 Ib.) Annealed Galvanized 


aso. 6 to 9 gage...... $3.00 $3.45 
i elteatire « otiet ooo 3.05 3.50 
No. a “hee ceetanceet 3.10 3.55 
Ft Ft er er Se 3.15 3.65 
RS CUE “cis etna aden Aine nee 3.25 3.80 
i UE? - <. ouecugaise ue Mee 4.00 
NE OU aca ais La as 6 lat 3.55 4.25 
“> _oae 3.75 4.45 
Barbed wire (per 80-rod spool): 
eM OGRE, « « diss «0c ntiee oes bh $3.00 
EE SE Mion oo dbs co octinewh dhe be 3.20 
EE HRs CUda.5 «Wie 6 00 40 dhe oues 3.50 
GE WEE Welln eco cécek cocdes 3.20 
4- I is ai hci ice eee aha dl ts ear i 3.50 
2-point cattle (special) ......... 2.2 
Field Woven Wire Fence (per 100 
ro 
fC x se Se ae ee $39.00 
DE | Sa Ua ccc BUS oe croc eteeossee 54.75 
een a eee 27.10 
Be Spey een eee neem 36.15 
Dt 1% nopkewnltes cies eunsbe shes 35. 
OE Ba ae ea ea 48.25 
Poultry: 
ODE EE re $35.60 
 o0wantien hs ts os ehkeeud 43.00 
POE cn 4a oo oe Gig bh cds dhedle i 48.50 
Steel Fence Posts: 
Galvanized Painted 
tubular formed 
Serre 50c. each — 
rer 55¢. each 38c. each 
Mite ccusdecdad 65c. each 40c. each 
45c. each 





et nails, base, per keg, $2.85 
to $2.95. 





Clear Inside 
Watt Glass Frosted 
i. wekeckwocweneen® 45c. — 
fae ee 50c. 40c. 
rary pe 60c. : 
ere er 0« 


SOc. — 
Miscellaneous.—Mill type clear, 25 
watt, 25c. each, list; 50 watt, 25c. 
Flame tint, 25 watt, 28c. 

Discounts.—In less than standard 
packages, 25 per cent; in standard 
packages, 30 per cent. 


MASONS’ TOOLS.—There is more 
life in the mason’s trade, consequently 
hardware dealers are enjoying a 
brisker call for tools needed for such 


work. 


We quote from Boston jobbers’ 
stocks 

Massas? Tools. — Bags, 18-in., $24 
per doz. net; 20-in., $27: 22-in., $30; 
24-in., $33: Hawks, 13 ky 13 x 3/32-in., 
$20 per doz.; darbies, 3% x 42 x 
3/32-in., $22; ‘flats, 5 x 12-in., $12. 


OIL STOVES.—Business in oil stoves 
is beginning to pick up, yet there is no 
real pep to business. It is enough bet- 
ter, however, so that every jobber is 
talking about it. 


We quote from Boston jobbers’ 
stocks 

Oil peewee.-~BManee line, No. 211, 
$6.65 each net; No. 212, $12.25; No. 
213, $15.40; No. 214, $19.60; No. 233, 
$24.85; No. 244, $31.15. High backs, 
No. 1102, 3.68 each net; No. 1103, 
$4.55; No. 1104, $5.60. Ovens, No. 10, 
$2.63; No. 20, $3.15; No. 301, $4.48; 
assortment No. 50, $383.50. 

Gasoline.—Air-O-Gas line, No. 121, 
$17 each net; No. 211, $22; No. 212, 
$26: No. 214, $29; No. 621, $30: No. 
623, $33: No. 624, $47.60. 


PAINTS AND SUPPLIES.—Weather 
conditions, although cool, have been fa- 


vorable for house painting, and a lot 
of such work has been accomplished 








Boston Market 


(Contmued from page 87) 


the past month. Some of the master 
painters say they are booked ahead on 
jobs until after June 30. If that is 
true it will be necessary for home own- 
ers to do jobs they intended the master 
painter to do. Retail paint sales should 
benefit. 


We quote from Boston jdbbers’ 
stocks 

Ready mixed paints, per gallon, 
ne 

Regular Colors.—Gallon containers, 
$3.10; %-gal., $3.25; %-gal., $3.40; 
pints, $3.70; Vp - pints, $4.30. 

Outside White.—Gallon containers, 
$3.30; W-gal., $3.45; %-gal., $3.60; 
pints, $3.90; Ve a pints, $4.50. 

inside White.—Gallon containers, 
$3.30; WM-gal., $3.45; %-gal., $3.60; 
pints, $3.90; %-pints, $4.50. 

Dark Green. allon containers, 
$3.55; WM-gal., $3.70: %-gal., $3.85; 
pints, $4.15; %-in., $4.75. 

Permanent Green.—Gallon contain- 
ers, $3.55; %-gal., $3.70; % - -gal., $3.85; 
pints, $4. 15; 1f, - pints, $4.75. 

Vermilion.—Gallon containers, $4.30, 

e-gal., $4.45: %-gal., $4.60; pints, 
| 90: l 6-pints, $5.50. 


REFRIGERATORS.—Generally speak- 
ing, retail hardware dealers are not in 
the refrigerator game to any appre- 
ciable extent this season, especially 
those located in cities and large towns. 
The reason appears to be that compe- 
tition from outside sources is too keen 
to permit much, if any, profit. 
We quote from Boston jobbers’ 

stocks 

Refrigerators. —Eddy line in me ~y 
less than five, 50 per cent dis 
Prices range from $24.50 to $170.2 46 
each list. 

Refrigerator Tools.—Awls, $11 per 


gross; picks, $1.58 and $6. 18 per doz. 
net. 


Reading matter continued on page 92 





ROPE AND TWINE.—Manila rope is 
4c. a pound lower at 24%c. per pound. 
No change is reported in sisal rope or 
in twine. 
We quote from Boston jobbers’ 
stocks 

Rese. —Manila, 24%4c. per lb. base; 
sisal rope, 18%c.; hay rope, 19c.; cot- 
ton rope, 50c. 

Lath Yarn .—Sisal, C130, 18c.; D200, 
19¢c. per Ib. 

Twine. —Hemp in %-lb. balls, No. 
12, 47c. a lb.; No. 18, 42c.; No. 24, 
40c. ; No. 36, 38c. No. 48, 37c.; Yazoo, 
24 10-oz. balls, 80c. a box; Bison, 12 
2-oz. balls, 80c. a box. Cotton cones, 
44c. Jute, 2-ply, 30c. Marlin, 2-ply 
in 1-lb. balls, No. 4%, 27c.; No. 6, 
24c.: in 2-lb. balls, No. 8, 22c. 

Yacht Marlin. —Tarred, 48c. per lb. 


SHEET LEAD.—Sheet lead has been 
reduced %c. a pound, following the re- 
cent slump in pig lead quotations. 


We quote from Boston jobbers’ 
stocks: 


Sheet Lead. — Standard brands, 
144%c. per Ilb., base. 
TREE TANGLEFOOT.—Certain job- 
bers call attention to the excellent busi- 
ness booked in tree tanglefoot. 


We quote from Boston jobbers’ 
stocks: 

Tree Tanglefoot.—In 1-lb. contain- 
ers, $4.80 per doz.; in 5-lb. containers, 
$22: in 10-lb. containers, $42; in 25-lb. 
pails, $96. 


WRENCHES.—Although no official list 
has been received from the manufac- 
turers, Boston jobbers have made a 
change in discounts on _ Stillman 
wrenches. They now quote 70 per cent 
off the list, contrasted with 60 per cent 
heretofore. 
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OLDER-WAY provides 


floor space economy 


Where FoldeR-Way has been installed, 
emergency space demands are quickly and 
easily met—simply by folding away the 
partition wall and throwing two or more 
double-duty rooms into one. Just as easily 
they canbe returned to place—and again 
a practically soundproof wall separates 
the rooms. 


With FoldeR-Way shown here, doors 





Dr. 























New York - 


Minneapolis Kansas City os Angeles 


AURORA, ILLINOIS, U.S.A. 


Boston Philadelphia Cleveland Cincinnati Indianapolis St. Louis New Orleans Des Moines 


slide and fold in hinged pairs. The weight 
is carried on a floor track and ball bearing 
rollers, with upper track and rollers serv- 
ing as a guide. Doors are securely sup- 
ported, and will not sag, stick or rattle. 
FoldeR-Way economizes on space; 
saves time and effort. Whatever your par- 
ticular need, Richards-Wilcox doorway 
engineers will be glad to serve you. 
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- Winnipeg 


LARGEST AND MOST COMPLETE LINE OF DOOR HARDWARE 
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Unsettled Weather Retards Demand 


of Consumer for 


Staples Active—Prices Firm 


NSETTLED weather in the Metropolitan area has retarded the 
normal development of spring hardware trade with the dealers. 
Rainy week-ends have prevented the expected consumer interest 
in garden tools and kindred seasonal goods. 
should stimulate sales for these lines very quickly. Retailers are pre- 
pared for a substantial volume of business as soon as the weather 


improves. 


Wholesale business in spring lines has felt some reaction to the light 
interest of consumers but the condition has not been as marked with 


the jobbing trade. 


Staple lines are enjoying a normal demand. Prices generally are 


very firm. Steel butts and such 
present time. 
wrenches. 


Local jobbers report a decline of 10 per cent on Stilson 
Collections in this territory are about the same. 

Labor difficulties have not yet had any serious effect on the hardware 
business and should these various differences be settled shortly no loss 
of trade on tools and supplies is expected. 


HARDWARE AGE 


(arden Goods— 


More seasonable weather 


items are particularly firm at the 





Consumer Demand Is Fair 


for Garden Tools, Ete. 


Garden tools continue to sell in sat- 
isfactory quantities. New York hard- 
ware jobbers have written a very large 
volume of spring goods business to 
date. Other spring hardware lines 
are reported the same. Current con- 
sumer demand is fair, but with im- 
provement in weather conditions deal- 
ers may expect a decided increase in 
retail sales. Local stocks are in good 
condition. Prices have been firm. No 
changes are expected. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Garden Hoes 


Black finish, 7 in. steel blade, solid 
shank, 4% ft. ash handle, 49c. each. 
Same with 6 in. blade, bronze finish, 
80%c. each; and with 7 in. blade, 
bronze finish, 81%c. each. 

dies’ garden hoes, 5 in. forged 
steel blade, solid shank, 4 ft. handle, 
63c. each. 

Meadow hoes, forged steel blade, 19 
gage, polished and bronzed socket 
shank, 4% ft. handle, 91%c. each. 

Nursery hoes, forged steel blade, 
polished and bronzed, solid shank, 
4% ft. handle (ash), 7 in. blade, 80c. 
each. 

Onion hoe, square top, polished 
forged steel blade, 7 x 1% in., bronze 
finish, 4% ft. handle, 80c. to 88c. 


each. 

Garden hoes are packed 12 in a 
bundle, 

Warren type hoes, %$5c. to $1.13 
each. Scuffle type hoes, 89c. each. 


Garden Hose, Etc. 


Molded, 1 ply, 50-ft. lenghts, 10%4c. 
per ft.; same, 2 ply, 10%c. per ft.; 
molded smooth, 2 ply, 10%c. per ft., 
and wrapped, 5 ply, 9'%c. per ft. In 
25-ft. lenghts each grade is tc. 
higher per foot. 

Hose couplings, Sherman brass, 
$1.30 per dozen; perfect, $2.00 per 
dozen. 

Hose menders, Cooper, 75c. per 
dozen; perfect clinch, 75c. per dozen. 


Scythes 


Grass scythes, $19.25 per dozen: 
Bush scythes, $17.20 per dozen: Weed 


scythes, $17.20 per dozen; English 
riveted back, $21 per dozen; hay 
knives, $16.50 per dozen. 

Scythe snaths, grass, $15.20 per 
dozen, and bush, $17.25 per dozen. 


Hose Nozzles 


Rainking, $12 per dozen; Diamond, 
$4.10 per dozen; Gem, $6.70 per dozen; 
Peoria, 35c. each. 


Potato Hooks 


Solid steel, goose neck, black and 
gold finish, 4% ft. handle, 5 round 
tines, $1.01 each. Same, with bent 
head, polished and bronze finish, 4 
angular back, tines, 94%c. each. 

These are packed 12 in a bundle. 


Steel Rakes 


Light weight, black finish, ash 
handle, 12 teeth, 45%c. each; with 14 
teeth, 50c each; with 16 teeth, 54'%c. 


each. 
Medium’ bronze ffinish, straight 
teeth, 5% ft. ash handle, 12 teeth, 


75%c. each; 14 teeth, polished, 82c. 
each; 16 teeth, 86%c. each. 

Steel bow rakes, curved teeth, pol- 
ished bronze head, 5% ft. ash handle, 
16 teeth, $1.07%%4 each; with 14 teeth, 
$1 each. 

Rakes packed 6 in a bundle. 


Mortar Hoes 


Polished forged steel blade, bronze 
finish, solid shank, 6 ft. ash handle, 
9 in. blade, $1.15 each. Same with 
2 holes and 10 in. polished steel 
blade, $1.15 each. 

Mortar hoes are packed 12 in a 
bundle. 


Hose Reels 


Victor, $1.85 each; No. 2, $2.80 each; 
No, 10, $3.60 each; No. 20, $4.10 each; 
No. 30, $7.85 each. Detachable model 
to fit faucet, $4.10 each, and Reelezy, 
$1.50 each. 


Manure Forks 


Strapped ferrules, oval drop forged 
tines, selected D ash handle, 4-12 
in. tines, bronze finish, $1.53% each. 
Same, 55-12% in. tines, $1.86% each. 

Strapped ferrules, steel capped 
drop forged oval tines, polished and 
bronzed with 4 ft. ash handles, 4-12 
in. tines, $1.34 each, Same with 5-13 
in. tines, $1.52 each. 

Heavy mill or street forks, strapped 
ferrules, bronze finish, wood han- 
dles, with 4 oval 15 in. heavy tines, 


Reading matter continued on page 94 
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$2.20 each. All of these manure forks 
are packed 6 in a bundle. 


Hay Forks 


Strapped ferrules, selected ash han- 
dles, bronzed and polished, 3 oval 12 
in, drop ow i’g tines, with 5 ft. bent 
handle, $1.13% each, and with 6 ft. 
bent handle, $1.37 each. 

Hay forks are packed 12 in a 
bundle, 

Five per cent discount off all prices 
on spring goods in bundle lots. 


Sprinklers 


Sprinklers, Anaconda, $1.05 each; 
Zenith, 85c. each; Ring, 56c. each; 
Rainking, $2.33 each; Giant Rainking, 
$8.33; and Rainbow, $1.35 each. 


Cultivators 


Floral cultivator, adjustable 3 
forged steel prongs, malleable iron 
socket, enamel finish, 4 ft., ash han- 
dles, 59c. each; same with 5 forged 
Steel adjustable prongs and 4% ft. 
ash handle, 84%c. each. 

Packed six in a bundle. 





Rope Sales Are Normal; Local 
Stocks Satisfactory 


Normal rope demand is reported in 
the New York wholesale market. Prices 
for the May-June selling period, an- 
nounced last week, are: Manila, No. 1, 
24% cents; No. 2, 22% cents; No. 3, 
20% cents. Sisal rope, No. 1, 16% 
cents; and No. 2, 15% cents. 


Steady Demand Is Reported 
for Screws in New York 


Screws are selling steadily in the 
New York wholesale hardware mar- 
ket. Reduced prices showing an ex- 
tra ten per cent were announced last 
week by local distributors. Stocks 
are considered ample for current re- 
quirements. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0.B. NEW YORK: 

Screws, flat head, bright, iron, 75- 
20-10-10-10-10. 
Round head, blued, 72%4-20-10-10- 


10-10. 
Round head, iron, nickel plated, 
65-20-10-10-10-10. 
— head galvanized, 60-20-10-10- 


ria head, brass, 72%-20-10-10-10- 
round head, brass, 70-20-10-10-10- 


These discounts apply to standard 
screw lists. In package lots an extra 
10 is allowed. 


Bolt Demand Very Good; 
N. Y. Prices Are Firm 


Selling at firm prices bolts and nuts 
continue very active. Local wholesale 
stocks are adequate. No price changes 
are expected by the local trade. New 
York distributors put new lists and 
discounts into effect promptly on April 
1 with no particular difficulty, due to 
any misunderstanding. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Carriage bolts, by 6 and smaller, 
50 and 10 off list. rger, 50 per cent 
off list. 

Machine bolts, % by 6 and smaller, 
50 off list—larger to 1 by 30, 45 per 
cent off list. 1% to 1%, 30 off list. 

Coach screws, % by 6 and smaller, 
50 and 10 off list. Larger, 50 off list. 

Step bolts, 50 per cent off list. 
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The well known expression, Tape-Marked is the most important term in the entire 
cordage vernacular for the Hardware Dealer. It is a synonym for Guaranteed—Colum- 
bian. There is but one Rope in which the Tape-Marker containing the words, “‘Guaran- 
teed Rope” followed by the printed manufacturer’s signature can be found. It is 


Columbian ites Rope 


This Tape-Marker is a twisted tape which runs in one strand throughout the entire 
length of every Columbian Tape-Marked Rope. It is not only the most tangible evidence 
known of a manufacturer’s confidence in his product, but it is also the dealer’s and 
user’s protection against inferior cordage. , 
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When the Dealer sells a length of Columbian Tape-Marked Rope, the Tape-Marker 
is his authority to inform his customer that the rope he is buying has the complete 
backing of the Columbian Rope Company. 


When you consider the many advantages of handling Columbian Tape-Marked Rope, 
you are going to order it from your Jobber. If he doesn’t carry it, write direct to us. 








Columbian Rope Company 


352-80 Genesee Street 
Auburn, “The Cordage City,” N. Y. 
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Branches: New York Chicago Boston New Orleans 
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Eclipse Uses Improved Bearings 


The Eclipse Lawn Mower Co., Prophets- 
town, Ill., announce the use of an addi- 
tional feature in the construction of its 
product in especially designed babbitt metal 














. 


self-aligning bearings. These bearings, lo- 
cated at either end of the reel shaft, are 
so constructed that a slight turn of the 
jam nut takes up any play or wear. An 
oil groove permits oil from a cup to thor- 
oughly lubricate the shaft. 





New Feature Oi! Stove 


An answer to public demand is the claim 
of the National Enameling & Stamping 
Co. of Milwaukee, Wis., to their new oil 
stove that they are now marketing. Sev- 
eral features of the stove are being empha- 





sized by them quite strenuously in their 
advertising. These being a right or left 
end built-in oven as desired, facilities for 
open grate cooking and others. The oven 
door and splash back are of white porce- 
lain, the oven door being equipped with a 
heat indicator and a leveling device which 
appears to be quite simple to handle. The 
oven is moderately priced. 





The Milcor Bull Nose 
Corner Bead 


The engineers of the Milwaukee Cor- 
rugating Co., Milwaukee, Wis., have per- 
fected a Milcor Expansion Bull Nose 
Corner Bead featuring expanded metal 
wings. This Bull Nose No. 10 has the 
same advantages as the narrow-nose regu- 
lar “Expansion” Corner Bead No. 1. The 
wings are 234 in. wide and the nose is 


° 
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curved to a 3%-in. radius with a 1-in. 
face. It is furnished in No. 24 or No. 26 
Ga. Galvanized Steel or Armco Ingot Iron 
in standard lengths of 6, 7, 8, 9, 10 or 12 
ft., packed in substantial crates, approxi- 
mately 500 ft. to the crate. 

Bull Nose Expansion Corner Bead No. 
10 is ideal for hospitals, hotels, institu- 
tions, and schools, where broad, heavy, 
curved corners are desired for sanitary 
conditions and for protection of plastered 
walls against heavy furniture, carts, wheel 
chairs, and other objects which must be 
moved almost daily. 


= 





The Milcor “Expansion” family now in- 
cludes Corner Bead No. 1 for outer cor- 
ners and No. 2 for inner corners; Base 
Screed No 3; Castings No. 4, 6, 8, and 9; 
Flashing No. 7, and Bull Nose Expansion 
Corner Bead No. 10. 





Steel Display Stands 


Announcement of an all-steel small mer- 
chandise display table has been made by 
David Lupton’s Sons Company of Phila- 
del phia. 

This table is finished in a very neutral 
shade of baked-on green enamel to har- 
monize with any store fixtures. <A three 
ply, veneer panel completely covering the 
steel top is furnished, to whith the clips 





for holding the glass dividers may be at- 


tached. 


A solid partition below the top divides | 


the table length-wise, one side being fitted 
with three full length shelves, and the 
other left open for the effective display 
of larger merchandise. This table con- 
forms with, the specifications furnished by 
leading merchandising authorities. 

David Lupton’s Sons Company also 
manufactures a complete line of steel wail 
display equipment and counters for hard- 
ware stores. 

















Reading matter continued on page 96 
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Speed Boat Tread Car 


The new “Speed Boat” tread car made 
by The American National Company, To- 
ledo, Ohio, manufacturers of children’s 
vehicles, is proving to be a very popular 
number of “The Line Beautiful.” This is 
something different in wheel goods and 
makes a strong appeal to the imagination 
of the youngster. 





The painted portholes, deck rail, search- 
light, and foghorn all carry out the idea 
of the speed boat’s design and add to the 
enjoyment of the young owner. As illus- 
trated, the boat-shaped body is mounted 
on four rubber-tired, red-trimmed disk 
wheels, and is finished in pearl and battle- 
ship gray. 

The complete equipment includes gas 
control, gear shift, bumper, rubber pedals, 
instrument board, bottle of oil, and motor 
buzzer. The “Speed Boat” is packed one 
in a crate; weight, 70 Ib. 





Making the Door a Closet 


The Cardinal Toggery Rack, manu- 
factured by the Chas. Fischer Spring Co., 
240 Kent Avenue, Brooklyn, N. Y., is an 
ingenious contrivance that transforms a 
door into an additional closet. It solves 
the problem of limited space by providing 
a place on the closet door for all small- 
wear, such as hats, scarfs, neckpieces, 
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and umbrellas. It also provides a place 
for shoes, so that the housewife does not 
have to remove them from the floor when 
sweeping the closet. With the aid of this 
convenient rack, the daily hunt for small 
articles of wearing apparel that have been 
mislaid will become a trouble of the past. 

These all-nickel racks are made to fit 
all doors, and will last for years. They 
are adapted to the needs of small apart- 
ments, hotels, colleges and offices. 














May 12, 1927 HARDWARE AGE 95, 


~ GRAHAM BROTHERS 
TRUCKS 


6/0 1245 








¥%Ton Chassis F.O. B. Detroit 14%2-Ton Chassis F.O. B. Detroit 
1-Ton Chassis F.O. B. Detroit 2-Ton Chassis F.O. B. Detroit 


Dual Rear Wheels Optional at Same Price 


Quality— 
Volume— 


They Are Good 


“as Tow Price 


SOLD BY DODGE BROTHERS DEALERS EVERY WHERE 
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- Everybody’s Business 


(Continued from page 60) 


a microscope, then the sun would be only a dust speck 
three-hundredths of an inch away, and our entire 
solar system would be less than an inch across. On this 
scale, the nearest star would be 1500 feet away and our 
private universe or star cloud would have a diameter of 
about 9000 miles. Continuing our assumption on the 
same scale of measurements, the vastness of space is 1n- 
dicated by the statement that while the sun is only a 
fraction of an inch away, the most remote nebula, or 
island universe, so far disclosed is 300,000 miles distant. 

Searching the heavens for the secrets of life is far 
from being a waste of time. The astronomer is just as 
likely to discover the clue to infinity as the physicist. On 
every hand are puzzling questions. Are there living or- 
ganisms on other planets? Have our own planets been 
thrown off from a central orb, or have they been picked 
up by the sun in its whirl through space, as the earth 
picks up meteorites? Is our solar system cooling off or 
heating up? Are the spots on the sun immense volcanoes 
thousands of miles in diameter and shooting great gey- 
sers of super-heated gases tens of thousands of miles 
into space, bombarding the earth with electrical bullets, 
or are they gigantic whirlpools set up between the mov- 
ing layers of gases within the sun? 

Each scrap of new knowledge helps in our search for 
the master key of the universe. Evolution really begins 
with the formation of the atom. But for the origin of 
matter we may look to the stars.as the source of the 
electrons and protons necessary to the construction of 
atoms. It is for such reasons, as well as its close prox- 
imity that the sun must become an object of ever-in- 
creasing interest to man. It is our power-plant—the 
source of all the energy that sustains life. From it we 
get the vital ultra-violet rays that build health, and from 
it come the variable forces that create destructive hurri- 
canes and manufacture weather. [Eventually a better 
knowledge of the sun and its changing spots will make 
long-distance weather forecasting a valuable and depend- 
able science. Droughts, floods and abnormal tempera- 
ture changes will be anticipated and losses of life and 
property avoided. 

We are now coming to a period of sunspot maxima 
which combines with another cycle having to do with the 
relative position of the sun, moon and earth. Famines 
and weather calamities throughout the world in the past 
seem to have come in coincident cycles and appear to 
have been caused by variations in solar radiations. Since 
1922 we have been getting less than normal heat from 
the sun and there has been an expansion of the cold 
water areas of the oceans producing abnormal climatic 
changes. It is for this reason that the present year has 
been heralded as a repetition of 1816 when the food sup- 
plies of the world were seriously damaged. 

This makes it interesting to review the weather that 
prevailed in that so-called “Year Without A Summer.” 
According to Pierce’s ““Weather Records” which extend 
from 1790 to 1847, and which covered primarily the 
region around Philadelphia, the weather of the last quar- 
ter of 1815 bore a close resemblance to the same months 
of 1926. January, February and March of 1816 were 
also quite similar to the first three months of the present 
year. There was one deep snow the middle of January, 
but otherwise the weather was mild, foggy and wet, with 
an average temperature of 32. The mean temperature of 


February was 28, and that of March 36. The Delaware 
River was frozen over in February for only a few days. 
The first half of March was quite cold, but the last two 
weeks brought mild weather and heavy floods in the Ohio 
River. | 

Real disaster only commenced in April of 1816. The 
temperature of that month averaged 47, May 57 and 
June 64. April brought heavy frosts and snow squalls 
more appropriate for January. Ice formed on several 
nights and all buds were destroyed. According to the 
forecaster, “May’s frowns: were many and her smiles 
few.” Northerly winds with frosty nights caused green 
things to wither. Corn was replanted two or three times 
and very little came to perfection. June brought sev- 
eral frosts and cold spells that killed practically every 
green herb. From six to ten inches of snow fell in vari- 
ous parts of Vermont; three inches in the interior of 
New York; and several inches in New Hampshire and 
Maine. 

As for 1927, there has been freakish weather in most 
parts of the world in recent months. Severe storms in 
the Mediterranean ; gales across Great Britain; a record 
snow storm and destructive freeze in Portugal and south- 
ern Spain; the heaviest snow in the Sahara in four cen- 
turies, extending into Palestine; the greatest flood in the 
history of the Mississippi Valley; the lowest tempera- 
tures ever recorded in late April in the Yellowstone and 
Western Montana. All of which coupled with damage 
to fruits and destruction by hurricanes lends credence to 
the thought that we may be in for a repetition of a year 
of adverse conditions in the northern half of the United 
States. 

At least it is clear that mere man, with all of his 
boasted intelligence, is hardly more than a plaything in 
the hands of the mighty forces of nature. We average 
more than 90 tornadoes a year and no section is free 
from visitation. The common notion that the East is 
safe is fallacious. In 25 years, Pennsylvania has had 42 
hurricanes, New York 33 and Massachusetts 10. Per 
unit area, Massachusetts has more tornadoes than Ne- 
braska. ‘Even hail does $200,000,000 of damage annually 
in America. 

Back of this whole problem is a mass of vapor 865,000 
miles in diameter, with an average density 1.4 times that 
of water, and having a temperature running from several 
million degrees Centigrade at the center down to about 
7000 degrees on its glowing surface. This mass we 
call the sun and we can make it our loyal friend and 
servant if we will only put forth the effort necessary to 
get well acquainted. 





Says the Man Behind the Counter 


Back in the days of high wheeled bicycles, low heeled 
shoes, home baked bread and tin pans for milk there 
probably were few women coming into the hardware 
store and it didn’t matter if the sales force went around 
with sleeves rolled up and excelsior in their hair. Today 
things are different. The hardware store is making a big 
appeal for women’s trade, which means that those who 
sell to the ladies must present an appearance that will 
please the ladies, whether they are ladies’ men or not. 
Married or single, try to please ’em all. It’s the making 
of more business. 


Reading matter continued on page 100 
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IRON 


Equipped with Vea 
“no-burn-out” ele- 
ment— guaranteed. 
An insurance pol- 
icy with each Iron 
—Retail— $7.50 
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Concentrate— 
and you merchandise successfully 


| ype ees among hardware retailers Dover prices are established, main- 
and wholesalers are those who are _ tained and afford a satisfactory profit 
concentrating on selected non-com- to the retailer and the wholesaler. 
petitive products and making money. 
They select one spark plug line—one 
tire line— one radio line and just one 
line of electric iron and percolator. 


Dover products are known and made 
acceptable thru strong, truthful maga- 
zine and newspaper advertising, 
reaching millions. 

Concentration means less capital in- 
vestment — more frequent turnover — 
greater profit. There never was any 
sense or satisfactory profit in handling 
every known and unknown brand. Let The retailer and the distributor who 
sound sense and the need of a more concentrate on the sale of Dover pro- 
Satisfactory profit cause you to select ducts receives the support of the oldest 
Dover electric irons and Dover and strongest manufacturer of irons 
table percolators and for these very and percolators with great resources 
definite reasons. and sales marketing facilities. 


Dover products are equipped with the 
Vea “no-burn-out” Heat Unit. Insured 
for a life time agaigst burning out. 








+ 
Dover . Dover Do-man-co 
Table Percolator Retail $5.00 
The exquisite Dover . 
Table Percolator also has A sturdy and reliable iron 
the Vea “no-burn-out”’ selling at a slightly lower 
element—easy to sell. Six rice than Lady Dover, 
to nine cup size. In sets both of which make a sub- 
or the Percolator alone. ¥ stantial profit for you. 








DOVER MANUFACTURING COMPANY 
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171, inch Free 
Edge Cone 
$16.00 


Makes a Radio 
Reproducer out 
of any piano 





Rui 






TAND. 
ew & 
ie UTAH JUNIOR ai 


$12.50 


Watch for next month’s announce- 
ment of the new sensational Utah 
line for the coming selling season 


UTAH RADIO PRODUCTS CO., 1615 S. MICHIGAN AVE., CHICAGO 
*HE MOST COMPLETE LINE OF RADIO LOUD SPEAKERS IN THE WORLD 
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First, the mention of the Timken name is | 
a gratifying recommendation to pros- 
pects, nearly all of whom are familiar 
with Timken advertising, and with fault- 
less Timken service in motor cars and 
other machinery of every kind. = 


Second, Timken endurance is the best 
guarantee against service calls; and 
friction elimination reduces consumption 
of power and lubricant. 


g 


Third, the improved operation of Timken- 
equipped washers and other appliances 
produces good will and favorable word- 
of-mouth advertising for Timken- 
equipped lines. 





Dealers and users are assured of Timken 
advantages in the New Sunnysuds, spon- 
sored by Sunnyline Appliances, Inc., 
of Detroit. 


THE TIMKEN ROLLER BEARING CO. 
Sa a &£ @ BM, O H I O 


Tapered Bike 
TIMKEN Roller 7 
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Manufacturing 
Auger and 
Machine 
Bits 


(Continued from page 72) 





jaws, as shown in Fig. 9. The head is formed by one stroke 
by the die seen just ahead of the point, the point entering a hole 
in the die. The design of the die varies with the different types 
of heads desired and the holding jaws must suit the diameter 
of the twist. Only the head is heated preparatory to this step. 
The heads of very large bits are formed under a drop hammer 
with the bit held vertically. 

The final forging operation is the straightening of the bit 
after it has once more been heated. Large bits are straightened 
by striking with a hand hammer, as they are rotated on the 
point to determine the high spots, while the smaller sizes are 








Fig. 17 


straightened in the machine shown in Fig. 10. This machine is 
of the same type as the crimping machine shown in Fig. 5, but 
is equipped with dies that have a simple half-round groove. The 
bit is revolved by hand between the rapid blows of the recipro- 
cating die, thus eliminating crookedness. 

After forging there is machining, filing and polishing. These 
operations are performed on special machines or by hand, as the 
peculiar shape of the twist usually obviates the use of standard 
machine tools and has obstructed the development of automatic 
machinery. 

After the forging process all bits are again heated and all 
parts to be machined are annealed. Only the heads of auger 
bits and both ends of machine bits are annealed, but neither at 
the middle. These portions are heated, then annealed by inser- 
tion in ground mica or lime, then left to cool slowly. The bits 
are then dipped in sulphuric acid to remove the scale, then im- 
mersed in water to clean off the acid. 

The first machining operation is taper-turning the point and 
the second sizing the head or turning it to approximately the 
finished diameter. Both operations are now performed in re- 
built lathes, but the tools are the same as those shown on the 
turret lathe in Fig. 11. 

A revolving headstock chuck holds the shank of the bit. The 
cutter shown at the left is advanced on the point. The chuck is 
disengaged at the end of the operation, thus eliminating the 
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Fig. 16 


necessity of shifting a countershaft belt for removing and re- 
placing the work. Dimensions of the point are the same for 
each bit of one size but vary for different sizes. 

For sizing, the work is held in the tailstock spindle and ad- 
vanced automatically into the box tool shown at the right in 
Fig. 11, which is held in the headstock spindle. A spring center 
in the box tool receives the bit point and insures that the head 
will be machined concentric with the point by the two cutters. 

For machine bits, the shank is next turned in an engine lathe, 
small sized bits being supported by gripping the twist of the 
jaws of the headstock chuck, while large bits are held between 
centers. The company name and bit size are stamped on the 
shank and this part is not machined further. The bit then goes 
to a cylindrical grinding machine shown in Fig. 13, in which 
the edge of the twist is ground to provide clearance when boring 
a hole. The bit is revolved between centers and fed back and 
forth across the grinding wheel. The work table is adjustable 
relative to the wheel to obtain the desired angle of taper, which 
varies with the diameter and length of the twist. Some machine 
bits have a flat milled on the shank prior to this grinding. 

To remove the excess stock from the head of a double twist 
bit seven operations are necessary. Practically the same number 
are required for other styles. These steps are milling or coarse 
filing to bring the bit into condition fit for hand filing. An im- 
portant factor is the angle of the slope given to the radial cut- 
ting edges at the head end. This angle must be a certain amount 
more than the angle at which the radial edges cut into the wood, 








Fig. 18 


owing to the lead of the screw point. If the angle is too great, 
excessive power is required to drive the bit. A milling cutter 
gives the bit the desired clearance angle as shown in Fig. 12. 
One of the steps employed in removing the stock from the 
throat is illustrated in Fig. 14. The bit is held and rotated by 
the right hand of the operator, who uses the left hand to 
manipulate the lever and guide the bit throat on the revolving 
cutter, which has file-like teeth. The throat need not be fitted 
(Continued on page 108) 


Reading matter continued on page 102 
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Make Your Own Show Cards, Streamers and Price Tickets with the STENCILOR 


§ Bes practical device enables the most inexperienced 
person to make extremely attractive and professional 
lodking signs in a quick and efficient manner. 

The STENCILOR is used and endorsed by progressive 
merchants everywhere, who have found it indispensable in 
the daily routine of business. It cuts sign-costs to the 
minimum and pays for itself in a short time. 

Signs made on the STENCILOR have sales-attraction and 
goods well displayed are half sold. 

Write for our illustrated ames a samples of cards made on this 


DISPLAY MATERIAL COMPANY 


774 Grand Ave., ST. PAUL, MINNESOTA 
Eastern Agents: DISPLAY MATERIAL CO., 191 Pearl St., 


New York, N. Y. 
Canadian Agents: DISPLAY CARD COMPANY LTD., Brockville, Ont. 























Banks Removable Steel Clothes Posts MILW we EE {en 
for Wash Day : ! 


If your Jobber can’t supply you write 
for folder describing Banks (PAT- 
ENTED) Removable Green Enam- 
eled, Ornamental Clothes Posts, 
Pulley Poles and Flag Poles. 

Made of the highest grade carbon 
steel tubing obtainable. The “Ace 
of Clubs Top,” our Trademark, 
identifies. Prices within the reach of [ jiisoe of 
every home owner. Cost less than \ imitations 
wooden posts and will last as long as _ 
the house. 


Banks Steel Post Company = Nyacirs a 
Telephone, Branch Brook 1218 Miri ite) “TES > Eac. E- <> Cc». 
128 Wakeman Ave. (North) Newark, N. J. TSs Mi ees WKEE. wis 


Do 
You 
Handle 
Them ? 


Write 
For 
Full 
Details 























GIANTGRIP BIT BRACE 
Matches the Very Best in Quality ae Risk 


Here is a tool you can compare 
with the very best there is, no 
matter what the price. Regard- 
less of how much more you pay 
you can’t get a bit brace that will 


TAPLIN CAN OPENER fonger “service, ‘Fully zo 


























guaranteed. 10” sweep. Ic Saeed ior 

The tempered high grade tool steel blade is muhtn KO aE 

ground on both sides giving a sharp and durable tsa dob enttinn anit-ditumen. Uk ar ta 

edge. Superior Nickel Plating. iehes-miiietis on Ve stick 
for live distributors 





_THE TAPLIN MFG. CO. Unrreo Harpware & Toot Corp. 


New Britain, Conn. 74 Reade St. NEW YORK U. S. Pat. Pend. 











- BALL BEARING 


ee Oe or PLAIN 
HAS NO EQUAL 


Produces extreme heat using 
but little fuel and is without 
question the most durable Torch 

THE BLUNT 


ever made. 

POINT NEEDLES prevent ruin- 
ing the burner and makes it so 
much better than Sharp Needle 
Torches. Ask for circular No. 





GRANITE 
STATE 
LAWN 

MOWERS 


BEARING 











160 showing how our torches A Mower 
are made. 
Jobb 8 l t Fact Pri _ 
obbere Supply a actor rice 
PP sd Every CUSTOMER 
Clayton & Lambert We manufacture a complete line of high grade lawn mowers and 
trimmers—there is one for every purse. Granite State Lawn 
Mfg Co Mowers are backed by nearly 60 years of manufacturing experi- 


ence. Ask for a catalog. 
6275 Beaubien St. 


Ask for latest price. Detroit, Mich. GRANITE STATE MOWING MACHINE CO. 
HINSDALE, N. H., U. S. A. 
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A Speech to the “Hardware Boosters” 


(Continued from page 59) 


this increase in cost is being divided between the jobber 
and the retail merchant. 

In the old days goods were delivered by jobbing 
houses in the immediate confines of the city by horse- 
drawn vehicles. While slow, this is the cheapest form 
of delivery. With the coming of the motor truck the 
investment in delivery equipment has been largely in- 
creased. On short hauls, with many waits, the motor 
truck has been proved to be uneconomical. On the long 
haul it is cheaper than a horse-drawn vehicle but as a 
result of the motor truck as a method of delivery the 
radius ot free delivery on the part of jobbers has been 
widely extended. Jobbers are commonly delivering goods 
by motor trucks within fifty miles of headquarters and, 
in some cases, their free deliveries have been extended 
even beyond this limit. In the case of jobbers doing a 
local business practically all of their deliveries to all of 
their customers are done free of charge by motor truck. 
Naturally this service has been added to the cost of dis- 
tribution and is a heavy item. 

[ do not refer to the higher wages of employees be- 
cause in making a comparison between mail order houses, 
chain stores, jobbers and retailers, possibly all of them 
suffer equally in respect to the increase in wages. 

Now, let us, in this hasty review, take the part played 
by traveling salesmen in distribution. I have referred 
to the fact that when a farmer buys from a mail order 
house, the farmer writes up the order on his own time. 
This is, therefore, a saving to the mail order house. In 
the case of the chain store manager, he writes up the list 
of goods he needs to send to headquarters without the 
assistance of a traveling salesman. 

However, when we come to the case of the indepen- 
dent retailer, we find that when he buys goods, he re- 
quires the services of a traveling salesman to help him 
place the order. Not only that, but the traveling sales- 
man frequently has to wait his turn while other salesmen 
are engaged with the merchant. Then there is a lot of 
time lost in story-telling and social amenities, this time 
of course being paid for by somebody and all going into 
the expense account. In many cases, instead of one 
traveling salesman selling the goods to the retail mer- 
chant, there are actually two or three salesmen doing 
the job, these extra salesmen being specialty men or 
missionaries sent out by manufacturers to push their 
special lines, or there are special salesmen representing 
certain departments traveling with the regular salesmen 
of the jobbing house. When one figures up the expense 
of doing business in this manner—the salesman’s salary, 
his hotel bills, his traveling expenses and his lost time, 
it certainly appears a most extravagant method of dis- 
tributing goods, especially when one takes into con- 
sideration the reduced size of the orders that are now 
being placed by retail merchants. 

In the old days, when a retail merchant placed larger 
orders, he bought the goods he thought he would need 
and then he devoted his time to selling and store man- 
agement. Under the present system of small buying 
with a view of securing quick turnover, in every fairly 
good-sized retail business and even in small retail stores, 
it requires all the time of one man, and probably the 
most expensive man in the store, simply to place orders. 

Not only are the retail merchants wasting a lot of 
valuable time buying in fractions of a dozen, but they 
are constantly out of goods. They are always asking 
their customers to allow them to order direct. Jobbers 


are also guilty of the same practice. Jobbers are calling 
on manufacturers to ship small lots of goods direct to 
their customers. All of this short-sighted merchandising 
is not only adding tremendously to the expense of doing 
business but is playing directly into the hands of mail 
order houses and chain stores. 

Take my own case: I buy a great many books. 
When I read a favorable criticism of a book in the 
papers, I go to a little book store in the neighborhood of 
my office and ask for it. Nine times out of ten, they are 
out of the book and say to me—“Let us order it for 
you.” Now, I do not let them order it because I happen 
to have a charge account at Brentano’s and I can order 
it by mail myself, having it sent direct to my residence 
and not paying for the book until the end of the month. 
Therefore, I am buying practically all of my books 
from Brentano’s, a large corporation, when, as a matter 
of fact, | would prefer to buy from the little book store 
around the corner if they would carry a stock of the 
best sellers. However, they are almost always “out,” so 
now I have stopped dropping in to this shop. I find 
ordering books by mail far more economical than wasting 
time trying to buy them from the small retail dealer. 
I do not think I should be expected to give him this 
business at the cost of a lot of wasted time and personal 
inconvenience. Consequently, he is missing the sale of 
other books that I might pick up on the counter when I 
call. Every extra motion, every movement that comes 
in between the buyer and the original producer of any 
commodity means not only delay and added expense but 
the increased possibility of errors leading to more delay 
and more expense. 

Now let us devote a little time to analyzing selling. 
There are two kinds of salesmanship—one kind that 
opens new accounts and introduces new lines of goods, 
showing samples of these new lines, while the other kind 
is nothing but pure order-taking. In the present system 
of selling, the regular salesman is supposed not only to 
develop business but to spend 90 per cent of his time 
simply writing down items. This entering of items on an 
order book takes very little intelligence. It is really not 
salesmanship. It is work that is almost mechanical. The 
entering of a dozen axes or a few gross of screws or a 
few sizes of carriage bolts or certain well-known locks 
and hinges could be taught to any sixteen-year-old boy in 
a few months’ time. How absurd, therefore, to have a 
high-priced salesman charging up high traveffng expenses. 
devoting his time to work of this character! As a matter 
of fact, there should be two classes of salesmen—one a 
salesman to develop new business and to introduce new 
goods, and another, and a very cheap, salesman to travel, 
simply writing down orders. If the retail merchant must 
be helped to write down his orders, at least he should be 
given a character of talent to help him in this work that 
is not as expensive as the talent doing the work today. 

Then, the salesman’s automobile has made a change 
in business. In the old days when, on account of the 
trains, it was necessary for a salesman to remain in a 
town all day, he worked thoroughly, and usually took 
a large order. He turned through his catalog page by 
page from axes to zinc. Now, with his automobile wait- 
ing for him at the front door, he works rapidly. He 
is satisfied with a little order and rushes off to some 
other merchant to take another little order. As a result, 


the numbers of small orders have greatly increased 


(Continued on page 106) 
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You Do Not Sell Nails 
One At a Time 


OO many hardware merchants have 
overlooked the fact that every 
customer for Domes of Silence should 

buy them by the dozen packages. The average 
living room has six or eight pieces. The average 
bedroom needs five packages. The average 
dining room a half dozen or more. The aver- 
age house needs three to five dollars’ worth 
of Domes! Why sell a customer one package? 
The next page illustrates a cabinet which will 
increase your Domes of Silence sales. Retailers 
report complete sale of contents every two days. 


DOMES of SILENCE 


Better Than (asters Yip Easily Applied 
The Perfect Furniture fj Save Furniture, Floors gp. 
Footwear and Rugs er 





Reg. U. S. Pat. Off. 
No. 995,758 which will 


be strictly enforced. 


DOMES OF SILENCE Division, Henry W. Peabody & Co. 17 State Street, New York City. 
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Here’s a Stock and Display 
Cabinet to SELL from 


‘ERE’S real sales ammunition: A 
full gross sets of Domes of Silence 
with every size instantly to hand 

See | gs is stocked in the back of this new metal 
ses 48 8 8 »i%  COUNter cabinet. When its display front 


in ol in 4 mm Apel str ae 
$9 


eda cn sets $13.50 reminds her to request a package--you 

produce other sizes for her other rooms. 

Her 10-cent inquiry is turned into a 

m .... three-dollar sale! This new cabinet 

eae =o makes a five-inch strip produce profits 

ea" all the time. Some stores are selling a 

Per eross a day every day. Your jobber has 

it now. Put it in that profitless space. 
Order yours today. 


DOMES of SILENCE 


Easily cApplied 
Save Furniture, Floors 


and Rugs 
























Better Than (asters 
The Perfect Furniture 


Footwear 





Reg. U. S. Pat. Off. 
No. 995,758 which will 
be strictly enforced. 


DOMES OF SILENCE Division, Henry W. Peabody & Co. 17 State Street, New York City. 
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The “GOODWIN” 


(Ball Bearing) 
Grass Shear 





Sets a New Standard for 
Grass Shears 


It is revolutionary in principle. 

The “Goodwin” is held in an 
easy, natural, upright posi- 
tion; hands entirely clear of 
the ground. 

Retailers invariably stock when 
shown the “Goodwin.” 

Sold on a positive guarantee 
against defective material 
and workmanship. 


Wheeler Radiator & Mfg. Co. 
1641 Collamer Ave. East Cleveland, O. 
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Sewer and Drain 


Pipe Cleaner 


NET WEIGHT 15 OZ 
T Manufactured by an 
HE CHAMBERLAIN COMP 


PitrsBuRGH, PA- 


faaeed Se tse 











Needed in Every Home 


Until someone invents a non-clogging 
drain pipe, housewives will continue 
to buy DESOLVO. 

No other preparation equals it for 
quickly removing the refuse which 
collects and causes obstruction. 

Don’t be without this Pipe Cleaner 
which is a necessity in every home. 
Not sold to grocery trade. 


The Chamberlain Co., Pittsburgh, Pa. 
33 Terminal Way 




















“The Blade With the Reputation” 


Makers Since 1883 


CLEMSON BROS., INC. 
Middletown, New York 








Standard of theWorld 


forOvera Quarter @ntury 

























A quarter century, and more, of Su- 
premacy is the proud record of Grand 
Rapids All Steel Sash Pulleys—the prod- 
ucts of thirty years of specialization. 


An overwhelming majority of all buyers of 
pulleys use ‘‘Grand Rapids’’ exclusively 
because they are unmatched in strength, 
ease of operation, longevity and economy. 


The Grand Rapids All Steel line is Com- 
pleate—in this line only can you obtain 
the large «Lubricated Cone Bearing Pul- 
leys, self-aligning and noiseless. 


Let us prove why you, too, should stand- 
ardize on the Grand Rapids Line. 


Grand Rapids Hardware Co. 
558 Eleventh St. 
Grand Rapids, Mich., U. S. A. 
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A Speech to the “Hardware Boosters” 


(Continued from page 102) 


and of course this increase in numbers of orders has 
resulted in a great increase in the cost of doing the 
business, both for the retailer and the jobbing house. 

There is no premium offered a retailer for mail order 
business. He is charged just the same for his goods 
whether he buys every item through a traveling sales- 
man or whether he sends the order by mail. As a result, 
the retail merchant finds it much easier to call off his 
items and allow a salesman to do thé labor of writing 
up the order for him. Probably the time will come when 
some plan will be worked out by which a jobbing house 
will allow a special discount for mail orders on the 
invoice. In other words, if the jobbing house saves 
the expense of the salesman by reason of the retailer’s 
taking the time and trouble to write up orders, this 
saving should be divided with the retail merchant who 
does the work. I have been surprised that some jobbing 
house has not adopted some such system to encourage 
merchants to order by mail. I suppose the reason it 
has not been done is that it would lead to opposition on 
the part of the traveling salesman. He would not con- 
sider such an arrangement as being fair to him. Then, 
jobbing houses, in figuring their costs, have averaged 
their mail order business with the orders that come 
through salesmen and have been satisfied to have their 
mail order volume reduce the general cost of selling 
goods. The objection to this idea is that the whole 
tendency, as the dealer receives no compensation for his 
work in writing up mail orders, is to throw all the 
business to the salesman; hence, in the column of the 
higher cost. 

Recently the speaker made a trip to some of the 
larger Western cities. He stopped at the leading hotels. 
He was interested to note, first, the increase in railroad 
fares as compared with former years and next, the 50 
per cent increase for the surcharge, on Pullman cars. 
Then he noted that where, in the old days, there were 
many hotels on the American Plan, the American Plan 
had entirely disappeared. All hotels are now on the 
European Plan. This means that room service and the 
cost of food are separate. Rooms alone today in hotels 
cost more than rooms and food cost twenty-five years 
ago. 

Hotels also charge for every little service. They either 
make a charge or you are expected to tip, and the custom 
is so fixed that it is the same thing as a regular charge. 
You would not be permitted to take your little grip to 
your room. A boy must accompany you to the room 
carrying the grip. Then he turns on the light, pulls 
the shades and lifts the window. The theory seems to 
be that you yourself are an imbecile, without sufficient 
strength or intelligence to do these things! You must 
be waited upon! For this service twenty-five cents is 
expected. 

When you leave, you can not carry your grip down, 
but you are expected to call for a boy—another twenty- 
five cents! When you enter the dining room, you check 
your coat and hat and you must give up at least a dime 
while, in the little dish on the counter you will see, 
ostentatiously displayed, a collection of twenty-five cent 
pieces. The suggestion is obvious! 

In the old days, there were many free buses to the 
American Plan hotels. They have all passed away. 
Now we take taxis or motor buses at fifty cents per 
throw. 


I might, at some length, go into the system adopted 
by hotels to advance prices—their cover charges, their 
bread-and-butter charges and, recently, I have even 
found at the end of my bill, after a cover charge and a 
bread-and-butter charge, a Government Tax. The hotels 
of course explain that all these charges have become 
necessary since they lost the profits of their bars. At 
any event, the cost of traveling has been largely in- 
creased in the past ten years. The traveling public are 
being trimmed right. I have no objection whatever to 
the trimming of the man who travels for pleasure, but 
the great army of traveling salesmen are also compelled 
to pay all of these exorbitant charges. They go into 
his expense account. This expense account of course 
goes into the cost of distribution and naturally this cost 
of distribution puts the system of doing business that 
finds it necessary to stand these charges at a disadvan- 
tage with the other system of business in which the 
traveling salesman and his heavy expenses do not exist. 
Now, gentlemen, such are the facts as I see them. One 
avenue of distribution 1s cutting out extra motions and 
reducing costs. The other avenue of distribution, to 
which you yourselves belong, instead of cutting out 
motions, has actually been forced to add more motions. 
These additional motions naturally are increasing the 
cost of distribution. This cost of distribution must, in 
the end, be added to the cost of the goods. 

If, therefore, a mail order house and a chain store pay 
the same prices for their goods as the jobber and if 
they, in reaching the consumer, have a small percentage 
of expense to add for distribution, naturally they are in 
a position, not only to sell goods cheaper to the national 
consumer, but just by dividing up their saving in dis- 
tribution with the consumer, to sell goods cheaper and 
at the same time make a larger profit. On the other 
hand, the jobber and the retailer, starting with the same 
cost with the manufacturer, are compelled to add the 
jobber’s cost, including the jobber’s salesmen and the 
retailer’s cost. Adding these two together gives us the 
cost through this system in going after the consumer’s 
business. 

Now, you know, just as well as I know, that the main 
reason why the jobbers and retailers of the country so 
far have been able to hold as much business as they 
have, is the ignorance, the indifference, the laziness and 
the extravagance of the American buying public. In 
the great majority of American families, it is so easy to 
give an order to a grocery salesman at the back door 
that the housekeeper prefers this system, regardless of 
what the system may cost. She may know that by taking 
her basket, getting into her Ford and going down to 
the chain store, she can save 10 per cent in her purchases, 
but she does not do it simply because it is too much 
trouble. 

However, it is evident, from the success of mail order 
houses and chain stores that there is an ever-growing 
buying public who are willing to take the time and 
trouble and stand some inconvenience in order to save a 
few dollars in their purchases every month. Will this 
buying public continue to grow? It is my judgment 
that it will. I believe that in the years to come, adjust- 
ments must be made in the selling of goods through the 
channel of jobbers and retailers to meet the situation. 
One of these changes I believe will be the reduction in 
the absurd number of so-called salesmen who are now 
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Depstrmeel 


Our New Victor Step Lad- 
der for home use is in a 
class by itself. 

Our line includes Ladders 
for every purpose. We 
pay the freight. 











We manufacture strictly 
Spruce Ladders. 


Spruce properly AIR 
DRIED is superior to any 
other material for ladder 
construction. 
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W. W. Babcock Co. 





Bath, N. Y. 


Common a . m 
Extension Painter’s Trestle ixtension Trest.e 
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- — When it comes right down to lawn mowers —:« PW 
Graham that are built right and stay right, none cut IRs Mel (+) 


All Steel better or last longer than the Genuine 
Practically 
Indestructible 








“ PHILADELPHIA ’’ 


What blades! They 
are Vanadium Crucible 
Steel—the hardest and 
toughest steel known. 
What bearings! They 
are bored with the ac- 
curacy of the finest 
rifle barrels. What a 
reputation ! Cutting 
lawns to the satisfac- 
tion of the most critical customers, since 1869. What a 
variety! 18 Hand, 4 Horse, and 3 Motor Styles. 


Send for No. 25 Catalog and Discounts. 


I 





4 
Combination 
and Lawn Mower. 














31st and Chestnut Sts., Philadelphia, Pa. 
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“The Original People in the Lawn Mower Business Since 1869” 
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Lock 








rap 


PATENTED APRIL 6, 1926 





A New and 


Unusual Item 


Sells on 


Demonstration 





Make your own 


Cut WrapLock band to 















size desired, pass band : 
around work and through Clamps—for 
buckle, then pass around 
a second time and again To recoop a broken 
through buckle (if more Any Purpose barrel 
strength is desired pass Si 
through ence or twice or 1Ze. 
more). 
7 
W hat 


Wraplock is 


Wraplock is a spe- 
cially prepared, 
rust proofed strip 
steel and a galvan- 
ized steel buckle 
that together make 
a locking band that 
neither strain nor 





Slide split pin of tool 
om end of WrapLock tape, 


have it extend over the Repairing broken 


edge of the tape, turn . . Stepladder 
tool down away from vibration can , 
rounded portion of buckle loosen. 


What it does 


Wraplock will bind and 
hold securely any shaped 
piece, round, square, 
hexagon, oval or irregu- 
lar and can be used to 
hold two or more pieces 
of any shape securely 
together. 





Keep turning tool until 
band rolled up has drawn 
so tightly that it forces 
itself into the rounded 
portion of the buckle. 


A Time Saver 


In a minute you can 
make your own clamps 
for any purpose or size 
desired. 


Repairing Lawn Mower 
hand 





To remove tool raise 
slightly and slip it out 
of rolled up band. 





Radio ground clamp 


Sizes and Prices 
Consumer’s Can 
VY in.—30 feet to can 
$2.00 


Contents of Can 
Each can contains a 
generous quantity of 
metal buckles, cotter 
pins, steel keys and one 
special ratchet tool. 


Shop Service Can 
14% in.—100 feet to can 
.00 





If your jobber cannot supply you, write us 


MOSLER METAL PRODUCTS CORP. 
Dept. A 


Mount Vernon 





N. ¥. 
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traveling all over the country. Of course, as long as 
wages are so high and times are so prosperous, all of us 
can afford to be extravagant and careless, especially in 
our small expenditures. However, I hold the unpopular 
belief that the period of prosperity through which we 
are now passing is more or less temporary. I believe 
that the time will come when this nation will be com- 
pelled to be more prudent and economical. When that 
time does come, | am convinced that some of the exist- 
ing very high cost and extravagant methods of distribu- 
tion will be supplanted by lower cost systems. I believe 
that the working of this law, while it may be slow, 
will be inexorable, and that with its working will pass 
out the so-called salesman of today who is simply an 
order-taker. 

In the future, I see the elimination of the mere order- 
taker and the development of a class of super-salesmen. 
The order-taker will not be able to exist on account of 
competition. He will not be able to sustain himself 
simply writing down items without any initiative in the 
way of salesmanship. I firmly believe, however, that 
the traveling man with initiative—with ideas—a man 
who, in fact, will not only bring information in regard 
to lines of goods to the retail merchant but who will be 
a professor and an instructor in merchandising, will be 
the super-salesman of the future. 








TONER & SCHWABLE, Tiffin, Ohio, hardware 
dealers, have an unusually wide front doorway. It 
appears to be twice the size of the average store door- 
way, and has two separate doors leaving a space almost 
two feet wide between the two doors. C. A. Schwable 
finds this space a good place to display certain lines. 

About Aug. 15 he checked over his lawn mower stock 
and found he had sixteen mowers left, with the season 
practically gone. He placed one machine in front of the 
door partition with a card reading, “20 Per Cent Dis- 
count on Mowers.” In less than two weeks he had sold 
eleven and when we visited him on the fourteenth day 
he had sold the twelfth machine. In front of the mower 
he had placed a wire mesh fly trap, intending to head oft 
the flies which seemed bent on entering the store. The 
trap was baited with some sweet morsel and did a good 
trapping job. 

The unexpected happened. The increased demand for 
fly traps came the first day. Many people who had little 
knowledge or faith in fly traps noted the fine catch in the 
trap and asked the price. 
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Probably Your Last Chance 
to Get a Copy of the 


HARDWARE CLASSIC 


“Forty Years 
of Hardware”’ 
By SAUNDERS NORVELL 


Formerly Vice-President and Sales Manager of 
Simmons Hdwe. Co., Formerly President of 
Norvell-Shapleigh Hdwe. Co., Formerly Presi- 
dent and more recently Chairman of the Board 
of McKesson & Robbins Co., New York. 


This is the book that has taken the hard- 
ware trade by storm. Old time hardware 
men have known and felt the romance that 
runs through this business of selling hard- 
ware. It remained, however, for Saunders 
Norvell to combine with an appreciation of 
the romantic side of the great business 
movements in which he took part, the ability 
to write of that romance in a sparkling, 
gripping style that would forever mark 
hardware selling as much more than a “dry 
as dust” business. “Forty Years of Hard- 
ware” reveals many interesting and amus- 
: : | ing incidents in hardware history. All 
paces through the story are reminiscences of many 

prominent men in the hardware field. Be 
sure to read this book and urge your salesmen to read it. It will give you and them 
new perspective, new inspiration and a new respect for the hardware calling. 
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This is a Special Overrun Edition bound up exactly har 
like the original edition that sold out at $3.00 ‘ soe € 
- - a a gen” 
Special Price 00 per c * ay & 
while they last $I F Pp opy i é. as 
+ Se, # 
Order your copy now and present copies oes 
to your men. It will help make them - ris, 
better hardware men. 9 yg 
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Mail the Coupon Today white. 


























Builders areGood 








Customers “Glass 


HEREVER building operations 

are taking place there is an 
opportunity for some hardware store 
to sell glass. It takes no effort at all 
to sell glass to the builder—he needs 
it as he does brick and lumber and 
the chances are that the store that 
serves him with glass will. get other 
i business from him. 


Our advertising in building papers tells 
builders all about 


% BEST #*" 


They know it is stronger, perfectly 
flat, freer from defects and beautiful 
in appearance. Naturally the store 
that carries it has their confidence 
right at the start. 

ees SOLD AND DISTRIBUTED BY LEAD- 


ING JOBBERS IN THE PRINCIPAL 
CITIES OF THE UNITED STATES 
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er WINDOW GLASS CO. 



















World's Largest Producer of Window Class 
GENERAL OFFICES: PITTSBURGH. PA. BRANCHES IN PRINCIPAL CITIES 
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Automobile Padlocks 


for spare tires, etc. Cast 
Brass, polished. Shackle, 
steel, electro gal- 
vanized, ratchet 
design and remov- 
able. Adjustment 
from 14 inch when 
fully closed to 2 
inches when fully 
extended. Nickel 
plated corrugated 
steel keys. Made 


0985SB in twelve changes. 


All Brass, Ex- 
truded Metal. 
Pin Tumbler 
Cylinder. With 
dust guard over 
key way. 
Steel wire 
shackle, ratchet 
design and re- 
movable. Ad- 
justmert from - 

% inch to 134 _— 

inches. 2 nickel silver keys to each lock. Key 


changes practically unlimited. 


Cast Brass, polished. Warded 
mechanism. Steel wire shackle. 
Nickel Sgn ratchet design. 
am Adjustable 
from 1 inch to 
2 inches when 
fully extended. 
2 nickel plated 
corrugated steel 
keys to each 
lock. Made in 
18 changes. 
A special feature prevents 
the shackle from entering the 
09838 lock in an incorrect position. 


























Write today for circulars describing our line of 
Padlocks, Automobile Locks, Cabinet Locks, Trunks, 
Suitcase Locks and Trimmings, Miscellaneous Hard- 
ware, Keys and Key Blanks, Apartment House Letter 
Boxes and Home Saving Banks. 


CORBIN CABINET LOCK co. 


Tue AMERICAN HARDWARE CORPORATION Successor 
NEW BRITAIN, CONN., U.S.A. 
NEW YORK CHICAGO PHILADELPHIA 
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Manufacturing Auger and 
Machine Bits 


(Continued from page 100) 


tv a positive size or angle, but must be shaped to obviate any 
tendency of the chips to choke. After the preliminary fitting 
has been completed, the head and throat are filed by hand to 
finish-fit the top, shape the tapering spurs, and undercut the 
screw point. One of these filing steps is illustrated in Fig. 15. 


The thread on the screw point (see Fig. 16) is produced by 
pressing the point against the high-speed disk A, which has a 
series of circular concentric grooves (not spiral) cut on its face, 
and feeding the bit back and forth across the disk face by re- 
volving spool B of the fixture in which the bit is held. This 
spool is attached to screw E. 


The bit must be fed longitudinally by the operator to roll the 
thread around the point at the desired lead; otherwise circular 
grooves would simply be formed. The pitch and lead of the 
thread depend upon the pitch of the concentric rings on the 
disk, and so different cutters must be supplied for different sized 
bits and the threads of screw E must correspond in pitch to the 
grooves of disk A. Different cutters are also necessary for 
double and single threads. The point of the bit is supported by 
upright rod C, which is adjustable for height. Burrs resulting 
from this operation are next removed by means of a hollow 
cutter revolved in a simple head. 


After several rough grinding operations the bit is again heat 
treated for hardening and tempering. On some bits only the 
head is hardened by heating in a lead bath and quenching in 
oil, while others are hardened the entire length of the twist. 
Aiter cleaning off the oil in water a number of the bits are 
placed in a basket and again heated by immersing the basket in 
a vat of oil held at the desired temperature. After tempering, 
the bits are quenched in hot water to remove the oil. Large- 
sized bits are tempered one at a time. 


Rubber bond abrasive wheels are used in the first of the polish- 
ing steps which are performed after heat treating, hardening 
and tempering. Light cuts are taken in the hollow of the throat 
and twist, the bit being guided across the rotating wheel by 
hand, as shown in Fig. 17. The point is screwed into a wooden 
handle to facilitate turning the bit. Some of the grinding stands 
in this department are equipped.with a member in which the bit 
can be held and rotated over the wheel. Wheels of different 
widths are necessary for the various sizes of bits and for solid 
center bits the wheel must be squared at the periphery instead 
of rounded as illustrated. 


Leather wheels coated with abrasive from 60 grain to flour 
are used in the remaining polishing operations, four operations 
being performed on each surface with the exception of the shank 
on auger bits which is left dull. The four polishing steps are 
called “rough,” “oil,” “smooth” and “finish”; the only difference 
is the grain of the abrasive, and the use of a slight amount of 
oil in the “oil” polishing. The size of the abrasive grain is 
smaller with each succeeding operation. The leather wheels for 
finishing the hollow of the throat and twist are of the same 
shape at the periphery as the rubber bond wheel shown in Fig. 
17. Final polishing of the throat is effected by means of a piece 
of round leather stretched taut so that the bit can be rolled 
along it while exerting a pressure against it. One polishing step 
on the edge of the twist is shown in Fig. 18. The round section 
between the twist and the shank is polished in a similar manner. 


Because of the large amount of handling the bits in polishing, 
the costs of this gepartment are said to be very high, possibly 
around 35 to 40 per cent of the total manufacturing cost. This 
amount of polishing is necessary to produce the high degree of 
finish demanded by the trade. 


Large bits are frequently painted black in the hollow of the 
twist to eliminate that part of the polishing. Full polishing of 
the hollows in large bits would result in almost prohibitive costs. 


Final sharpening is done by hand filing after the “rough” and 
“oil” polishing and prior to the “finish” polishing. This step 
is similar to the rough filing or sharpening done before harden- 
ing and tempering. Polishing the screw point is accomplished 
by placing emery powder on it and screwing it into a wooden 
plank of hard maple. This also serves as a trial to determine 
whether the point will pull itself readily into the wood. Before 
packing for shipment, it is revolved in a high-speed head to de- 
termine whether it runs true and if there is any crookedness, 
and the high spots are straightened out by tapping lightly with 
a lead hammer. The bits are then individually inspected for 
shape, temper and finish, after which they are wrapped in pro- 
tective paper packed in boxes and placed in stock. 
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No. 219—Standard; 4 lengths—24, 30, 36, 42 inches. 


Garage Doors are no 
Stronger than the Hinges 
that hold them 


—and those who know think it necessary to 
specify A-P for greatest strength. 


—for this there is not only a reason, but many. 
Over a quarter century’s experience is one. 
The fact that we manufacture from pig iron 
to the finished product (including annealing) 
is another. Still more reasons are our tough, 
uniform malleable that regularly exceeds 
50,000 pounds per square inch tensile strength, 
10% in two inches in elongation and 35,000 
pounds per square inch in yield point. 


—A-P catalog pictures and describes many 
styles of hinges and hangers for all kinds of 
doors. And if you can not find in it the hard- 
ware you want we have an engineering depart- 
ment that gladly extends its services without 
cost or obligation. 


—if you haven’t A-P catalog No. 95 write for 
it on your letterhead. 


No. 119—Standard; 4 lengths 
—18, 24, 30, 36 inches 





No. 519—Standard; 4 lengths 
—31, 37, 43, 49 inches. 





No. 2020—10 inch; tight pin 





ALLITH-PROUTY COMPANY 
DANVILLE, ILLINOIS 


Manufacturers of 
Spring Hinges 
ire Door Hardware 


Overhead Carriers 
Door Hangers 


Allith 


Garage Door Hardware 
Rolling Ladders 









Manufacturers of the finest line of Garage Door Hardware 
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Anchor 7 ““ Brand 


Clothes Wringers 


THE WORLD BEATER, 
Whipper, and Mixer is a 
“live v 3 for 
] JOLLA R DAY ° A Te- 
markable value in a san- 
j , practical, economi- 

household utensil 

every housewife 
needs. 


Operates on any ordinary 
kitchen faucet. Beats 
eZgs, batters, gravies. 
dressings, vhips cream 
and mixes drinks. 


Only 88.75 Dozen 
3/10 Days 
a oe low P ae 
oo; . each Net) for a 
The Best Wringers Made Are igh grade guaranteed 
icle, which gives you 
& a DOLLAR DAY VALUE 
hard to beat. 


Rust-Proof. Foo! proof. 


Anch oO r " Brand ene tn _ ~_ 


order. 

time. Uses standard 
mason jar or can be used 
with any pot, pan, or 
bowl. 


Lovell Manufacturing Co. Erie, Pa. THE WORLD NOVELTY CO. 


Largest Manufacturers of Clothes Wringers in the World Elgin, Dept. H. A,, Ill. 

















BUSINESS IS GOOD i a eae : Moderate 
i Priced 
Tools 


P. A. SCHELL HDWE. MODERATE aaa 


PRICED Priced 
for Farmers, Buyers 
Householders, 


for 


Somerset, Penn. 





Not every man can buy a Packard or needs one. Same 
with tools. Chain-stores have brought down price-levels 
Jecause they properly display their merchandise on thousands of items, including tools. Moderate pursed 
people want moderate priced tools. They haven't a me- 
chanic’s need for super-quality. 

_ . . A lot of new buyers and big ones added Craftsman Tools in 
Our statistical department will cheerfully tell you 1926 to their line. They did it to broaden their market. We 
N make moderate priced goods for farmers and householders who 
LNO use a tool occasionally. Send for catalog—and prices. 


on Heller Equipment. 
jut] os 


how you too can make your business better. 
cost or obligation. Mail coupon TODAY. 


W 700 Bryant St.. Montpelier, , | ) 
° ce Heller & Co. 20 Vesey St., New York City na 
Please tell us how P. A. Schell Hardware are increasing sales. 
Our store is feet lonx. ae 


hii Craftsman Tool Company 
Champaign, Illinois 




































May 12, 1927 








A New 
Pin Tumbler Lock Set 


For Bungalow Doors 


This is a high NT 
grade lock set § 





for front doors 





of residences, 
and is especial- 
ly suitable for 
thin doors. 





The set has 
cast brass grip 





and plates out- : | 
No. 3574 


side and glass (Illustrated) 


knob and thumb turn inside. If 


desired, it can be obtained with 
plain brass knob inside. 


A most attractive set—rightly 
priced. 


Set No. 3574. With brass knob. 
Set No. 3574GN. With glass knob. 


The Eagle Quality Line 


Night Latches Cabinet Locks 
Trunk Locks Store Door Sets 
Front Door Sets Padlocks 

Wood Screws 


Eagle Lock Co. 


General Sales Office 
26 Warren St., New York 
Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Il. 

114 Bedford Street, Boston, Mass. 

Works at Terryville, Connecticut 





REG.IN Us &: PAT. OFF, REG .INU- & PAT. OFF, 
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{ is Catalog No. 1924 li 


he sturdy, practical quality 
of GRIFFIN Hinges is em- 
bodied in this splendid line 


of garage hardware sets. 


( ;RIFFIN 


Manufacturing Coa 


PENNSYLVANIA 
“ Branch Offices 


NEW YORK, 45 Warren St. 
CHICAGO, 555 W. Randolph St. 
BOSTON, 124 Pearl St. 
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Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS 


Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Syndicate Stores carrying hardware in the 
United States and Canada 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers. 

Mail Order Houses handling hardware and housefurnish- 
ings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers is indis- 
pensable in economic direct-by-mail promotion work and also a 
helpful guide for salesmen’s calls. Every sales manager should 
have one on his desk, and every salesman could profitably carry 
a copy in his grip. Since the previous issue was published there 
have been more than 10,000 additions and corrections, and these 
all appear in the current edition. 


Hardware Wholesalers find Verified List of great value in 
‘‘checking’”’ their retail prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. 


New York, N. Y. 


LANDRETH'’S 


Garden and Flower Seeds 
Mixed Lawn Grass 


Now is the time to place your Garden, Flower 
Seed and Mixed Lawn Grass Seed order, if you 
have not done so for this Winter and Spring 
shipment. If you would like our prices, send us 
a list before buying elsewhere and we will quote 
you on Seeds of various kinds in bulk, in litho- 
graph cartons of | Ib. 4 Ib. and 4 lb. and in 

t Papers. We would also like to quote you on 
Mixed wn Grass. Please give us the oppor- 
tunity. 


1927 CROP 


Before buying for delivery after 1926 crop, send us ea 
list of your wants that we may quote you if our traveler 
does not call upon you at 
the proper time. 


We are the oldest Seed 
House in America, this be- 
ing our 142nd year in the 
Seed Business. Had we not 
grown good seeds, 
good attention to business, 
good service and fair ore 
we would not have exis 
so long. 


Businese Established 1784. 


D. Landreth 
Seed Co. 


Bristol, Pa. 

















American Steel & Wire 


Company 

BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 
Waukegan, Baker (Perfect, Ellwood Junior, Lyman. 

NAILS, SPIKES, STAPLES, TACKS, Hot Galw’d Nails. 

ZINC INSULATED (FENCES: American, Royal, Anthony, 
National, U. S., Monitor, Prairie, Banner. Steel Gates. 

BANNER STEEL POSTS. 

CONCRETE REINFORCEMENT. 


BALE TIES: Old Reliable Brands. SALES OFFICES: 
TELEPHONE WIRE. Chicago, New York, Boston, 
WIRE for every purpose. Cleveland, Worcester, Phila- 


delphia, Pittsburgh, Buffalo, 
Detroit, Cincinnati,  Balti- 
more, Wilkes-Barre, St. Louis, 
Kansas City, Minneapolis, St. 
Paul, Oklahoma City, Bir- 
mingham, Atlanta, Memphis, 
Dallas, Denver, Salt Lake City 
U. 8S. Steel Products Co., 
San Francisco, Los Angeles, 
Portland, Seattle 





WIRE 


| Quick Delivery. Write us for selling plans. 

















J. L. THOMSON MFG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 








MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
ins \ as bring the appearance of 
— os. | your store up to date. 
md ee: Write for catalogue show- 
<a ing a large number of styles 
\ | suitable for all kinds of 


F\ shelving. 
= \ 


Milbradt Mfg. Co. 
\ | 2411 N. 10th St. 
St. Louis, Mo. 


\ 


_ \ ee 
;=". 




















Plain or enameled 


STRATTON 0%. 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine l 








Robertson “Horseshoe Magnet” Hammers 


Permanent magnet which holds a ee a 
the tack in position for driv- 7 i01¢€ ~~. 
ing. Awarded the Silver Medal - 
(the highest offered) at the Panama-Pacific Exposition. 
Good profit. 

Name and design trade marks registered U. S. Pat. Off. 


ARTHUR R. ROBERTSON 





94 Portland St., Boston, Mass. 





Send — 

for @ STERLING " 

Samples Sterling Hack Saw Blades sell. 

and Write for Catalog and Prices. Sold by Jobbers. 
Test Diamond Saw & Stamping Works 
Them Buffalo, N. Y. 
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This Free Set of 
FORSTNER Donley Screen Door Guards 
Labor Saving 


on Your Door 
AUGER BIT 




































—im, / 
SO“ 





Bores Any Arc 
of a Circle 











Sells 


— ae Auger .- > F 
circular sin inatend of tts center Sereen Door Protection 
consequently it will bore any arc of 
a circle, and can be guided in any 


jaiizection regardless of grain or knots, to Your Customers. 


c 
the ~~ J of a A nm spouse, scroll-saw, or 
lathe tool combined. or core boxes, fine 
and delicate patterns, veneers, screen ‘work, 


scalloping, fancy scroll twist columns, newels, ) 
[” ribbon molding and mortising. In Neat Gold Letters 


a They Read This Message 
The PROGRESSIVE MFG. CO. — 


TORRINGTON, CONN. 




















- f DONLEY SCREEN DOOR GUARDS 





Wire Products 


for every need 


Made in 26, 28, 30, 32 and 36 
inch sizes of one piece, strong and 


Nails of all kinds, Staples, rigid, these cuards 
Cambria Fence, Barbless 

Twisted and Barbed Wire, 
Processed Wire, Bright and 
Galvanized Wire, and Wire 
Rods to standard or special 


analysis. 








Protect the screen against blows 
and knocks. 





Serve as push bars for the chil- 
dren. 





BETHLEHEM STEEL COMPANY 
General Offices: BETHLEHEM, PA. 


BETHLEHEM 


Prevent bulging of the screen. 
Reinforce the door. 





Improve its appearance. 











Order your Free set now, from 
your Jobber or write us direct for 
list of Donley Jobbers in your 


ALLEN Safety Set Screws territory. 


aad eaten ee See mennetal Sin hollow ae 
—the only other nad made. y ten 

process we increase the density of the steel ° Th D VM 

around + comet .-" so that — = —— ~ C onley fg. Co. . 
sizes stand all the strain the best made ~oO-~ . . 
wrench can apply. The Allen process makes 10585 Quincy Ave., Cleveland, Ohio 
poe deep, perfectly-formed socket- ry chips > 

the bottom. e entire length of 

utilized either for solid metal at the — or depth of roe t 
for the wrench. All sizes in stock in.; any Also Manufacturers of Donley Alsteel 
length, point or thread. Also Socket-Hea id lee Tap . 
Extensions and Socket Wrench Sets. Dealers: Write for Hose Reels 
catalogue and sales proposition. 


The ALLEN MFG. CO. tixrrroro. Conn: 

























HARDWARE AGE 








: ° bes ee * 
Ger ”"g big a 
Mee ee 
j ae 


te ge, 


May 12, 1927 


€= Look for the tag, carrying our name, at the end of every roll! 


The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 


Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City 








Georgetown, Conn. Chicago Kansas City 


DSA ELL LD TTYL DIL A LNMU SE TL DNB 
ee Bees OGLE SMEG re 
ey % 

















~~(CHICAGO)~ 
SPRING HINGES 
The “Sagless”’ 





Ball-bearing Pivot Type 


This hinge is very desirable 
for gates used on office rail- 
ings. Being of the pivot type 
it will not sag and may there- 
fore be used with a very light 
spring tension. 


Another important feature 
of the Sagless is the ease of 
application. It is attached to 
the surface of the post and 
gate which eliminates mortis- 
ing. This feature is a decided 
advantage when applying the 
hinge to metal doors or posts. 
H-42 


Send for Catalogue 


Chicago Spring Hinge Company. 
CHICAGO NEW YORK 





SHARK BRAND CHISELS 


BEAR THIS TRADE MARK 


Trade 


Manufactured by 
E. A. Berg Manufacturing Co., Ltd. 
ESKILSTUNA, SWEDEN 


SHARK BRAND 
CHISELS are 
sturdy and well 
made and crafts- 
men and lovers 

of good tools 
appreciate 

their quality 


Bev- 
Edge. 
Regular Bev- 
eled Ed ge 
Socket Chisels. 


Butt 
eled 


Because of their rep- 
utation as dependable 
tools, they sell with little 
effort, which means sure 
profits to you. 


Order from your jobber today, or write. 


We carry a full line of Swedish Made Tools 
and Hardware. 


SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 
107-109 Lafayette St., New York, N. Y. 


Seattle, Wash. Montreal, Can. 


Minneapolis, Minn. 














RS sition TIRE 


























of [ADDEDS 


U. S. A. 
MODERNIZE 


Me PT ?cq0R STORE METHODS 


To provide adequate storage facilities for 

shelf stock—to make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 
Deep tread steps, full length hand grips, rubber tires, 

















overhead track system, firm construction throughout, 

eliminate vibration and noise and produce a ladder 
of ample strength for safety, convenience and 
efficiency One style only—neat of design— 
attractively finished — any height — 
easily installed—meets most 
requirements. Circular 
request. 








NaN \ 
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"Satisfied 
Customers 


Profitable ‘ 
Sales 


Russell ll Jennin 


Chester, 


\ 
NS \ 
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ings Mfg. Co, 
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The Paperhanger 
Demands and Recog- 
nizes Quality Just as 
Everyone Else Does 


Show your painter and paper- 
hanger customers the “Anchor” 
Brand Line of Cutlery and Tools 
made for them. They will ap- 
preciate its quality because thev 
know “‘what’s what” in the tools 
of their trade. Every item is 
guaranteed and backed by over 
eighty-five years’ experience. 








Put in a line of “Anchor” Brand 
Cutlery if you want steady sales 
and repeat sales. 


Your Jobber can supply you. 


LAMSON & 
GOODNOW MFG. CO. 


Shelburne Falls, Mass., U. S. A. 
New York Office—36 Warren St. 





Boston, 7 Water St. 
St. Louis, Victoria Bldg. 


Chicago, 1732 Republic Bldg. 
San Francisco, Wells Fargo Bldg. 





OPPORTUNITY 


To Share in Profit of 


Leading Manufacturers 


Winchester-Simmons Co. 


Common Stocks 
Preferred Stocks 


Remington Arms Co., Inc., 
of Delaware 


(Controlling Remington Cash Register Co.) 


7% First Preferred 
89%, Second Preferred 
Common Stock 


Attractive Prices 
Information on request 


Charles E. Doyle & Company 
Investment Securities 


49 Wall Street New York 
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Gi) 
Popular with 


Saw Users at teemves 





Pistol Grip 


SAW SET 


No. 695 


HE only saw set made with an oscillating plunger 

which enables the user to set the plunger to the pitch 
of the tooth. Handy—accurate—easy to use—easy to 
sell. 





Manufactured by 
E. C. STEARNS & CO., INC., Syracuse, N. Y. 


Makers of good hardware since 1864. 
Lawn Mowers, Lock Fast Gates, Saw Vises, Clamps, Floor Scrapers, ete. 


Sales Representatives 
W. R. Voorhees & Co., 417 Market Street, San Francisco. 
Thomas A. Troy, 150-152 Chambers Street, New York. 
Deveney & Palmour, 707 Fourth National Bank Bldg., Atlanta, Ga. 
Canadian Representative 
George J. B. Ramsden, St. Thomas, Ontario. 


cette cea AA EERE A RENN SAAT A A A Re 


(CERNE R EERE SESE EET) 








PN TRICKS A 


When you buy Tacks or Small Nails 
by weight you should know that there 
is often a difference of from 10 to 30 
per cent in the count per pound in 
favor of Atlas products. 


Properly designed tacks are more 
expensive to make than miniature rail- 
road spikes. Do not let yourself be 
cheated or assist in cheating your cus- 
tomers. 


When you buy by count see that 
you get the weight. There is often a 
corresponding difference. 





Make the comparison. 


Every product of the Atlas Tack 
Corporation has been scientifically 
designed for its purpose and stand- 
ardized. 


ATLAS TACK CORPORATION 


Fairhaven, Mass., and St. Louis, Mo. 
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Classified Opportunities 
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) Use the “Classified 


Classified Advertising Rates 





) ities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


Positions Wanted Advertisements 
50% off rates quoted 








Average 10 words to a line 
ty Allow One Line for Keyed Address 








Opportunity Exchange Section Se cansvnesdeosses ee 
and to 
Set Solid, Minimum of 5 lines..... $3.00 Each additional inch............. 400 ~ waa soo pssecggge ma hed yal 
Each additional line........... -60 tunities, 239 West 39th St., New 
| All Capitals, Minimum of 5 lines.. 4.00 | Discounts for Classified Advertising York City 


Each additional line........... 80 4 insertions, 10% off; 8 insertions, 15% Harpware Aop is published each Thursday | 


Remittance Must Accompany Order publication i" 


Samples of merchaerdise, literature, catalogs, etc., requirin 
be addressed to 





Forme close Ten Days previous to date of 








more than ordinary reforwarding postage should not ) 
bes numbers. 








BUSINESS OPPORTUNITIES 


HELP WANTED 








Old Established Hardware 
Business 


Prominent Long Island village. Fine business 
} location. Profitable business, with stock and fix- 
tures. Long lease. Quick Sale. Reasonable 
terms. Opposite new post office. 


E. T. DAYTON 
Realtor 
East Hampton, L. I., N. Y. 


We are a well known lock and hardware manufacturing 
concern doing about one million annually, with an assured 
standing in the market. We expect to do two million and 
more. We require the services of someone capable of sales 
management and having the necessary hardware knowledge 
to wisely expand our lines. Investment in the company 
not refused but not essential. Communications strictly 
confidential as to both sides. Box H-550, care of Hardware 
Age, New York. 














YOUNG MEN not over twenty-two years of age, with retail hardware 
experience, living in Philadelphia, Pittsburgh, Cleveland or Detroit, for 
local sales work by reputable manufacturer. Address Box H-542, care of 
HarDWARE AGE, New York. 





SALESMAN—One who is experienced in Door Hangers. Don’t apply 
unless you are a Hanger salesman. State age and experience. Address 
Box H-534, care of HaArpwAre AGE, New York. 











-M. M. GODSCHALK 


Merchandising Engineering 
Complete Service for Hardware Merchants 
Systems Installed Samples Mounted 
101 Park Ave., Room 1403, New York 


Telephone Caledonia 1374 














FINE opening for farm implement store in Electra, Texas. Population 
9,500 and the trade area served by this city is approximately 15,000. Con- 
crete roads lead out into trade area in five directions. Fine farming. 
Good clima implement store here. For further particulars, address 


te. No 
ELECTRA CHAMBER OF COMMERCE, Electra, Texas. 





_FOR SALE—Old established Hardware Store. Stock, fixtures, $40,000. 
Clean, staple. Can reduce. Heart of Los Angeles Harbor, fastest grow- 
ing in world. Large industrial _ New Ford plant, refineries, etc. 
Population 13,000. Real chance for live wire. holesale and retail. 
Box 488, Wilmington, Cal. 


- 





Ii1ARDWARE, housefurnishing store, Socony gas station for sale. 
(,00d for two partners. No less than $15,000.00 required to handle propo- 
sition. Also handle full line of linoleum floor covering. Best growing 
~ rong, i Brooklyn, N. Y. Address Box H-548, care HArpware AGE, 
New York. 





FOR SALE—Stock of hardware, fixtures and show cases. Stock con- 
sists of tools, paints, aluminum ware and garden tools. Will invoice 
around $3,000.00. Sell for cash at a reasonable discount. Address Box 
H-521, care of HArpware Ace, New York. 





FOR SALE—Hardware business established over 50 years in good 
growing town about 50 miles from New York City. Stock will inventory 
— —" to $12,000. Address Box H-535, care of Harpware Acgz, 
New York. 





PARTNER WANTED—Hardware store established 48 years in metro- 
olitan district. Owner desires working partner with $5,000. Address 
~~ H-555, care of Harpware Ace, New York. 





HELP WANTED 





SALESMEN to represent long established Grand Rapids factory with 
national distribution. Call upon jobbers, retailers, sash and door factories 
and lumber dealers. Trips sixty to ninety days’ duration. Salary and ex- 
penses. Give references in first letter. Address Box H-541, care of 
Harpware Ace, New York. 





POSITIONS WANTED 


EXPERIENCED HARDWARE MAN, now traveling, desires to make 
connections with jobber as buyer or sales manager. ill consider travel- 
ing for manufacturer in territory West of Pittsburgh to the Coast or in 
South. Experience covers buying, managing salesmen, and selling to the 
jobbing and manufacturing trade in this territory. Can handle a big line 
or two short lines if they do not conflict. Highest references. Address 
Box H-532, care of HARDWARE AGE, New York. 








THOROUGHLY experienced hardware man with good knowledge of 
paints, 44 years of age. Married. Sixteen years’ experience as owner and 
manager of large store handling all kinds of general hardware and mill 
supplies; desires position with large concern as manager. References will 
satisfy as to ability and honesty. Address Box H-549, care of HARDWARE 
Ace, New York. 





_ THE BUYER-SALESMANAGER of a well known Southern hardware 

jobber wishes to make a change. Has a creditabie record extending over 

a period of sixteen years. Age 37, married, educated and thoroughly ex- 
verienced in catalog building. Will be at Memphis convention. Address 
ox H-553, care of HArpware AcE, New York. 





JOBBER SALESMAN—Age 32, experienced in organization and gen- 
eral sales promotion, desires position with reliable shelf hardware manu- 
facturer. Have excellent record and wide acquaintance among better 
grade jobbers and dealers in all Eastern and Atlantic Coast States. Address 
Box H-551, care of Harpware AcE, New York. 








RETAIL HARDWARE MAN, age 35, married, experience covers over 
ten years as department manager in general hardware, household furnish- 
ings and paints. Now employed; is open for position in Pennsylvania tri- 
State district. Best references and can produce results. Address Box 
H-547, care of Harpware Ace, New York. 





WHAT HAVE YOU TO OFFER? A young man with car, well ac- 
quainted with the hardware trade in Boston and New England, having 
good sales record, desires to connect with one or two good snecialtv lines 
on commission basis. Best of references. GEORGE SAFFRON, 14 
Gannett St., Roxbury, Mass. 





SALIEESMAN would be interested in a line of latches and dead lock 
for New York City, Long Island and New Jersey. Am now representing 
a padlock manufacturer. Kindly send full particulars in first response. 
Any other line will be considered. Address Box H-543, care of HarpWARE 
Ace, New York. 





SALESMAN, with long experience selling hardware and housefurnish- 
ing lines. large acquaintance in Philadelphia and out of town. Box 301, 
care of HArpWARE AGE, 1402 Widener Building, Philadelphia, Pa. 





POSITION WANTED bv hardware man with 18 years’ experience in 
buying. pricing and managing. Can estimate from blue print. Address 
Box 540, care of Harpware Act, New York. 
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POSITIONS WANTED 


HARDWARE MAN, 12 years of practical experience, desires connection 
with contract builders’ hardware concern. Can schedule and order hard- 
ware from architect’s plans and call upon builders and contractors. Married 
and with A No. 1 references. Address Box H-554, care of HARDWARE AGE, 
New York. 

EXECUTIVE, 36 years of age, with 14 years’ manufacturing experi- 
ence, including credits, purchasing, office management, production and 
sales, available soon. Capable of shoulderin heavy responsibilities and 
to efficiently relieve you of a part of your cod. In search of a man-sized 
job which offers real opportunities for the future. Address Box H-546, 
care of HArpwarE Ace, New York. 


SALES ACCOUNTS WANTED 


A CONCERN traveling four men in the States of Ohio and Pennsy]- 
vania, calling on hardware trade, wishes to add a side line as factory repre- 
sentative on commission basis. Address Box H-529, care of HARDWARE 
Acr, New York. 


SALES REPRESENTATIVES WANTED 


WANTED—District salesmen for good side line. Responsible manu- 
facturer of_flashlight and dry cell radio batteries has attractive side line 




















to offer. Good commission to salesmen calling on retail hardware trade. 
Good ——. for right man. THE COMET COMPANY, 5100 
Superior Ave., Cleveland, Ohio. 


SALES REPRESENTATIVES WANTED 


SALESMEN 
partment, Hardware, 





calling on Sporting goods dealers and jobbers, ite De- 

Novelty, Variety Stores. Self-inflating Life Belt— 
pocket size (patented) : new, high class, exclusive aquatic and marine ad- 
junct. Sells itself on its unequalled approved merits. Liberal commission. 
State territory. SELF-ACTING LIFE BELT CORPORATION, 55 East 
8th St., New York City. 


SALESMEN calling on retail hardware, house furnishing ‘goods and 
department store trade. We have a high grade household specialty that 
sells and repeats. Representation wanted in unoccupied territories. Write 
fully concerning lines handled, connections, territory covered, etc. Ad- 
dress Box H-530, care HArpware AGE, New York. 











MANUFACTURER of a new patented poultry fountain and hog 
waterer wants side line salesmen on commission basis to sell hardware or 
poultry supply concerns for the States of Kansas, Nebraska, Missouri, 
Oklahoma and other Middle West States. Address Box H-533, care of 
HarpDWARE AGE, New York. 











WANTED—EXPERIENCED > - HARDWARE SAT. ESMEN i in the 
South, Middle West and Northwest territories by well-known manufactur- 
ers of deadlocks, latches, padlocks and growing builders line. Address 
Box H-539, care of HARDWARE AGE, New York. 





WANTED—Salesman to sell factory line hardware specialties in South 
Carolina, Florida, aa and Mississippi. Address Box H-552, care of 
HARDWARE Ace, New Yor 





OLD ESTABLISHED MANUFACTURER of bullders’ hardware de- 
sires sales representatives on commission basis. In reply state territory 
covered. Address Box H-544, care of Harpware AGE, New York. 














Are You Looking for 
REAL Sales Representatives? 


The Classified Opportunities Section of Hardware 
Age is read every week by the kind of men you 
want to get in touch with. 


It costs little to tell them your story. 








Welding Compound is best by every 
test. Makes welding of any steel as 
easy as.lron. Stock it and increase 
your sales. 


Made only by 








ANTI-Borax Compounp Co. 
Fort Wayne, Ind. 





Makers of Every Kind 
of Screw, Nut and Bolt 


The Corbin Screw Corporation 


The American Hardware Corporation, Successor 
229 High Street New Britain, Conn. 


Western Factory: Dayton, Ohio 











Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 
$2 Industrial St. Rochester, N. Y. 





**T Make the best Hammer” 


D. manatee 1843 


. 


The penmeiee of Maydole Hammers among Carpenters, 
Machinists and Mechanics attests the fact that we've 
maintained the standard set by the founder of this 
business over 80 years ago. 


THE DAVID MAYDOLE HAMMER CO. 
Norwich New York 

















ILLUSTRATED CATALOG OF 


STONE WORKING TOOLS 
and SUPPLIES 


Free on request—send for it today 


TROW & HOLDEN CO. Barre, Vermont 





DROP FORGED 
WRENCHES 


Designed and proportioned to give aMif- 
ness and tensile strength. ade accurately 
and uniform in machining and finish. Send for 
Oatalog B-23. 


ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Ave., Chicage, Ill., U. 8. A. 


















BROWN © SHARPE 
feels) 


TRADE MARK 


BROWN & SHARP 
Dianitenanseteenenenmnnenmatemnmenmememnes 











HACK “TF LES NOX” saws 
sro” AD osincen 


OISTINCTION 
“The Jools in Lhe Plaid Bar” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS =- SCREW ORIVERS - GLASS CUTTERS 


UNIFORMITY 
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_ This new sash | 
is ready for | 


A new and better sash chain—smooth 
running, silent, strong—for any 
pulley made for cord. 


The new Hodell No. 75 Apartment 
Sash Chain runs freely over any 
common cord pulley—brings all the 
well-known advantages of sash chain 
window suspension to the most mod- 
est dwelling or apartment building — 
with extra advantages that only Ho- 
dell Sash Chain can insure. 


Cost? Now no more than cord per 
window opening. And chain can’t 
rot or fray. Moreover, there is no 
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waste to chain—it is installed quicker 
—and goes farther. 


JUST 


ask for the folder on 
No. 75—or order stock 
for your spring build- 
ing requirements 
through your jobber. 











Manufacturers of HODELL Chains 
BULLDOG and SAMSON Coil Chain, BULLDOG Halter Chains, Tie Out 
Chains, Cow Ties, Porch Swing Chains, HODELL and BULLDOG Dog Chains 
and Leads, HODELL Sash Chain, and HODELL Tire and Cross Chains. 
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sr Sash Chain’ 


i 


chain 
builders now 


Builders are developing an un- 
mistakable preference for sash 
chain, a preference that means a 
good volume for the hardware 
dealer on an item easily stocked 
and sold. (No. 75 is packed 100 
feet in a bag, for convenience on 
the job.) 


Hodell Apartment Sash Chain 
will be a revelation in quality to 
dealers unfamiliar with its fam- 
ous patented link—it is worthy 
of association with the finest 
builders’ hardware items stocked 
from the standpoint of profit and 
prestige. 


‘SNS SVAN) PNOVUSTS SO 


3934 Cooper Avenue 


Cleveland, Ohio. 


« 
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STAR 
‘| HACK SAW BLADES 
are the 


EASIEST TO SELL 


Twice the Turnover 


Twice the Profit 


Ask your jobber to sup- 
ply you with the new 
Star Special Flexible 
hack saw blades. 


STAR HACK SAW BLADES 


CLEMSON BROS.,INC.. MIDDLETOWN, N.Y. 




















